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Industry Warned 
To Clean House 


By BBB Chiefs 


Questionable Sales 
Devices of Minority 


: | Sparks 


State of the Nation’s Economy: 
Up 
Octoser Divwenps—Amounted to 
» $553 million, or 2% percent more 
) than a year ago. 


| Srore Sates—Department store 
sales in week ended Nov. 7 were 
' 3 percent above the like 1952 
| week, according to Federal Re- 
serve Board. 
Crupe On, OutputT—Daily average 
crude oil production increased 102,- 
400 barrels in week ended Nov. 7 
‘over the previous week, totaling 
6,130,000 barrels. This compared 
with 6,612,300 barrels a year ago. 
, Construction Awarps — Totaléd 
| $251,725,000 in week ended Nov. 9 

against $152,790,000 the preceding 
week and $411,529,000 in the like 

week of 1952. 

Srzz, Propuction—Amounted to 

» 9,459,000 tons in October, com- 

pared with 8,883,428 in September. 

© Copper Stocks — Reached at the 

— end of October an 18-year high 

-with 84,303 tons, a gain of 11,396 
tons from September. 
ie ~ ” * 


Down 

» Business Inesex—Declined in 
™ week ended Noy. 7 to 107.6 from 
; 08.6 in the préeeding week, ac- 
cording to Barron’g. 

| CommMmerciaL Papt 

dropped by one-eig 
| age point in week e 
_ to 2% percent. 
| ALuMiINUM OvuTPUT—Totaled 218,- 
666,531 pounds in Septembér, com- 
‘pared with 221,090,007 po s in 
August. For the first nine months 
production totaled 1,855,7 < 
‘pounds, compared with 1,403,923,46 
‘in the first nine months of 1952. 

_ Facrory Emptoyment—Stood at 

49.6 million at the end of Oc- 
’ tober, about 52,000 under the Sep- 
\) tember total, but 500,000 more 

than in October, 1952. 

| Sree. Operations—Scheduled last 
week at 91.3 percent of capacity 
against 92.3 percent the previous 
/ week. 

FreicHt Loapincs—Totaled 747,868 
F in week ended Nov. 7, or 4.2 

"percent fewer cars than a week 
earlier. 

U. S. Exports—Amounted to $11.9 
billion in the first nine months, or 
bout 10 percent below the like 
Period in 1952. Imports totaled $8.3 
billion, approximately $400 million 
More than in 1952. 


— Rates 
h percent- 
ed Nov. 16 


Top Cars 


New-car registrations for nine 
months, plus 19 states for Oct. 


Make 1952 Pos. 
Chev. 627,431— 1 
518,621— 2 


Henry J 23,973—18 
MG 5,819—20 
Austin 4,011—21 
Allstate 1,285—22 
Total All Makes 
4,487,471 3,107,090 


For further details see page 
$82, today’s issue. 


Nash Unveils Entries for 1954 Sales Race— 


Held Threat to All 


Cee Ch eging that a 
minority is threatening the in- 


= |tegrity of the automobile business, 


the board of governors of the Assn. 
of Better Business Bureaus by res- 
olution last week called on the auto 
industry to clean house. 

Bureaus throughout the 
country were asked “to pledge 
their full and complete facilities 
to the achievement of those ob- 


jectives.” 
The resolution “calls upon all 


'|members of the automobile in- 


Styling refinements, mechanical advancements and the addition of a 90-horsepower, 108-inch-wheelbase Rambler four-door 
highlight the Nash line for 1954. This is the Ambassador Custom four-door, whose horsepower has been hiked to 130. Horse- 
power of the Statesman has been increased to 110, while the regular Rambler engine continues at 85 horsepower. (See line 


story and photos on Page 40.) 
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Dealers Show Studebakers for 


Nash Cuts Prices 
Of Most Models; 


Two Increased 
By Bob Sheldon 
Associate Editor 


EDUCTIONS on most new 
models, ranging from $13.55 to 





$160.75, feature Nash’s revised price 
schedule for 1954. Moderate in- 
creases have been made, however, 
in price tags on the two cars in the 
Statesman Custom series. 

The Nash price announcement 
last week spotlighted the fact 
that, pricewise at least, the in- 


dependent car builders are doing | 


some truly independent thinking 
as they enter another competitive 
sales year. 

Of the two other independent 
makers which have introduced 1954 
models, Hudson has pared the 
prices of seven of its cars by as 
much as $107, holding the line on 
others, while Studebaker has raised 
| prices across the board. 

oe * ” 


wastes expanded line of Rambler 


models apparently reflects a de- | 


termination to grab off a greater 
share of sales in the low-priced 
field. 

The Rambler Super four - door 
sedan, a new body style for 1954, 
is priced at $1,995, including pro- 
vision for Federal taxes and de- 
livery and handling charges. The 

(Continued on Page 36, Col. 3) 
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1954— 


Production 
Automotive News Estimates 
U. 8. Cars, Trucks 


1 
111,519 —_ 


103,251 


Last Prev. 
Week Week 


For complete production totals 
by makes, see table, page 41. 


‘Car Output Hits 


Low for Year 


With 80,215 


By Tom Hewitt 
Staff Writer 


Cc output last week dropped to 


the lowest point of the year,|... 


while truck production climbed to 
the highest level in a month. 

U. S. plants last week turned 
out 80,215 cars and 23,036 trucks, 
according to Automotive News 
estimates. This compares with 
93,522 cars and 17,997 trucks in 
the preceding week, a drop a 
14.2 percent for an in- 

trucks. 


crease of 219 t 
The car dec s due mainly 
42, Cob) 


(Continued on 
St 





dustry generally, and the leaders 
in their field, specifically, their ad- 
vertising agencies and all advertis- 
ing media, to recognize their re- 
sponsibility . . . in the public 
interest, to avoid any and all ad- 
vertising and sales devices which 
jeopardize the stability and pros- 
perity of the industry and the pro- 
ductivity of advertising.” 
* ~ 7 


_ board, meeting in a two-day 
session, also called on all 
Better Business Bureaus to urge 
business to refrain from using 
various business-getting expedients, 


aaa such as lotteries, drawings or simi- 


—Ueans conditions in the 


auto industry recently have led 
to considerable talk, on and off the 
record, of the possibility of trying 
to solve problems through legis- 
lation or Government regulation. 
Voices have been raised among 
dealers for a new Federal Trade 
Investigation, implying that 
manufacturers may be in vio- 
lation of the conclusions of the 
1938 FTC probe of the industry. 
Others are thinking of state 
legislation to license manufacturers 


in an effort to curtail them. 
~ © + 


ND even 

circles there is muttering 
against the “battle of the giants” 
the squeezing of the smaller 
makers ... 
course to the anti-trust laws. 

A check by the Washington 
office of Automotive News 


brought denials from both the 


FTC and the Justice Department 
that any governmental action is 
under way. 

That is standard practice, since 
it is the policy of both agencies to 
withhold from the press any notice 


in manufacturing | 


the possibility of re- | 


lar schemes of chance, 

releasing resolutions, 
Victor H. Nyborg, ABBB presi- 
dent, said the board noted that 
current highly competitive con- 
ditions in the automobile in- 
dustry are resulting in an in- 
creasing tendency on the part of 
an “unscrupulous minority to em- 
ploy questionable and/or dis- 
honest advertising and sales 


damaging to 
majority of those in the industry. 
The resolution states that if these 
practices are continued, “they will 
constitute a serious threat to the 


This Commander V-8 Starliner hardtop is but one of the 20 body types available for 1954. An all-steel station wagon has|integrity of the automobile 
been added to the line. Refinements on the 1954 Studebakers include redesigned grilles, colorful interiors and larger brakes.| business, thereby undermining 
(See line story and photos on page 39.) 
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(See WARNING, Page 8, Col. 5) 
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FTC Staff Is Dusting Off 
Report on 1938 Probe 


|of the filing of complaints pending 
| investigative action. 
* * 


OWEVER, it was learned that 

the FTC staff is dusting off the 
1938 investigation of the industry. 
| Another spokesman admitted that 
there has been “some corre- 
| spondence relating to so-called 
| blitz sales, and the forcing of cars 
on dealers by manufacturers.” 
| To clarify the situation, AuTomMo- 
tive News is printing below ex- 
|cerpts from the summary and con- 
|clusions of the 1938 FTC investi- 
| gation which pertain to dealer- 
factory relations. 

Pressure for governmental 
action has come largely from in- 
dividual dealers or state groups. 
NADA leaders have warned of 
the dangers of seeking to solve 
problems through on. 

However, at the last NADA con- 
vention in San Francisco, J. Saxton 
Lloyd, retiring president, warned 

(Continued on Page 42, Col. 1) 
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Under Pressure of Competition oes 


Suppliers See Squeeze in 1954 


By Sam Sampson 
Staff Writer 
yet seen competition in the auto 
showrooms is being reflected 
all the way back to the plants that 
supply auto makers with parts for 
the assembly lines. 

The heat of competition is 
melting the fat that allowed pro- 
duction at any price in the past. 

An Automotive News survey in- 
dicates that suppliers see a squeeze 
in 1954 on these fronts: 

* * 


PRESSURE from auto manu- 
© facturers for cost reductions; 

2. Instability of volume, which 
might throw a profitable oper- 
ation into the red-ink column; 

3. Possibilities of mergers among 
auto makers, which would upset 
supplier orders; or mergers among 
the suppliers themselves, which 
might affect supplier competition; 

4. Auto makers building more of 
their own parts. 

* * * 

NN SOME cases, it has been re- 

ported, suppliers have already 
been approached by the auto 
makers to reduce prices on a per- 

unit basis. Others reported in the 
survey that they have not yet been 
exposed to “more-than-usual pres- 
sure” from the manufacturers. Such 
programs are expected, however, 
from all sources. 

Frank Rising, general manager 
of the Automotive Parts Manu- 
facturers Assn., said ‘that- while 
there have been no _ concrete 
rumors of mergers or alliances 
yet, suppliers are engaged in con- 
siderable speculative talk and 
thinking about ways and means 
of meeting “plain old-fashioned 
competition.” . 

“One thing is fairly certain,” 
Rising declared, “As the competi- 
tive market develops, there will be 
fewer and larger companies. 
Volume is the key to low cost-per- 
unit operations. 

* * * 
oo supplier firms will merge 
with others, alliances will be 
formed for mutual benefit, and 
gome smaller companies may fall 
by the wayside,” he declared. 

“Some companies will trim 
operations and concentrate on 
producing their more-profitable 


Kaiser, Willys List 
$15 Million Loss 
In Nine Months 


WILLOW RUN.—A consolidated 
net loss of $4,558,703.40 was suffered 
by Kaiser Motors Corp. and its 
wholly owned subsidiary, Willys 
Motors, Inc., in the quarter ended 
Sept. 30, it was announced by 
Kaiser last week. 

The total consolidated net loss 
for the first nine months was $15,- 
355,278.13. 

The corporation pointed out that 
these figures were unaudited and 
might be subject to adjustment. 

Consolidated net sales amounted 
to $107,927,261.96 for the third 
quarter and $269,855,994.30 for the 
first nine months. 














Chrysler Corp. to Build 


Own Power Steering 


DETROIT.—Chrysler Corp. will 
begin production in December of 
@ new integral type power-steer- 
ing unit for Chrysler and DeSoto 
cars at its Trenton (Mich.) plant. 

Gemmer Mfg., first to introduce 
power steering, will continue to 
supply some units at least until 
March. The new Chrysler device 
is said to be considerably differ- 
ent from that of Gemmer. 

Monroe Equipment will con- 
tinue to supply linkage - booster 
type power steering for the 
Plymouth and Dodge 6, while 
Ross Gear will make a unit of the 
same type for the Dodge 8. 

Gemmer is reported to be de- 
veloping a new power-steering 
unit, said to be attractive from a 
cost standpoint. 





items. Others will expand oper- 
ations to spread their line of 
products over a larger field. 


“It is quite possible that several 
companies may join forces to set 
up collective research and engi- 
neering facilities. Still other firms 
will be searching for products to 
supply completely unrelated in- 
dustries,” Rising said. 

+ + + 


== survey found at least four 
reasons why original equipment 
makers may find themselves hard 
pressed in the future: 


A. Auto manufacturers are be- 
coming increasingly cost-conscious 
as they endeavor to lower the 
prices on automobiles. Cost-saving 
programs will be put into effect on 
assembly operations and will be 
urged for the supplier firms. 


B. With the cancellation of 
many defense contracts for which 
special plants were built, auto 
makers are finding themselves 
with additional manufacturing 
space that is “burning a hole in 
their pockets.” It is strongly 
rumored that some of the larger 
firms may take over more of 
parts manufacturing themselves. 
C. Supplier contracts, which have 
been continued for years because of 
personal friendships, may be cast 
adrift. Factory executive personnel 
is turning over at near-record rates. 
D. Mergers among the inde- 
pendent makers, which are con- 
sidered feasible under future con- 
ditions, may upset supplier volume 
sharply and in some cases, leave 
a@ small supplier without an im- 
portant customer. 

” * x 

ISING declared that one of the 

most difficult problems facing 
suppliers at the present time is in 
projecting the production job for 
next year. Industry estimates on 
54 production range from four- 
and-a-half million units to six 
million. 

Such estimates are of very little 
help to the auto makers them- 
selves, Rising continued, but 
what about the supplier on a 
blueprint-bid basis when as little 
as 10,000 units either way may 


New Slate of Officers Elected by Ohio Dealers— 


At its 20th annual convention, the Ohio Automobile Dealers Assn. elected officers and trustees for the coming year. They 
include (first row, from left) Edgar G. Planck, seffetary; H. K. Raney, second vice-president; D. C. Corbin, first vice-president; 
Robert H. Eddy, president; John T. Giackin, retiring president; E. A. Molenske, treasurer, and M. R. Purdy and D. Nelson 


Banham, trustees. 


Second row: Dick Zimmerman, assistant executive secretary; Lynn D. Timmerman, D. Ll. Dunn, Curt Sole, Mike Turk, F. C. 
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mean the difference between 
profit and loss? 


First, the supplier must attempt 
to figure what percentage of the 
total market his customers will get. 
But, if the production race between 
Ford and Chevrolet continues, cur- 
rent percentages for each maker 
may be thrown completely out of 
line. 


This problem, Rising declared, 
will hold particularly true for sup- 
pliers who ship mainly to the in- 
dependent makers. For the larger 
suppliers, however, whose business 
embraces either Chevrolet or Ford 
or both, shipments to the large 
buyer will perhaps compensate for 
those not sent to a smaller source. 

* + « 


HE labor force, the survey 

showed, will be one of the chief 
concerns of the suppliers under 
competition. 


If it is necessary to reduce 
overhead costs considerably, it 
was pointed out, it may be wise 
to enlist the cooperation of the 
workers by putting the facts 
squarely before them. As things 
get tougher, it will become in- 
creasingly necessary for workers 
to recognize the problems of stay- 
ing in business, it is felt, 


A recent example of labor dif- 
ficulties of this sort appeared dur- 
ing the merger of Kaiser-Frazer 
Corp. and Willys Motors. It was 
stated at the time by Kaiser-Frazer 
that the union contract would not 
allow competitive selling of Kaiser 
products. 


Several of the suppliers pointed 
out that some shops fell into the 
habit of paying a premium for un- 
interrupted large-volume pro- 
duction beyond the wage standards 
of other shops. Under competitive 
conditions, this will be an addi- 
tional obstacle to the operations of 
smaller shops. 

~ a +. 


OMPETITION will undoubtedly 
bring on expanded research and 
engineering processes among the 
larger suppliers. A more effective 
product, under control of the 
(Continued on Page 41, Col. 3) 






























To Develop Service Techniques— 


The automotive industry's first technical 


Livonia, Mich., by the Ford division to provide dealers with information and materials 
on servicing and maintenance of vehicles. 


service laboratory has been established in 


Its model research garage and technical 


equipment are used in the preparation of training material, repair publications and 
special tools as well as in maintaining specification and inspection services. 


Ford Opens Technical Lab 
To Develop Service Aids 


LIVONIA, Mich. — Ford division 
last week formally opened the auto- 
motive industry’s first technical 
service laboratory, designed to de- 
velop procedures and materials for 
servicing and maintaining Ameri- 
ca’s 10,000,000 Ford cars and trucks. 


Carl T, Doman, national service 
manager, was host to dealers, 
civic and business leaders and 
Ford executives at the laboratory 
here. 


L. D. Crusoe, general manager of 
Ford division, said the recently 
completed laboratory will empha- 
size preventive maintenance as a 
means of obtaining economical and 
continuous operation of motor 
vehicles. 

“Ford Motor Co. traditionally has 
emphasized,” Crusoe said, “that 
service ranks equally with the 
engineering, manufacture and sale 
of its cars and trucks, and that 
when a customer buys a car, he 
buys performance, durability and 
mileage as weil as comfort, safety 
and beauty. 

“Our new technical service labo- 
ratory is the nerve center for a 


vital activity that touches every 
Ford owner, helps every Ford 
dealer and contributes greatly to 
the continuous improvement of 
Ford cars and Ford trucks,” he 
said. 


Doman said that Ford di- 
vision’s service department is the 
only one in the industry having 
facilities to design special service 
tools for dealer use and also is 
unique in having a _ national 
program of authorized engine 
and small parts reconditioners. 
“Our new facilities also will en- 
able us to make available complete 
Ford car and Ford truck repair 
publications, special repair tools 
and suggested repair time 
schedules to dealers and their me- 
chanics prior to the introduction 
of new models,” he declared. 


Doman also explained that the 
Ford service department continu- 
ously gathers information on the 
performance of Ford cars and 
trucks and relates this information 
to customer preference for Ford 

(See FORD LAB, Page 42, Col. 2) 


Tax Bureau Studies Leased-Car Ruling 


By William Ullman 
Washington Correspondent 
ASHINGTON. — Widespread 
protests and inquiries from 
car-leasing groups and individuals 
have caused the Internal Revenue 
Service to take Revenue Ruling 108 
under further consideration. 
Warranted clarifications or 
modifications will follow the 
study, Automotive News learned 
from authoritative sources in the 
Treasury Department last week. 
The ruling, which was published 
in Internal Revenue Bulletin No. 
13 last June 22, provides that when 
a taxpayer customarily buys auto- 
mobiles wholesale or at fleet dis- 
counts and leases them for periods 
short of their normal useful life, 
then sells them either wholesale or 


Armstrong, Fred C. Williams, James Berry and Neil D. Rush, trustees, and Walt R. Hamer, executive secretary. 


Third row: G. Robert Fellows, Fred C. McCarthy, Chester C. Adams, C. A. Cronin, E. H. Sale, A. F. Schatz, Harry Burnsteen, 
Glenn C. Teegardin and Forest R. Ripley, trustees. 





retail, the taxpayer is in two busi- 
nesses—car leasing and car selling. 

As a result, the vehicles, when 
sold, do not qualify for treatment 
under Section 117 (j) of the In- 
ternal Revenue Code for gain or 
loss as assets held for more than 
six months. 

* * * 

T THE time the car-leaser sells 

them, under the terms of the 
ruling, he is deemed to be in the 
business of selling automobiles and 
the cars sold are stock in trade, 
just the same as if he were devot- 
ing his efforts exclusively to selling 
cars. Thus any profit is treated as 
ordinary income rather than capi- 
tal gains. 

The aim of those firms and in- 
dividuals filing inquiries and pro- 
tests, it is understood, has been to 
seek a solution to their tax prob- 
lems or a clarification of the ruling 
through administrative channels 
without resorting to court action. 


Meanwhile, official notification 
has been sent to IRS field agents 
engaged in investigating tax lia- 
bility in businesses affected by 
the ruling, informing them that 
further study is being given the 
ruling, at the conclusion of which 
a statement will be made, pos- 
sibly about the first of the year. 

Significantly, the instructions to 


K-W Establishes 
Chicago Zone 


TOLEDO. — Formation of a 
Kaiser-Willys Chicago sales zone, 
an area embracing parts of three 
states, was announced last week by 
Roy Abernethy, general sales man- 
ager of Willys Motors. 

Charles P. Noonan has been 
named manager of the new zone, 
which includes the northern half 
of Illinois, Lake and Porter 
counties of Indiana and 78 Iowa 


' counties. 


agents directs that they take into 
consideration the possibility of fur- 
ther clarification of Ruling 108 be- 
fore they make final determination 
of tax liability in cases involving 
this issue. 

It is believed the study will oc- 
cupy a considerable time, but that 
a further clarifying statement or 
modification will be forthcoming 
by the first of next year. 


Ford Assets Up 
$173 Million 
At End of 1952 


BOSTON.—Total assets of the 
Ford Motor Co. increased $173,578,- 
000 during 1952, according to the 
company’s annual report filed last 
week with the Massachusetts State 
tax commissioner. 


As of Dec. 31, Ford assets totaled 
$1,757,750,000, compared with $1,- 
584,172,000 on Dec. 31, 1951. 

The greatest increase was in real 
estate, machinery, equipment and 
furniture, which jumped $88,250,- 
000 to $801,234,000. 

Commercial inventories totaled 
$307,023,000, up $42,881,000 over 1951. 
Other assets are prepaid insurance, 
interest and taxes, $31,292,000, and 
defense contract costs, $77,746,000, 
an increase of $34,774,000 over 1952. 

During 1952, earnings retained 
for use in the business were boosted 
$87,816,000 to $811,199,000. 

Ford liabilities included $387,- 
678,000 for application against Fed- 
eral income taxes. This figure was 
$286,612,000 at the end of 1951. Re- 
serves totaled $41,608,000, a de- 
crease of $15,404,000 from the 
previous year. 

The firm’s capital stock was $17,- 
| 265,000 and the capital account in’ 
;excess of par value of stock was 
| $500,000,000. 
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XT year competition will be 

at. its height. Relative sales 
standings will be no longer de- 
termined by the ability of factories 
to produce. There will be plenty of 
ears of all makes, and sales alone 
will dictate production schedules. 


This is a normal state of af- 
fairs. Our industry has now grown 
far beyond the days when cars 
were a luxury or an idle toy of the 
rich, It is no longer a spasmodic, 
seasonable business. It has become 
a major economic force in the en- 
tire nation. 

Stability of dealers will be the 
keystone in the _ industry’s 
progress, This stability is 
threatened now by a few oper- 
ators who go the price route, 
rather than employ creative and 
aggressive selling. 

The majority of dealers just can- 
not understand why, as we enter 
this new era of automobile selling, 
that a small share of the trade is 
demoralizing the market by ad- 
vertising half-truths in the attempt 
to move Cars. 

* * * 


‘Drop Dead’ 
a column is receiving daily 
many dealer advertisements 
that would not do credit to a self- 
respecting hock shop. For instance, 
in one from Wilmington, Del., the 
headline reads: “Drop Dead,” in 
two-inch type. It is offering 1954 
models “at cost plus $17 profit.” 


Dealers ask what can they do 
in retaliation. The best answer is 
perhaps: pay no attention; don’t 
dignify such practices with re- 
sponse. Continue to sell honest 
value, treat all customers alike. 
Serve owners promptly, efficient- 
ly and courteously, Customers, as 
well as the sheriff, will soon 
enough take care of most dealers 
who travel the price route, 


Occasionally, some dealers feel 
called upon to respond. Last week 
this column published an example 
of a hard-hitting advertisement of 
this type. I was intrigued today 
with another advertisement — this 
one from the Atlanta Constitution 
—which was run by the John Smith 
Co., an organization that I have 
known for 40 years and which has 
gained the respect and admiration 
not only of the members of the 
trade but, what is more important, 
of the citizens of that community. 

I am giving you the John Smith 
Co. announcement this week as an 
inspiration to those dealers who 
feel the necessity of explaining 
their position in this orgy of al- 
leged cut-price sales. I am sure 
that John Smith will be glad indeed 
if any dealer wants to compliment 
his judgment by using all or any 
of the ideas he so well expresses. 
It can readily be adopted in any 
size community, large or small. 
Here is the text of the ad: 

+ - « 


In Selling Cars— 
like anything else 
COMPLETE HONESTY 
is the only policy that pays off! 
YOU’VE HEARD A LOT lately 
about special “deals” from auto- 
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| Dealers tell me 


By John 0. Munn 


mobile dealers. Such phrases as 
“no money down,” “name your 
own deal,” “no finance charges,” 
“would you take blank dollars for 
your old car?” “$350 off,” “will 
sell 50 today,” “not interested in 
profit—just volume,” “special one- 
day sales,” and goodness knows 
what other inducements have 
been blasted in the newspapers, 
radio and television—as well as 
tags placed on cars making 
ridiculous offers in the form of 
proposed allowances on cars to 
be traded. 


There is a reason for this... 
competition has returned to the 
automobile market, and the 
situation is healthy for you and 
for the automobile dealer who 
deals in facts and honest figures. 


We are but one automobile 
dealer in Atlanta; but, as an 
authorized Chevrolet dealer, we 
feel it’s high time someone laid 
‘the cards on the table as to 
just where they stand. 


WE BELIEVE that good 
business practices and honest ad- 
vertising will best serve our 
interests as well as the best 
interests of our customers... 


WE KNOW we sell America’s 
number one car. As of last week, 
Chevrolet has out-sold its nearest 
competitor by over a quarter of 
a million passenger cars in 1953. 
Official new car registrations 
prove this is a fact! 

WE KNOW that when you 
trade here for a Chevrolet you 
get an honest, square deal, The 
public’s confidence in us is a 
matter of record. Since 1869— 
over 84 years ago — when our 
business was founded by the 
father of our present owner, we 
have endeavored to serve our 
customers to the best of our 
ability, and our best efforts are 
ever expended toward safeguard- 
ing the reputation we enjoy as 
“The Old Reliable.” This is a fact. 

WE KNOW we sell honest- 
value used cars. When we sell 
@ guaranteed used car, we pro- 
tect the buyer—and our guar- 
antee means something. Our 
“Better Than a Guarantee 
Plan” proves this is a fact. 

YOU CAN buy from us a 1953 
six-passenger Chevrolet sedan for 
as low as $1,811.55, plus Georgia 
sales tax. This is the price of the 
car with all standard equipment. 
In addition, we sell useful ac- 
cessories and will make every 
sales effort to sell you some when 
you come in. We will not force 
accessories on you , .. we will 
not falsify finance charges and 
bury them somewhere else in the 
price of the car. We will not 
permit nor condone misrepresen- 
tation in ANY FORM on the 
part of our employes, and 
earnestly solicit suggestions that 
help us to improve service to our 
customers. 


ALWAYS REMEMBER a 
Chevrolet costs less to buy, less 
to operate, and costs you less 
when you trade it on a newer 
model. Model for model, Chev- 
rolets, with comparable 
equipment, sell for less—yes, are 
actually priced at LESS than 
cars of our nearest competitor. 
How can you miss???? 

ALSO REMEMBER... 
Merchandise offered on “cut rate 
sale” basis is usually merchan- 
dise that cannot be sold without 
a “cut rate sale.” Do not be 
misled. See us for America’s best 
selling cars and trucks or for a 
“Better Than a Guarantee” used 
car. 

ATLANTA OWNED 
—ATLANTA OPERATED— 
HEADQUARTERS FOR 
CHEVROLET 
CARS AND TRUCKS 
“THE OLD RELIABLE” 
JOHN SMITH CO. 
530-540 West Peachtree St., N. W. 
531-55 Spring St., N. W. 
Established 1869 
Open ’Til 9 P.M. EMerson 5661 
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Vote Going Against Territory Security . . . 


NADA Delegates Told 


Where to Register 


MIAMI BEACH. — Dealers at- 
tending the 37th annual NADA 
convention Jan. 9-18 will obtain 
registration credentials at the 
Miami Beach Municipal Audi- 
torium. 

Ray Chamberlain, NADA direc- 
tor of conventions, said that some 
dealers always head for the hotel 
headquarters to register. He said 
that this causes confusion and 
slows registration. 

Wives of dealers must be also 
registered to attend business pro- 
ceedings, entertainment and the 
exhibition. 





Regional Sales Clinics 
Planned by NADA | 


By Tom Hughes 
Staff Correspondent 


BALTIMORE. — NADA is plan- 
ning to set up a series of sales 
clinics to guide dealers in tech- 


niques and management, Frederick 
J. Bell, NADA executive vice-presi- 
dent, told the Maryland Automobile 
Trade Assn. at its convention here 
last week. 

> a 








Indianapolis Maps Plans for Show— 
For the first time since 1938, a new-car show will be held in Indianapolis Feb. 13- 


21 on the Indiana State Fairgrounds. Disc 


ussing plans for the event are (seated, from 


left) Show Director Thomas E. Hanika, manager of the Indianapolis Automobile Trade 


Assn.; Walter C. Hiser, president; B. T. 


Gates jr., vice-president; Gale R. Fletcher, 


secretary, and LeRoy E. Gale, treasurer. Standing: James D. Strickland; Sam Wolf; Abe 
Wides; Charles Stuart, and Lovis A. Walther. All lines will be represented, and the 
members of the association have underwritten the expense of the exhibit. 


U.C. Price 





By Bob Lienert 
Staff Writer 
OR the first time in more than 
three months, the average 
wholesale price of used cars has 
crept upward. 

According to Automotive News’ 
index, the overall average last week 
advanced $1 to level off at $760. 

The last previous gain was 

registered Aug. 17, when the 
index advanced $11. On that date 
it stood at $913. The only other 
advance since the early weeks of 
the year came June 29, when 
prices eased upward $1 to $988. 

Last week’s modest gain was 
spearheaded by increases in 1953 
and 1951 models. The ’53s were up 


Kentucky Dealers 
Fight Ruling on 
U.C. Liability 


LOUISVILLE. — The Kentucky 
Automobile Dealers Assn, has re- 
tained State Senator Louis Cox, of 
Frankfort, as counsel to file a brief 
for reconsideration of a_ recent 
ruling by the Court of Appeals that 
a dealer is legally responsible if 
he fails to warn a buyer against 
mechanical defects in a used car. 

The association told its members 
in its latest bulletin that the ruling, 
if allowed to stand, “will not only 
affect the personal reputation of an 
auto and truck dealer, but affect 
public liability and property dam- 
age insurance rates and coverage.” 

The ruling upheld a damage 
judgment of $11,489 which Gaidry 
Motors, Lexington, was ordered to 
pay Albert Brannon, who was 
struck by a defective car sold by 
the firm. His leg was crushed and 
had to be amputated. 

Brannon was hit by a car driven 
by William Hensley, who purchased 
the car from Gaidry Motors. Hens- 
ley had driven the car only 14 
blocks when the brakes locked, re- 
sulting in the accident. A leak in a 
rear wheel grease cell caused the 
brakes to lock. 

Jt was established in court that 
Gaidry Motors was informed of the 
defect by the previous owner and 
that Gaidry did not enlighten the 
new owner. 


$1 Increase in Wholesale Average 
Is First in Three Months 


Index Rises 


$28, following a $40 rise the previ- 
ous week. A boost of $7 was 
credited to ’51s—the first reversal 
of the downward trend on that 


model in 11 weeks. 
” * + 


A™ other models—except ’47s, 
which were unchanged—showed 
losses on the index, The declines, 
however, were less severe than they 
had been in any week since Aug. 31. 
The worst setback of the week 
was sustained by 1950 models, 
which dropped $11. Both ’52s and 
"48s fell $7; °49s were down $5, 
and ’46s were off $3. 
Compared to average prices of 
two months ago, ’52s have declined 
most—dropping $223 to an average 


of $1,183. Other losses in the period | : 


were: ’51s, down $156; 
$121; ’48s, down $106; 
$68, and ’46s, down $37. 

The overall average of $760 is 
down $132 from the $892 average 
of two months ago. Six months ago, 
the overall figure was $1,018 while 


a year ago * was $1, 094. 
* 


49s, down 
’47s, down 


(Continued cn Page 12, Col. 3) 


On the House 





The clinics will be directed at 
stimulating the will to buy, Bell 
said. NADA’s plans are in the 
formative stages, but current 
thinking involves five or six 
meetings at key cities some time 
in the spring. Further discussion 
is planned at the NADA con- 
vention in January. 

Bell also revealed that dealers 
throughout the country had re- 
jected — by an approximate 60-40 
ratio — any action by NADA on 
territorial security. The vote came 
on a survey made in September. 
Complete tabulations of results are 
to be presented at NADA’s Miami 
conclave. 

Bell’s remarks keynoted_ the 
dealer meeting at the Lord Balti- 
more Hotel here last Wednesday 
(Nov. 18). The gist of his speech 
was that if factories and dealers 
are to enjoy a partnership, it 
should be equitable. 

“If it is a partnership,” Beil 
said, “then the dealers and 
factories should share in the 
profits and, if necessary, should 
share in the sacrifices, 

“We will see if the partnership 
will be equally vocal,” he said. “We 
do not propose that the dealers be 
silent partners.” 

Two resolutions were adopted by 
the organization. The first noted 
that new-car advertising of a 
nature detrimental to new-car 
dealers had appeared recently. 
Such advertising—announcing un- 
reasonable discounts and excessive 
overallowances — creates unfavor- 
able impressions on the public con- 
cerning the retail auto business, 
the resolution stated. 

It condemned such advertising 
and asked NADA to discourage it. 

The second resolution charged 
that certain manufacturers have 
produced new autos at a rate far 
in excess of what the market 
could reasonably absorb. This, the 
resolution continued, has caused 
some dealers to employ blitz 
sales and high-pressure selling. 

The resolution said that these 

(Continued on Page 8, Col. 4) 


Burke Is Elected 


In Birmingham 


BIRMINGHAM, Ala.—Jim Burke 
(Buick), has been elected president 
of the Birming- 
ham MotorTrades 
Assn. 

Other officers 
include Wilson 
Kirksey, first vice- 
president; P. O. 
Wilson, second 
vice - president, 
and Ed Mollison, 
secretary - treas- 
urer. 

Directors are 
Fred Goad, Gor- 


Jim Burke 
don Payne and Jones Dunham. 
Planning of activities for the 


EPORTS ‘en both wholesale |coming year is under way, and 
and retail used-car operators forthcoming programs will be an- 


nounced soon, it was said. 





Good news for Ford and Buick dealers planning to attend the 
NADA convention, Jan. 9-13: Ford has altered its originally- 
scheduled Jan. 8 public showing of 1954 models; will stage it Jan. 6 


to Jan. 6... 
LaSalle... 





ington . 


Wemhoff 


or Jan. 20, depending on production operations. 
Buick has moved its Jan. 7 introduction date up 
Cadillac says there’s no truth to the 
recurring rumor that it plans to revive the 


Abe vanderZee, Chrysler Corp.’s sales chief, 
doesn’t believe the industry will adopt a junker- 
allowance program next year; says it proved im- 
practical and uneconomical in 1938 . . 
Tex Colbert says Chrysler has no plans of re- 
turning to distributorship setup 
executive committee will meet Dec. 10 in Wash- 


. President 
NADA 


Claude Klugh, Pennsylvania manager, reports 


several dealers have told him recently they have successfully resisted 
factory pressure on new cars and “that there has been no threat of 


cancellation or punitive reprisal” . . 


. Seems to me that dealer 


groups are making a mistake when they “entice” various companies 


to help pay expenses of a convention or party... 


will stage annual meeting Dec. 8. 


Milwaukee dealers 


—Perte Wemuorr, Editor, 
Automotive News 


. 
« 
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AUTOMOTIVE OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
and dealers in motor vehicles, parts and accessories. § 2. A fair profit to 

- the dealers on every used vehicle accepted in partial payment for a new 
a car or truck. § 3. Every dollar of gasoline tax collected by state or federal 
ernments applied te the building and maintenance of pong 

: 4. The elimination of government and bureaucratic controls over this 
——y 1 5. A return to precepts of independence and the rewards of 

a applied energy and ability, which made America and gave more of her 
c s more of the better things of life than anywhere else in the world. 


@arraco 


Are You Looking Realistically 
At the Auto Facts? 


om the going gets rough, it is sometimes difficult to | 
distinguish between optimism, pessimism and realism. | 
The optimist wants the sales department steamed up, and} 
tends to lump realists and pessimists together. 





In the auto industry, there is a need for both optimism 
and realism. Yet there is currently a danger of dealers 
leaning toward the pessimistic side, while factories may go | 
a bit overboard on optimism. 


One of our correspondents was telling us the other day | 


of the condition in his city—a flourishing city of diversified 
industry. General business has backed off a little from the| 
peak, but by any standard, it is still very good. 


Yet, our correspondent said auto dealers are demoralized. 
Many dealers are actively seeking buyers for their busi- 
nesses, most are willing to sell out and even the dealers in 
the strongest lines need little coaxing to sell. 


What happened? The auto business became competitive. 
A few long-established dealers sold out. The black cleanup 
period arrived—worsened by late high production and fire 
sales. There were whispers that those who sold out were 
the smart ones. They were leaders and the temptation is to 
follow them. 


But take a realistic look. It is always dark before dawn. 
Factories cannot overproduce for long. The fire-sale dealers 
will fade, and so will the cleanup period. Autos are still 
wanted; still needed. People have money. 





On the other side of the fence are the factory men on top 
who do not recognize the real temper of dealers; who think 
that dealer groups and trade publications are exaggerating. 


Sure, they have talked with dealers. But it’s a sad fact 
that top factory men rarely get the same story from a dealer 
that he tells to other people. 


Auto 
Forum 


Progress produces needs— 
and needs bring invention— 
and invention always means 
change and adjustment.—-L. L. 
Co.sert, Chrysler Corp. presi- 
dent. 


* * * 


Protecting Ourselves 


Our very security as a free 
people is dependent upon our 
capacity to produce and to em- 
ploy the most modern of in- 
dustrial techniques . . . It should 
be obvious that. we can best pro- 
tect ourselves by doing every- 
thing possible to strengthen that 
technology against all enemies, 
foreign and domestic.” — Henry 
B. duPont, vice-president, E. I. 
du Pont de Nemours. 


* * * 


Stepping Up Sales 

Here are some of the ways in 
which business is trying to meet 
the challenge of a buyer’s 
market: 

Stepped-up sélling: Scores 
of companies are planning 
sizable expansions in_ their 
sales forces. Example: A big 
motor company is adding 900 
men to its selling staff. 
Schools for salesmen are 
gaining in popularity. 

The chief objective: to drive 
home to salesmen that new con- 
ditions demand new techniques. 
Some manufacturers are offer- 
ing bonuses of automobiles and 
trips to Europe to those sales- 
men who make the best showing 
in 1954.—Newsweek. 


* * * 


Old Fashioned? 


Put me down as old 
fashioned, if you will, but I 
still believe that a profitable 
enterprise contributes more to 
civic virtue than an unprofit- 
able one.—Bernard M. Baruch. 


* * * 


Element of Peace 


In the mass media of our 
present age, so great are the 
numbers which can be reached, 
so potent the forces which can 
be used, that the men and 
women of the world of commu- 
nication are now an _ essential 
element in the pattern of peace. 
—Dag Hammarskjold, United 
Nations Secretary general. 


* * x 


Competition 


Competition from abroad: 
Hottest entry in the scramble 
for world trade now is West 
Germany. The Germans are 
offering good prices and quick 
delivery. They are even offer- 
ing automobiles on the install- 
ment plan. A major item: The 
giant Krupp industrial com- 
bine is bidding hard against 
U. S. firms for big  con- 
struction jobs all over the 
world.—Newsweek. 

* * * 


Well Put 


Freedom is placed in jeopardy 
more by those who will not 
exercise it than by those who 
will not permit it. Indifference 
opens more gates to the enemy 
than does tyranny. — Thomas 
Paine. 


10 Years Ago... 





Letterbox 


used, if you so request. 


Where’s My Subsidy? 


I am confused by the dismal 
|trend of my used-car prices lately. 





|cause I hear you get some sort of 
|price support or something. Sub- 
| Sidy, I think you call it. 

| It sure sounds good—might work 
| with my used cars as well as with 


|a bushel basket of something or} 


|other, especially this winter. 


| Is there a department which 
‘could help me? . @ used-car 
{branch of the Price Support De- 
|partment, maybe? For instance, 

they could lend a little support to 
|an old black Buick Century we’ve 
|had for six months—thought. sure 
|we’d get $200, but it’s dropped to 
| $100, and it still won’t sell. 

Do you farmers know of some 
application or something I can 
make out and send to somebody in 
|some department somewhere?— 


The Big Story 


: Ford Motor Co. has revamped its sales and service setup by abolish- 
ing the office of general sales manager and setting up five regions 
under regional supervisors who will have virtual autonomy .. . Sur- 
veys show that the average age of all cars on the road is 6.4 years 
. .. More competition among finance companies and banks was fore- 
cast in the postwar era by Owen L. Coon, chairman of General 
Finance Corp. He suggested that small or medium-sized companies 
increase their loan capital through issuance of preferred stock and 
subordinated debentures in order to allow the maximum possible 


volume . 


. . The 350 millionth tire was built by Goodyear Tire & 


Rubber Co. in 42 years of production—an all-synthetic tractor tire 
destined for a role in the nation’s “Food for Victory” program .. . 
The petroleum industry asked Congress to by-pass a recent adverse 
ruling of Fred M. Vinson, economic stabilization director, and to 
amend the existing price-control statutes so as to insure a proper and 
adequate price for crude oil and its products. 


—From the Files of Automotive News. 





Seeking advice I turn to you be-| 


| 
| 
| 
| 





| bile business today. He 


@ OW, DEAR, WE MOAN, WHILE 
MOST OF THE REST OF 
THE WORLD COULD LIVE 
ON WHAT WE THROW AWAY 


ee 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 26, Mich. 





Candidate for Support, Dick Lewis, 
Pontiac Dealer, Olympia, Wash. 

*” * * 
Hitting the Nail 

We want to congratulate John 
Munn on his column of Oct. 12 as 
to what is taking place in automo- 
is cer- 
tainly hitting the nail on the head, 
and we hope you keep the good 
work up. 

Enough of this kind of publicity 
should jar the manufacturers suf- 
ficiently to cause them to let up on 
their ruinous programs. They 
should be taught some way that 
the programs they are sponsoring 
will not result to their advantage, 
to say nothing of the dealers.— 
SMALL-Town DEater. 

= x * 


I'm today doing something that 
I should have done long ago. That 
is write John Munn this personal 
note to tell you how right he is 
in his recent columns. 

His article in the Oct. 12 issue is 
cértainly putting the condition 
squarely before the factories and 
dealers. You have stated the facts 
and don’t let anyone tell you differ- 
ently.—Bic-Crry DEa.er. 

* ¢ ®e@ 


I wish to take this opportunity to 
commend John Munn on the fine 
job he is doing for the automobile 
dealers in this country. 


I especially liked his column of 
Oct. 12 and 19. One of these was 
read and discussed at our state 
association convention. 


It is high time the dealers begin 
to stiffen their backs and say NO 
to a lot of these short-sighted big- 
volume schemes to sell a lot of 
merchandise at no profit while the 
manufacturers make their full profit 
on every unit.—Past Present or 
DEALERS ASSOCIATION. 


























7 =~ 


ee ee 


QC— er er 


' Ra Z 


'!" 





AUTOMOTIVE NEWS, NOVEMBER 23, 1953 





The picture 


vets better 


— 


every day 


thats why it pays 
to travel with 
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2 Sentences in Reuther’s Report - ae 


CIO Convention Skirts 
Annual-Wage Issue 


By Gerhardt Neumann 
Staff Writer 

ECENT remarks by manage- 
ment and union officials about 
the annual-wage issue contrast 
strongly with the cagey silence on 
this point at the current CIO con- 

vention in Cleveland. 

The annual report by Walter 
Reuther, CIO president, which 
consists of 115 printed pages, 
skirts the issue with these two 
sentences: 

“Guaranteed annual wage agree- 
ments would lead to a reduction in 
ups and downs. Adopted on a broad 
scale, it would also provide a 
sounder consumption base for the 
economy as a whole.” 

The CIO is apparently trying to 
keep its coming strategy on wages 


a secret. 
* + * 


a recent statement by L. L. 


Colbert, president of Chrysler | 


Corp., that it appears to him that 
the annual wage is not feasible in 
the auto industry, because “you 
cannot build and store millions of 
automobiles like soap,” drew fire 
from Norman Matthews, director 
of UAW-CIO Chrysler department. 

Matthews said that Colbert could 
not speak authoritatively on the 

issue, because he does not know 
what the UAW will propose. He 
added that the instability of the 
auto industry, to which Colbert re- 
ferred, is exactly the reason “why 
we will insist on a guaranteed an- 
nual wage when our present con- 
tract expires.” 

However, Colbert did not pretend 
to speak authoritatively on the 
issue. His exact statement was: 
“Based on everything that I have 
been able to learn up to this time, 
it does not look to me as though 
the guaranteed annual wage is 
feasible in our industry.” 

The CIO convention took one 
step closer to labor unity by ap- 
proving a two-year pact to out- 
law inter- union membership 


raids. The plan had earlier been 
approved by the AFL in Sep- 
tember. 
The effectiveness of the agree- 
|ment was in doubt, however, since 
the AFL Teamsters Union an- 
nounced it will not consider the 
pact until next February and may 
not endorse it at all. In that case, 
the agreement would be all but 
meaningless. 
+ * a 

i convention also heard prom- 

ises from President Eisenhower 
that he would ask Congress to 


the Taft-Hartley law: 

1. Make possible a more free and 
vigorous collective bargaining 
process. 

2. Reduce Government interfer- 
ence in labor-management rela- 
tions. 


lationships. 

In his annual report, Reuther 
stated that between Sept. 1, 1952, 
and Aug. 31, 1953, the UAW has 
participated in approximately 300 





NLRB elections, of which 172 
were won by the union, adding 
that in less than two years about 

140,000 additional workers were 
brought under the jurisdiction of 
the UAW. 

He also reported that emphasis 
is now being placed on “runaway 
plants” established in low-wage 
areas by companies already under 
contract with the union, and on 
unorganized competitive plants 
which “profit by lower wage rates 
and substandard working condi- 
tions.” 

* + 


* 

LSEWHERE on the labor front, 

the Kaiser Local 142 of the 
UAW charged that General Motors, 
in taking over operations of the 
Willow Run plant, did so “with 
complete disregard” of the Local’s 
jurisdiction. 

The union charged GM is pre- 

(Continued on Page 41, Col. 1) 





Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Copyrighted, 1953, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday) 


Nov. 18 
(One of our best sales. Averaged 

57 cars through block per hour. Sold 
139 cars out of 150 offerings.) 

BUICK—’52 Special 4-dr., $1,405*. °51 
Special 4-dr., $1,040*. °50 Special 
4-dr., $805*; 2-dr., $670. '48 Super 
conv., $240; 4-dr., $265. '47 Special 
4-dr., $285. 

CHEVROLET — '52 SL Deluxe 2-dr., 
$1,010, $985*, $860; sport coupe, 
$975. °'51 SL Deluxe 4-dr., $770; 
2-dr., $815, $805, $795, $770, $760; 
conv., $790. ’50 SL Deluxe conv., 
$745. °49 FL Deluxe 2-dr., $525. '48 
SM 4-dr., $200. °46 FM _ station 


wagon, $200. 
"52 Windsor 4-dr., $1,- 


CHRYSLER — 
320°. 

DeSOTO — '52 Custom club coupe, $1,- 
355* (ps). °50 Deluxe 4-dr., $675, 
$655. '49 Deluxe 4-dr., $465; Custom 
conv., $510. °48 Deluxe 4-dr., $260. 
*46 Custom conv., $165. 

DODGE — ’53 Coronet (8) club coupe, 
$1,320*. '52 Wayfarer 2-dr., $760. '51 
Wayfarer 2-dr., $680, $640, $600. "50 
Wayfarer 4-dr., $635, $575, $565. '49 
Wayfarer 4-dr., $515. °48 Deluxe 
4-dr., $335. 

FRAZER—'51 4-dr., $550. 

FORD—’53 Main (6) 2-dr., $1,225; Vic- 
toria, $1,650*. ‘52 Main (8) 2-dr., 
$1,050, $970. °51 Deluxe (6) 2-dr., 
$660, $710; 4-dr., $660; Deluxe (8) 
-dr., $750; conv., 2 at $775; station 
wagon, $660. ‘50 (6) 2-dr., $550, 
$540, $530, $515, $510, $435, $430, 
$360, $335; (8) 2-dr., $700, $640; 
4-dr., $560, $360. '49 (6) 2-dr., $360, 
3 at $300; 4-dr., $480, $450, $170; 
(8) 2-dr., $440. '48 (6) 2-dr., $115. 

HENRY J—’51 (6) 2-dr., $415, $390. 

HUDSON—’53 Jet 4-dr., $1,325; Wasp 
club coupe, $1,400*. ‘50 Super (6) 
2-dr., $505, $435. '49 Super (6) 2-dr., 
$300. 

KAISER — '52 2-dr., $650. ‘51 4-dr., 
$735, $720, $530, '48 4-dr., $140. 

LINCOLN—’49 club coupe, $200. 

MERCURY — ’'53 Custom sport coupe, 
$2,000*. °51 (8) 4-dr., $800; 2-dr., 
$750. '50 (8) club coupe, $615. '49 
(8) 2-dr., $465; 4-dr., $500, $360, 
$490; club coupe, $505, $460. 

NASH — ’52 Ambassador 4-dr., $1,010. 
’51 Rambler 2-dr., $750; station 
wagon, $745. °50 Statesman 2-dr., 

. 49 2-dr., $200. °48 4-dr., $100. 
., $105. 

OLDSMOBILE—’'51 (88) 2-dr., $1,175*; 
(98) 4-dr., $1,125*. '49 (76) 2-dr., 
$450. °48 (98) 4-dr.. $450. ‘47 (68) 
2-dr., $265; (66) 4-dr., $175. 

PA RD—’'49 (8) 2-dr., $230. 47 (6) 
4-dr., $310. 


PLYMOU T H — ’53 Cranbrook club 
coupe, $1,270; 4-dr., $1,325. '52 Cam- 
bridge club coupe, $835, $800; 4-dr., 
$890. '51 Cranbrook Belvedere, $960, 
$760; Concord suburban, $830; Cran- 
brook 4-dr., $890. '50 Deluxe 4-dr., 
$585, $535; club coupe, $585; business 
coupe, $295. ’49 Deluxe 4-dr., $350; 
club coupe, $450. °48 Deluxe 4-dr., 
$300. '47 Deluxe club coupe, $100. °46 
Deluxe 4-dr., $200. 

PONTIAC — '52 (8) Catalina, $1,560*. 
"51 (6) 2-dr., $980. °50 (6) Catalina, 
$900*. 

STUDEBAKER — '51 Champion (6) 
4-dr., $540, $535; 2-dr., $475. ’°50 
Champion (6) 4-dr., $465*. 

* * * 


Nov. 11 
(102 cars sold out of 134 offerings.) 

BUICK—’52 Special 4-dr., $1,435*. °51 
Special 4-dr., $1,085*, $1,050*. ’50 
Special 2-dr., $650; 4-dr., $815, $805, 
$670*. °49 Special 2-dr., $505. °48 
RM 4-dr., $245. '47 RM conv., $200; 
2-dr., $215. 

CADILLAC—’47 (62) 4-dr., $620*. 

CHEVROLET — '52 SL Special 2-dr., 
$840; SL Deluxe 2-dr., $975, $970, 
$920. ’51 SL Deluxe 4-dr., $840*, 
$800, $700. 50 SL Deluxe 4-dr., $580; 
2-dr., $585, $560. ‘49 FL Deluxe 
2-dr., $480. '48 SM 2-dr., $290, '47 
SM 4-dr., $285. 

CHRYSLER—’51 Windsor 4-dr., $875*. 
’48 Royal 4-dr., $405. 

DeSOTO—’51 Deluxe 4-dr., $860*, $865. 
*50 Deluxe club coupe, $545; 4-dr., 
$655. 

DODGE — '53 Meadowbrook 4-dr., $1,- 
550°, $1,430. '52 Coronet club coupe, 
$1,005; 2-dr., $850. °51 Coronet 4-dr., 
$710, $700; 2-dr., $725. '49 Wayfarer 
2-dr., $375; coupe, $480; roadster, 
$330. 

FORD — ’52 (8) 2-dr., $1,115, $1,050. 
*51 (8) 2-dr., $870*, 2 at $750, 2 at 
$735, $600; (6) 2-dr., $670, $615; (8) 
station wagon, $730. ’50 (6) 2-dr., 
$450; 4-dr., $525; (8) 2-dr., $600, 
$565. '49 (8) 2-dr., $415, $340; coupe, 
$365; (6) 2-dr., $105. '47 (8) 4-dr., 
$300. '46 (8) 2-dr., $105. 

HENRY J—'51 2-dr., $360. 

KAISER — '52 4-dr., $950. 
$655. '49 4-dr., $130. 

MERCURY—’50 2-dr., 2 at $610. 

NASH—'49 (600) 4-dr., $250, $200. 
(600) 4-dr., $150. 

OLDSMOBILE—’51 (88) 2-dr., $1,305*; 
4-dr., $1,090. '49 (98) 2-dr., $665*; 
4-dr., $490; (88) 2-dr., $420*, ‘48 

coupe, $235. ‘47 (68) 2-dr., 
$135*. 

PACKARD—’51 (200) 4-dr., $950*. 


"51 2-dr., 


"48 


*Indicates automatic transmission or overdrive, and (ps), power steering. 


Other Auction reports are on Pages 24, 38 





make the following amendments to | 


3. Promote sound industrial re- | 








Chevrolet Trucks Get 


Own Introductory Day 


DETROIT. — In a departure 
from tradition, Chevrolet dealers 
will stage a display devoted ex- 
clusively to new trucks next Sat- 
urday (Nov. 28). 

Ordinarily introduced together 
with new-car models, the 1954 
trucks will be given their “day” 
in showrooms across the country- 
| “because of spectacular improve- 
ments in the line,” according to 
W. E. Fish, general sales man- 
ager. 


Columbus Dealer 
Calls Jury Duty 
An Eye-Opener 


COLUMBUS, O.—William H. 
| Kay, president of Bill Kay Oldsmo- 
| bile Co., recently gave his impres- 
|sions of three weeks of jury duty 
|in an open letter published on page 
j}one of The Columbus Citizen. 

Starting with “Dear Fellow Citi- 
zens,” Kay told how he, like most 
| other businessmen, begged off when 
| first asked to serve. A month later, 
he was asked again and he ac- 
cepted. 

Kay wrote, “I am glad I made 
| the decision to finally go and see 
| what this activity meant. It was 
an amazing revelation and the 
education I received while on 
jury duty was, in itself, a worth- 
while reward for serving. 








makeup of jury panels, that most 
|men, like myself, have been too 
quick to find reasons for being 
excused from jury duty.” 

Kay said that women made up 85 
percent of the criminal juries he 
served on, and that they did a 
| good job, but that there should be 
|a better male representation. 

During his three weeks at the 
courthouse, he observed numer- 
ous examples of the way civil 
rights and tolerance should be 
| practiced. A person’s color, race 
(See JURY DUTY, Page 37, Col. 1) 








2 Dealer Meetings 
‘Set in Kentucky 


| LOUISVILLE.—Paul Dexheimer, 
| president of the Kentucky Automo- 

bile Dealers Assn., has called a 
|meeting of the industry relations 
| committee for tomorrow (Nov. 24) 
land a meeting of the board of 
| directors for Dec. 2. 

The industry relations committee 
| will meet at the Kentucky Hotel in 
| Louisville to establish a plan of 
| action, elect a committee chairman 
|and transact other business. 

The board will meet at Reservoir 
| Park in Frankfort to receive quar- 
terly reports and discuss legislative 
matters in connection with the re- 

convening of the Legislature next 
January. 


“It is quite evident, from the | 











Officers and Committee Members Named by Dodge Dealer Council— 

At its recent meeting in Detroit, the Dodge Dealer Advisory Conference held its elections of officers and committee members. 
Shown here are representatives of the group and the factory. First row, from left: Ed Rice, Dodge truck sales supervisor; Frank 
|S. Shy, Providence; W. S. Woolsey, Dodge sales manager-trucks; T. A. Galyean, Charleston, W. Va.; L. F. Desmond, Dodge 


general sales manager; Dolph Vandeveer, Evansville, Ind.; Walter Grabski, Cleveland; George R. Lindblom, Milwaukee; R. C. 
Somerville, Dodge sales vice-president; Earle E. Bitzer, East St. Louis, Ill.; Ferris Miles, Redwood City, Calif.; R. B. Shively, Cham- 
bersburg, Pa.; Walter Scott, Dodge truck service manager, and Frank Sanders, Des Moines. 

Second row: B. S. Snowden, Dodge truck merchandising manager; W. T. Ryan, Fort Worth, Tex.; B. B. Settle, Dodge service 
director; R. J. Ross, Fort Smith, Ark.; Ray Ayer, Dodge car merchandising manager; M. B. Roys, St. Joseph, Mo.; M. C. Patterson, 
Dodge general works manager; Fred J. Dose’, Brooklyn; R. J. Young, New Orleans; W. L. Kessinger, Dodge truck advertising 
| manager; John H. Lander, Atlanta; W. E. Kershaw, Yakima, Wash.; E. C. Roney, Detroit, and B. W. Bogan, Dodge chief engineer. 
Third row: J. Frank Norris jr., Charleston, S. C.; James A. Mason, Ferndale, Mich.; C. A. Templeton, Dodge assistant sales 
| manager; M. C. Casler, Birmingham, Ala.; Frank Dawson, Tucson, Ariz.; W. S. Durham, Dodge distribution supervisor-trucks; 
| Guy E. Clark, Tulsa, Okla.; M. W. Chamberlain, Dodge business management manager; R. C. Stout, Beaver, Pa.; D. T. Stanton, 
Dodge sales supervisor; R. Harold Craig, Albany, N. Y.; E. P. Letscher, Dodge assistant sales manager; Claude R. Short, Santa 
Monica, Calif.; S. T. Atkinson sr., Charlotte, N. C.; E. P. Lamb, Dodge executive engineer-trucks; C. M. Bishop, New York, and L. J. 
Ouellette, director of the Dodge Dealer Advisory Conference. 
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Lindblom Reelected Head 


Of Dodge Dealer Council 


DETROIT.—George R. Lindblom, 
Milwaukee, was reelected national 
chairman of the Dodge Dealer Ad- 
visory Conference when the 29 
members of the group met here 
last week. 

R. J. Young, New Orleans, was 
elected vice-chairman; W. E. 
Kershaw, Yakima, Wash., re- 
cording secretary, and Fred J. 
Dose’, Brooklyn, automatically 
became a member of the ex- 
ecutive committee upon _ his 
election as chairman of its 
national public relations commit- 
tee. 

These four officers, along with 
Frank S. Shy, Providence, comprise 
the national executive committee of 
the conference. L. J. Ouellette 

serves as director. 

In addition to national officers, 
the dealer group appointed the 
following committees: 

NaTIoNaL Pusiic RetaTions—Dose’, 
chairman;.S. T, Atkinson sr., Char- 
lotte, N. C.; M. C. Casler, Birming- 
ham, Ala.; John H. Lander, Atlanta, 
and J. Frank Norris jr., Charleston, 
S. C. 

NaTIONAL VEHICLE SERVICE AND 
MAINTENANCE — Dolph Vandeveer, 
Evansville, Ind., chairman; Earle 
E. Bitzer, East St. Louis, IIL; 
James F. Goodwin, Chicago; W. T. 
Ryan, Fort Worth, and Frank B. 
Sanders, Des Moines. 

National Dealer-Factory Re- 
lations—R. E. Shively, Chambers- 
burg, Pa., chairman; Guy E. 
Clark, Tulsa, Okla.; R. J. Ross, 
Fort Smith, Ark.; R. C. Stout, 
Beaver, Pa., and R. Harold Craig, 
Albany. 

NaTIONAL Business MANAGEMENT— 
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25 Years with DeSoto— 


Christopher J. Hayden (left), president 
of Hayden Automobile Co., Stamford, 
Conn., is presented with a silver tray by 
C. L. Davis, DeSoto’s New York regional 
manager, on the occasion of the firm's 
25th anniversary. Hayden is regarded as 
the oldest DeSoto dealer in point of 
service. 





Ferris Miles, Redwood City, Calif., 
chairman; Frank Dawson, Tucson, 
Ariz.; R. E. Mulvaney, Billings, 
Mont., and Claude R. Short, Santa 
Monica, Calif. 

NaTIONAL ADVERTISING’ AND 
MERCHANDISING — James A. Mason, 
Ferndale, Mich., chairman; T. A. 
Galyean, Charleston, W. Va.; Wal- 
ter Grabski, Cleveland; E. C. 
Roney, Detroit, and M. B. Roys, St. 
Joseph, Mo. 


$300 Million Issue 
Of GM Debentures 
To Start in Dec. 


NEW YORK. — Alfred P. Sloan, 
chairman, announced last week 
that the board of directors of Gen- 
eral Motors had approved the is- 
suance of $300 million of 25-year 
debentures. 

Public offering of the issue, 
which will represent the largest 
industrial issue ever offered pub- 
licly in the U. S., is expected to be 
made about Dec. 9 by a nationwide 
group of investment firms headed 
by Morgan Stanley & Co. 

Proceeds will be used in part 
toward financing the corporation’s 
program of capital expenditures 
and in part for working capital, 
Sloan said. Capital expenditures 
will have totaled approximately 
$1.25 billion during the four years 
ending Dec. 31. These expenditures 
are approximately $700 million in 
excess of depreciation charges for 
the period. 

The corporation believes that, on 
the basis of the present business 
outlook, its rate of capital expendi- 
tures will continue at a high level, 
Sloan said. In addition, he said, an 
expansion in sales volume, includ- 
ing substantial sales of defense 
products, has increased materially 
the amount of working capital re- 
quired. 

GM itself has no funded debt 
outstanding. It last offered its se- 
curities to the public in November, 
1946, when it sold $100 million of 
$3.75 preferred stock. 





N. C. Cites 370 New Cars 
Sold on Used-Car Lots 


RALEIGH, N. C.—During Sep- 
tember, 370 new-car sales were 
made by nonfranchised dealers 
in North Carolina, according to 
the North Carolina Automobile 
Dealers Assn. 

Listed among the cars were 197 
Chevrolets, 114 Fords, 11 Plym- 
ouths, 10 Mercurys, nine Buicks, 
nine Oldsmobiles, seven Cadillacs, 
six Pontiacs, three Chryslers, two 
Dodges, one Packard and one 
Studebaker. 
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TO QUALITY! 


Every BLUE CORAL TREATMENT is a salute to quality... a 
tribute to the fine craftsmanship and artistry that has 


become a tradition of America’s automotive industry. 


Today, manufacturers of fine cars the world over rec- 
ognize BLUE CORAL and only BLUE CORAL as the best 
method known for preserving, enhancing and prolong- 


ing the beauty of any car’s finish. 


Dealers unhesitatingly recommend periodic BLUE CORAL 
TREATMENTS to their customers. They know its REPU 
TATION and its CONSISTENT QUALITY assures cus- 
tomer good will and repeat business the year ‘round! 


© 1953-H.D.1. COMPANY FACTORS, INC. 


H. D. T. COMPANY FACTORS, INC. Creators of the Blue Coral Treatment WHITE PLAINS, NEW YORK 
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Scranton Dealers 
Elect Coyer 


SCRANTON, Pa.—Nicholas Coyer 
was elected president of the Scran- 
ton New Car Dealers Assn., suc- 
ceeding Donald Kelleher. 

Other officers elected were: Ar- 
thur Conrad, vice-president, and 
Robert Blickens, secretary - treas- 
urer. 

The association members pledged 
themselves to full and complete in- 
spection of cars under state inspec- 
tion requirements. They also 
discussed local traffic and parking 
problems and the work being done 
to settle them. 
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methods have harmed business and 
condemned them. 

The resolution requested NADA 
to seek to have manufacturers 
: a cease encouraging dealers to en- 
Motor Co. (DeSoto-Plymouth), Plainview, Tex. Despite unfavorable gage in such eunabions. and to seek 


action to see that new vehicles be 





Maggard-Nall Opens New Building— 

A two-day celebration marked the opening of a new building and showroom of 
Maggard-Nall 
weather, more than 2,000 visitors attended the festivities. The firm was started in 1945. 





produced only in such numbers as 
can be sold by dealers at a reason- 
able profit. 

Bell, in his talk, said NADA is 


Kiwanians Elect Beaupre Director 


Robert Beaupre, proprietor of | N. H., has been elected a director 
Beaupre Motor Sales, Rochester, | of the Rochester Kiwanis Club. 


The AUTOMOTIVE NEWS ALMANAC is 
a year-long friend. Use it often for statis- 
tics, buyer information and personnel data. 
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Frank “Rebel” Mundy, veteran stock car and daredevil 
stunt driver, piloted his BLUE CROWN-equipped Hudson 
Hornet to the National AAA Stock Car Championship and 
the title of America’s leading stock car driver. Mundy says, 
“Blue Crown Spark Plugs are terrific . . . for that important 
faster acceleration, for pep and power on the turns, and 
for mile after mile of dependability . . . Blue Crown Spark 
Plugs proved they’re America’s Finest.” 


COMPARE BLUE CROWN’S ENVIABLE RECORD © 1953 AAA Stock Car 
WINNER @® 1951,2nd National AAA © 1950,First National AAA @ 
3-TIME WINNER INDIANAPOLIS © 3-TIME 2nd INDIANAPOLIS 


ATTENTION! DEALERS! REPAIRMEN! 


DEALERS AND REPAIR MEN EVERYWHERE ARE INSTALLING BLUE 
CROWN X-CITER DOUBLE ELECTRODE SPARK PLUGS TO OVERCOME 
FOULING PROBLEMS. 

Try BLUE CROWN yourself. Install a set in any car giving you spark 
plug trouble. You too will quickly learn the advantages of these 
modern, power-packed, double-gapped spark plugs. 





NEW PATENTED 
DOUBLE GAP 
DESIGN IONIZES 
ENTIRE FIRING 
AREA 


THE DOUBLE GAP DESIGN DOES MAKE A DIFFERENCE! 






© LESS FOULING 

© EASIER STARTING 
© SMOOTHER IDLING 
© SAVES GAS 


INSTALL BLUE CROWN 
X-CITERS TODAY! 







rational Corp. 






Borg-Warner Inte 
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[ Blue Crowns Will Help Cure Your Spark Plug Troubles i lee URED of, west. | 
' IF LOCAL JOBBER CAN'T SUPPLY! q 
| YOU,WRITEDIRETFORNEW |... |. i 
LOW DEALER PRICES! 
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Vote Going Against Security ... 
Regional Sales Clinics 
Planned by NADA 


(Continued from Page 3) 


working on the problem of blitz 
sales and overproduction. He said 
it also is studying bootlegging, 
giveaways and a junking plan. 

In discussing the junking plan, 
Bell said two of the Big Three 
manufacturers have such plans 
ready and in the “second 
drawer.” 

“They will remain in the second 
drawer until the nation’s dealers 
are ready and willing to come up 
with their own junking plans,” 
Bell said. If such plans could be 
advanced and were reasonable, he 
said, they would receive consider- 

ation. 

In discussing production, Bell 
said he did not know the answer 
to what total output should be. He 
said, however, that production cer- 
tainly should be geared to the con- 
sumer’s will to buy. 

If dealers and factories are to 
be partners in progress, he said, 
production mistakes which cause 
dealers to sell at a loss should 
most certainly be carefully ex- 
amined, 

The Maryland dealers elected 
three members to the board of di- 
rectors: Frank J. Marsden, Dorsey 
Shipley and Mark Chenowith. 


F. Colston Young was elected 
president by the board, succeeding 
Foster Talbott. Mark Chenowith 
was named vice-president and 
Thomas O’Donnell, secretary- 
creasurer. 


Used-Vehicle Chief 
Named by Ford 


DEARBORN. — Paul N. Peirce 
has been appointed national man- 
ager of the Ford division’s used- 
vehicle department, it was an- 
nounced last week by L. W. Smead, 
general sales manager. 

For the past year, Peirce had 
served as manager of the planning 
section of the truck sales de- 
partment. In his new post, he will 
direct national merchandising 
programs designed to assist dealers 
in their sales of used cars and 
trucks. 

“The greatly increased sales of 
new Ford cars and trucks this 
year have resulted in a correspond- 
ing increase in the number of used 
vehicles sold by Ford dealers,” 
Smead said. “Anticipating a con- 
tinuation of high sales volumes in 
1954 for both new and used cars 
and trucks, Ford division is 
strengthening its used vehicle de- 
partment under Peirce’s direction.” 


Warning 
(Continued from Page 1) 


public confidence in and respect 
for” the industry. 
* * ” 


Tus ABBB Board, in acting on 
the business lottery question, 
noted that the national situation is 
growing worse and that many 
bureaus already have taken action 
condemning schemes of chance in 
business and that, regardless of 
whether business schemes of 
chance are “technically legal or 
clearly illegal,” such _ business- 
getting devices divert advertising 
from legitimate channels. 


It recognized, however, that 
there probably will be “charita- 
ble” lotteries for some time to 
come but felt that, aside from 
questions of law, lotteries, draw- 
ings and similar schemes of 
chance in business, represented 
bad merchandising practices, and, 
as a result, bad policy for all ad- 
vertisers and all advertising. 

It noted that in such states as 
Connecticut, Illinois, Missouri and 
Wisconsin, state statutes, or of- 
ficial interpretations of their mean- 
ing, have been helpful in stopping 
drawings, and their decisions and 
rulings in these States have been 
broad. 


More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 























































































What will they be driving tomorrow ‘ 


AUTOMOTIVE NEWS, NOVEMBER 23, 1953 





(And who'll build the tires for it?) 


Anyone who has gone the distance in today’s race to put 
better cars on the American road knows how tough the 
competition is! In the tire business, for example, it isn’t 
enough to stay out in front of your competitors: you have 
to know what’s ahead in automotive design, as well. 


Just think of the brain children that have grown up and 
moved off Detroit’s drawing boards onto the highways in 
the past few years alone! Higher compression engines, 
power brakes and power steering, automatic drives—even 
air conditioning. All these advances add to the motorist’s 
safety and comfort, and they increase the burden on the 
tires of today’s heavier, more powerful cars. 


Well, if you’ll pardon our patting ourselves on the 
back, Goodyear has managed to more than keep up. In 


De Luxe 


fact, today’s De Luxe Super-Cushion tires are delivering 
ever-increasing safety and mileage in spite of all the extra 
demands being put on them. In fact, the cost of driving 
a thousand miles on Goodyears today is less than half 
what it was in 1926! 


Car makers are putting more Super-Cushions on the 
new, advanced cars than any other kind of tire. And car 
owners, too, are buying more Super-Cushions than any 
other low-pressure tire. Yes, this year, as in every year for 
38 consecutive years, more people ride on Goodyear tires 
than on any other kind. 


This preference for Goodyear speaks for itself. It assures 
customer confidence when a new car is delivered on De Luxe 
Super-Cushions. Goodyear, Akron 16, Ohio. 


FE cushion by 








GOODFSYEAR 


Super-Cushion, T. M.—The Goodyear Tire & Rubber Company, Akron, Ohio 
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Old-Timers Call Period Worst They’ve Seen... 


Outlook Worries N. Y. C. Dealers iis ree erase 


By Ed Brown 

Staff Correspondent 
NEW YORK.—Dealer problems in 
this area are compounded by many 
things. The reluctance of the buy- 


ing public to purchase hard goods | 


at this time of the year, while pro- 
duction in many cases continues at 


spring levels, is hurting dealers in | 


the vital area of profit margins. 

The continued optimism which 
seems to prevail in all other areas 
of the business picture is not re- 
flected in the automotive end 
here. 


profit to the bone, does not lead to 
aggressiveness on the part of the 
dealer, according to one complaint 
| heard. 


With the introduction of ’54 
models under way, and with dis- 
counts the first day on these 
models equaling and in some 
cases surpassing °53 discounts, 
dealers in some of these lines 
are talking loudly about turning 
the key for good. 


Many oldtime dealers in this 


area, who have seen depressions, 
recessions and other economic fluc- 


Dealers are approaching the new | tuations, are saying without reser- 


year and new - model introductions 
with extreme caution. For the most 





vation that this is the worst period 





part, they expect 1954 to be not New Gold Metallic Offered 


only competitive, but apparently 


are anticipating a heavy rate of |For Auto Upholstery 


dealer mortality. A slogan which 
seems to be gaining predominance | 
in one line is: “Survive Till '55!” 

Many things confuse the picture 
and add to low dealer morale. Con- | 
tinued high profits at the factory | 


NEW YORK.—A gold metallic, | 
called Permagold, for use in auto- 
motive fibers has been developed by 
Metlon Corp., New York. 


The yarn is said to be resistant 


level, while the dealer shaves his without tarnishing. 











Circulation and advertising linage fig- 
ures of The SEATTLE TIMES for the first 


have gone out of business due to 
bankruptcy, factories find that re- 
placements are not available. The 


acquired, nor are investors anxious 
; to enter a business which is strug- 
— ges - vere a ~ a daar tree | gling through such a painful period. 
ee er oe “S| There is no automobile at this 


necessary to give discounts on ’54s time which cannot be bought at a 


ee ee on aa puasenliie-Ek trten | substantial discount. Where some 


, |dealers and makers were boasting 
a ’53 finds out that today his used 
car is worth $600 less because he is is Se — “i ne a 
pricing a 54 model, he flips. He de- |28¢ Orders on thelr books stretch- 


cides to shop, and finds that he can jing into the next half-year or 
get his price. Or he decides to wait | /O"8°!> they have found their wait- 


until all the ’54 models are out, jing ae suddenly pg eerie on 
which is a good two months from |} clr salesmen are out beating the 
| bushes with the rest of the tribe. 
now. Sure, you let the first three “Razzi le” techni h 
or four walk, but after that you | b aaron te ot a —_s 
begin to hang on to some of them.” | Qcmmen, tab po Snaies ig sa 
He added that it is impossible | ? ' 


to expect new models to bring an 
end to discounting, since the pub- 
lic expects and has been educated 
to discounts. 

Dealer mortality in this area, 
generally, has not become a serious | been accomplished in many cases 
problem yet. There are many deals is to sell ’54 prospects, with the 
| available, but in most cases these |consequences readily discernible, 
|are instances in which the dealer and to cheapen the product, putting 
is willing to sell, should the right doubts in the public’s mind as to 


inventories, small dollar grosses 
and crammed service facilities 
have been the rule, eating away 
profits. 


to soil and dust and remain bright | offer come along. its worth. 


However, in cases where dealers| Another deterent to sales is ap- 





week of publication following its 95- 
day strike were in excess of the last 
full week of publication during July, 
1953. The Seattle Times is still Seattle's 
top advertising medium. 
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bad, dealers say. High used-car | 


Dealers argue that all that has | 








parent in falling used-car prices. 
Particularly in the luxury makes 
has this been true. When ’52 own- 
ers come in for an appraisal, anc 
find that their car has depreciated 
far beyond their expectations in 
one year, they suddenly find that it 
is either impossible for them to 
(See N. Y. C. OUTLOOK, Page 14, Col. 5) 


Letter to Salesmen 


By John O. Munn 


Dear Son: 

I AM TAKING a va- 
cation from writing these 
letters os on 

Perhaps you wi 

= i busy, too. 
During this 
season of the 
year salesmen enjoy spend- 
ing their time with people 
rather than with sales- 
training literature. 
Whether I continue with 
the series after the first of 
the year will depend upon 
the response Automotive 
News gets from salesmen 


and dealers. 

As a final letter, I would like 
you to read the Nine Point 
Plan of Action which Floyd A. 
Guthrie, of San Juan Motors 
(DeSoto), Durango, Colo., has 
followed for seven years with 
favorable results. It is always 
an inspiration to see young 
folks plan and follow out a 
course of positive action: 

1. If the customer wants 
to buy a car, sell your 
product, not the price. If 
he hasn’t been thinking too 
seriously about a car, build 
his desire for your car; he 
is a better prospect than 
the drop-in, because he is 
not yet a shopper. 

* * Ba 


2. FIRST, you must sell 
yourself and your compa- 
ny to the customer; then 
sell your product. 

3. Sell your customer a 
model within his means. 
Many have the desire to 
buy, but they must have 
the ability to pay to be a 
prospect. 

4. The car registration list, 
with the aid of the city di- 
rectory, is your best source of 
prospects and their ability to 
buy. 
5. A “rough” car cannot 
be a top-quality car, re- 
gardless of repairs; ap- 
praise it as such. A good 
clean car is always in de- 
mand, regardless of model. 

* * * 


6. BARRING extensive 
repairs, a tradein should 
be on the lot within 24 
hours. Regardless of price 
or age, it must be clean. 

7. Don’t let a car stay 
on your lot over 45 days. 
Every 10 days, inspect and 
drive a car still on the lot; 
find out why it hasn’t been 
sold, and correct that 


reason. 

8. Treat the customer with 
the same interest and respect 
after the sale as before. He is 
a good future prospect, and 
in the meantime, he can be a 
goodwill ambassador among 
his family and friends. 


9. Above all, don’t be 
discouraged. If you lost the 
deal, reconstruct your sales 
campaign to find out why. 
If you sold, find out just 
what point sold_ the 
customer. That point will 
undoubtedly sell again and 
again. 
Cordially yours, | 


Dad 
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are created to bring 


new luxury to motor car interiors 









GOoDALL produces fabrics for every purpose using every fiber 
known to man. Goodall’s new dye methods produce clear, 
soft colors so important in the new textured weaves 


now in demand by the automotive industry. 


t 


© 1953, Goodall Fabrics, Inc. Subsidiary, Goodall-Sanford, Inc. (Sole Makers of World-Famous PALM BEACH® Cloth) *Registered Trade Mark 
GOODALL FABRICS, INC. - NEW YORK + BOSTON + CHICAGO «+ DETROIT «+ SAN FRANCISCO + LOS ANGELES 

















Winners in L-M Sales Contest— 


Staff members of Lincoln-Mercury's district sales organizations have been rewarded 
with a vacation trip to Florida following a sales contest. They led their respective 
departments in the region and district for the 60 days preceding the trip. Shown in 
the front row (from left) are R. F. Williams, midwest regional sales manager, Chicago; 
W. R. Gillespie, zone sales representative, Des Moines; H. M. Gilbert, zone sales 
representative, Kansas City; R. E. Bates, zone sales representative, St. Louis; N. D. 
Kollander, zone sales representative, Twin Cities, and G. O'Donnell, used-car manager, 
Twin Cities. Back row: J. R. Larason, assistant district sales manager, Twin Cities; N. 
J. Mitchell, district sales manager, Twin Cities; D. C. Johnson, zone sales representa- 
tive, Chicago; F. C. Danz, Mercury sales manager, St. Louis; J. F. Cooney, Lincoln sales 


cide 


manager, Twin Cities; and W. H. Alen, sales promotion manager, midwest region. 
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First Rise in Three Months... 


Used-Car Price Index Creeps Up 


(Continued from Page 3) 


indicate an improving market. 
Some dealers are inclined to believe 
the recently noted strengthening in 
new-car sales has pulled used-car 
sales along. 

Dealers themselves have 
worked into a stronger position, 
having taken their loss on high- 
priced units, adjusted stocks to 
include more of the cheaper cars 
and ruthlessly pruned _  inven- 
tories. 

In the Detroit area, where dealer- 
to-dealer wholesale action had been 
practically at a standstill for six to 
eight weeks, a definite pickup in 
wholesale used-car interest has 
been noted. 

One dealer said he is “back in 
business” after culling his stock, 
taking a beating on the expensive 
units and keeping far fewer cars 


on the lot. 
* ca - 





NOTHER said he felt that as) 
soon as used-car dealers are| 
able to convince finance companies | 
that they are squeezing all the! 


water out of deals, a bigger per-| was changed but little: Brisk bid- 
centage of paper will be accepted,| ding on desirable units, no action 
with a noticeable gain in business/at all on rough cars and a ten- 


resulting. 


One Detroit new-car dealer, 
with a particularly large used- 
car operation, says he religiously 
sticks to the 30-day-and-no-longer 
principle. As a result, he says, he 
not only has kept from losing 
money on the overall used-car 
operation, but has actually turned 
a reasonable profit. 

It’s the 60-day unit, he says, that 
is breaking many backs—as well 
as bank accounts. 

Some dealers are awaiting the 
first real “cold snap” of the season 
to perk up business. Many potential 
buyers, they say, figure they really 
need a different car for winter, but 
have put off dealing because of 
continued mild weather. 

“The first morning it drops to 
20 degrees, we'll have plenty of 
traffic on the lot,” one dealer said. 

* * * 

T WHOLESALE auctions about 

the country, the story last week 





Sir Thermustat.. 








you, and that builds business and makes profits. 


s With the Heyer Charger-Tester he has assurance that you 
cannot overcharge or damage his battery by setting the 
wrong time. Any one can use this system safely and quickly 
since no hydrometer, meter or other readings need be taken 
to determine charging time. The thermostat does all this. 


s You eliminate the possibility of customer complaints of 
under-charging, which results in starting failures and dissat- 
isfied customers. Protect your customers and your profits. 
Get this positive thermostat control when you purchase your 
6/12 volt fast charger. It costs no more, but is worth so 


much more to youl 


LSE 


< 


Only by use of the Heyer Thermostat 
Control can you prove to your customer 
that his battery cannot be damaged by 
fast charging. The method is so direct, 
so positive . -. and he can see the thermostat in the battery, 
understand clearly how it works. He will have confidence in 


Cra 
ot D) BATTERY SERVICING EQUIPMENT 


HEYER Thermostatic Control assures 
the maximum |safe| FAST Charge... 















@ This handsome unit 
safely fast-charges 6-volt 
batteries at 100 amps, 
12-volt at 50 amps. The 
Heyer Thermostatic con- 
trol is the ONLY method 
that automatically stops 
charger when battery 
has received the maxi- 
mum safe charge — re- 
gardless of battery size 
or condition. Compara- 
tester checks each cell 





HEYER DE LUXE 
eae ah Es Cie Cg 


Model No. 200 MT $192.50 


individiually, shows condition clearly on 
meter. Test is made under correct load, auto- 
matically selected for either 6 or 12 volt bat- 
teries. Load testing is the ONLY accurate 
way to measure plate wear and to determine 
actual cranking ability of the battery. 


More dealers use HEYER-Built Equipment 
than that of any other manufacturer. 
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| General 


dency to steer clear of expensive, 
newer models. 


Most auction houses report the 
market settling into a steady 
pattern, although some consign- 
ees are still refusing to accept 
bids at lowered prices. 

Observers believe that as soon 
as the gap is narrowed between 
the actual bids and the figure con- 
signees hope to get, the market will 
become even less unruly. 


A number of 1954 models are 
cropping up at auctions. In Denver 
last week, for instance, 11 new 
Plymouths, two Dodges and a 
Chrysler Windsor were knocked 
down. Of the 87 cars sold, 14—or 
16 percent—were 1954 models. 


In Cincinnati, used-car sales in 
October totaled 4,033 units—com- 
pared with 3,618 in September and 
3,537 in October, 1952. 

The figure made October the 
fourth best month of the year for 
Cincinnati used-car transactions. 

October used-car sales in Akron 
totaled 3,314, slightly better than 
the totals which had been regis- 
tered in immediately preceding 
months. 


GMAC of Canada 
Begins Serving 


2,000 Dealers 


TORONTO.—General Motors Ac- 
ceptance Corp. of Canada, Ltd., a 
new and wholly owned subsidiary 
of GMAC, has begun operations of- 
ficially, with the company’s whole- 
sale and retail financing facilities 
being made available to the more 
than 2,000 GM dealers in the 
dominion. 

The company, which will absorb 
all the assets, liabilities and obli- 
gations of the 19 GMAC branch of- 
fices now operating in Canada, will 
headquarter in Toronto. 

Heading the new company will 
be John J. Schumann jr., president; 
T. F. Gentleman, vice-president 
and general man- 
ager; G. ArDee 
Ames, William H. 
Baldwin, James 
D. Deane, Charles 
P. Fiske, August 
Freise and James 
D. Smart, vice- 
presidents; Wil- 
liam D. Rhew, 
secretary; James 
J. Hanley, treas- 
urer; Joseph W. 
Weigert, auditor 
and comptroller, and Henry M. 
Hogan, general counsel. 


In a letter to Schumann, the 
Canadian minister of finance, 
Douglas C. Abbott, officially wel- 
comed the new company to Canada. 
He wrote: “I am happy to con- 


3. 3. Schumann 


| gratulate you on the incorporation 
and organization of your Canadian 


company. I take this as another in- 
dication of the importance which 
Motors attached to its 
Canadian activities.” 

Branch offices are now located 
in Calgary, Chicoutimi, Edmonton, 
Halifax, Hamilton, Kingston, Lon- 
don, Montreal, North Bay, Ottawa, 
Regina, Saskatoon, St. Catharines, 
St. John’s, Toronto, Vancouver, 
Victoria, Windsor and Winnipeg. 
Other offices will be opened when 
business warrants, it was said. 

Gentleman, formerly manager of 
the GMAC midwestern states 
region, has been succeeded by H. 
H. Hayden. 

GMAC has also announced the 
following appointments: O. C. 
Brown, Kansas City branch man- 
ager; R. M. Bollinger, Omaha 
branch manager; R. C. Williams, 
Carbondale (Ill.) branch manager, 
and F. E. Burgess, Springfield 
(Mo.) branch manager. 


2 Pittsburgh Deals in Drive 
Central Lincoln-Mercury and 
Midtown Motors (Ford), Pitts- 
burgh, are the only dealerships 
among 252 downtown merchants 
participating in the Golden Tri- 
angle Fall Festival, a promotional 
drive designed to stimulate retail 
business. 




























AUTOMOTIVE NEWS, NOVEMBER 23, 1953 i 8 os 


) 


consignment of cars 












MCC? 


, Fidelity Bad Check Insurance helps Roc Auction land 


W 
n owen CUE eee a good 


i JACK CLARK 
4.2429 


' 


MK 
coRD AUTO AUCTION from dealers Siva that we were unable 


ROCK re UALITY CARS 


: , Foret Hits Road — Die! 7571! = " "7 
; sas : to deal with f } 
y ROCKFORD, ILLINO! o agedi wi ormeriy. 
a J 
d 
Zz , 
Rockford Iilinois 

n Octoder A 1953 ae s 
a 
d 
. co of Tenn. \ re 
| Fido} 3 aon Building meee 
n Hashville 3, 7enhe wet 
n 

: -operation 2 
fa Dear Sirs: the good coe? rm : 
; s our gratitude seven months oy ee ‘ 
We wish to expres n the pasr sto deal with © ie f an as 










d © 
romptly 8 a that 
ing Mae ell times. e protection we fin 
mers the Fidelity pigger and 
a 
since having e our auction | 


mak e 
v0 with conti Srigood reputable 
o 


Insuranc - - 


in 
ne & big part un- 
lan has do hat we were 
we know that = et oe from dealers ° 
ie igmme: 
ons 


getting & geet formerlye 


deal insurance protection 4 


able to service to thi 


your t 
asure to have rm a gree 
se ist gate gues oe te 
now that Jor ne 


i 

t 

thet your triciently Jus 
Juction at any timee 

st 


firm hes siven ve 
erelly yours? ..on 
va A Le 
Ye 


Swede Clark 
3C/mma 


Jack and Swede Clark aren’t the only auto auction owners who’ve if they get any of these answers at the bank, Fidelity makes the 
hauled in new and bigger consignments of cars by offering custom- check good — and usually in less than 48 hours. 

ers Fidelity protection against bad checks. Every Fidelity Insured So smart dealers consign their cars to Fidelity Insured Auctions 
Auction does it. And we’ve got the figures to prove it. . . - where they get action . . . where the top bid is always the 
We've spread the word to dealers. They know that if the man best bid because it’s a safe bid. 

in the teller’s cage shakes his head and says “sorry, insufficient It’s well worth the few minutes it takes you to get all the facts, 
funds” or “sorry, improper signature” or “sorry, account closed” all the figures. And you get them fast by writing, wiring, or 
or “sorry, no such account” or “sorry, forgery” . . . dealers know calling: 204 Stahlman Building, Nashville, Tenn. Phone 5-4101. 


M. e ° ° ° 
Fidelity Insured Automobile Auctions 
: AUCTION NAME ADDRESS AUCTION DAY AUCTION NAME ADDRESS AUCTION DAY 
> Aptco Auto Auction 19241 Dix-Toledo Hyw., U.S. #25 Melvindale, Mich. Wed. & Fri. Louisville Auto Auction 3601 S. 7th St. Road, Louisville, Ky. Tuesday 
n- Baize & Flippo Auction Co. North Locust Ave., Lawrenceburg, Tenn. Tuesday Maney Auto Auction Jordon Lane, Huntsville, Ala. Friday 
: Baker Auto Auction Gulfport Airport, Gulfport, Miss. Thursday Mauldin Auction Sales, Inc. 1227 New Buncombe, Greenville, S. C. Tuesday 
n- Brookpark Auto Auction 13315 Brookpark Rd., Cleveland, Ohio Tuesday Middle Georgia Auto Auction Eastside Highway, Macon, Georgia Wednesday 
a Brower Auto Auction Old Airport, Route 40, Richmond, Ind. Wednesday Moline Auto Auction 4216—23rd Avenue Moline, Illinois Monday 
s Capitol Auto Auction 4365 Florida Ave,, Baton Rouge, La. Friday Monroe Auto Auction, Inc. Highway #80 Monroe, Louisiana Tuesday 
od Cofield Auto Auction Boaz, Alabama Monday Montgomery Auto Auction 729 N. Court St., Montgomery, Ala. Wednesday 
_ Columbus Auto Auction 2603 Cusseta Road, Columbus, Ga. Thursday Montpelier Auto Auction Co. Route #1, Montpelier, Ohio Monday 
a, Columbus Auto Auction 662 East Broad St., Columbus, Ohio Thursday Muncie Auto Auction 3344 So. Madison St., Muncie, Ind. Friday 
= Concord Auto Auction, Inc. 29 Sudbury Road, Concord, Mass. Mon. & Fri. Nashville Auto Auction, Inc. 1406 Lebanon Rd., Nashville, Tenn. Wednesday 
g. Decatur Auto Auction Highway 48, N., Decatur, Illinois Monday Quincy Auto Auction 3200 Broadway, Quincy, Illinois Friday 
- Dixie Auto Auction Sales 217 Gadsden Road, Birmingham, Ala. Monday Owosso Auto Auction 1450 E. Main St., Owosso, Mich. Thursday 
of Dixie Motors Auto Auction 718 Angier Ave., Atlanta, Ga, Tues. & Fri. Rockford Auto Auction 6402 Forest Hills Rd., Rockford, Ill. Thursday 
7. Red Farmer's Auto Auction, Inc. 1010 S. State St., Jackson, Miss. Wednesday Slaton Auto Auction U. S. Highway 11, Cleveland, Tenn. Wednesday 
Greater Shreveport Auto Auction 1310 N. Market St., Shreveport, La. Thursday Cliff Soderberg Auto Auction, Inc. 13th and Locust Sts.. Omaha, Nebraska Thursday 
_ Grand Rapids Auctions, Inc. 0168-M21, Jenison, Michigan Tuesday Southern Auto Sales Route 5, Warehouse Point, Conn. Wednesday 
6 Doc Greiner Auction 714 Huron Street, Toledo, Ohio Thursday E. M. Stafford, Inc. 2615 Wilkinson Blvd., Charlotte, N. C. Wednesday 
ha Indianapolis Auto Auction, Inc. 4501 West 16th St., Indianapolis, Ind. Wednesday Tinnin Auto Auction Buckwalter Stadium, Meridian, Miss. Tuesday 
= Don Kelly's Auto Auction West Lytle St., Murfreesboro, Tenn. Thursday Tri-State Auction Co. 3021 Front St., Fargo, N. Dakota Thursday 
Id Lapiner’s Auction Co. 125 So. Delaware, Mason City, lowa Wednesday Tri-State Auto Auction, Inc. Valley Springs, S. D. Friday 
Lebanon Auto Auction, Inc. State Highway 29, N. Plainfield, N. J. Wednesday West Kentucky Auto Auction Chestnut at W. 12th St., Murray, Ky. Monday 
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FOB FACTORY 


Auto Experts Look 
At Plastic Dies 


ARRING the introduction of new plastic materials and 








tool and die techniques not available today, plastics are | 


not going to change automotive long-run die forming meth- 
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three basic types of plastic have high, the large number of pieces 
shown considerable promise for | produced before repairs be come 
plastic tooling. These types include | necessary reduces the cast iron die 
phenolic, polyesters and apoxy | cost per unit so that die investment 





|}can be amortized in a reasonable 
length of time. 


Iron Dies Hard to Replace : +s 
| gece iron dies will undoubtedly | High Runs on Plastic Dies 


continue to be used for volume | : 
production. Auto makers will con- W an hoe kanal, ae coere 
tinue to build hard iron permanent lrun at the same rate as iron dies 
tooling for high-production models. Runs up to 20,000 pieces have been 

Plastic dies can be employed to reported before extensive repairs 
check die designs and to build are necessary, but this does not, 


types. 


+ * * 





ods in the immediate future. 


However, plastic checking fixtures, which require no 


machining, are already giv- 
ing excellent service. Some of 


the new plastic checking fix- 
tures appear to have an advantage 
over the metal, Kellered fixtures 
now being used. 

The possibilities of using plastic 
tooling for prototype work appear 
to be excellent, although this ap- 
plication has been limited so far 
by the lack of plastic tool-making 
facilities equipped to handle a 
large, automobile model program. 

New plastic tools may give the 
tool and die shop some opportu- 





Becients satiedicieaiall 
| parts that have previously been 
out of the price range of die- 
formed parts. 

These are some of the conclu- 
sions of a panel of experts who 
recently discussed plastic tooling at 
the annual meeting of the Automo- 


Assn. in Detroit. 


representatives from Ford Motor 
Co., Kish Resin, Inc., Lansing, and 
a consulting engineer, John Oswald. 
Lawrence Sweet, Superior Machine 
|and Engineering Co., Detroit, was 
moderator. 


tive Tool and Die Manufacturers | 


Members of the panel included | 


prototypes that are used to check 
stresses of new-car designs. 

Big Three producers are building 
a limited number of plastic dies 
themselves, and some contracts 


It will be a major problem of 
the plastic tool makers to build 
dies that can compete on an 
economic basis with hard iron 
dies. 

Auto doors, for example, are now 
|being produced at a rate of more 
|than 400 pieces per hour on hard 
| dies. This production rate is climb- 
jing steadily and may be expected 
;to reach 500 or more in the next 
| year or two. 





|have been placed with outside | 
firms. However, up to the present | 
time this activity has been limited. 


‘as yet, offer serious competition to 
| conventional iron dies. 
Another present limitation of 
plastic tooling is the necessity for 
| tooling up on a precise time 
schedule. Auto plants can’t guess 


Burr-Master Bulletin 


DETROIT.—Advantages of using 
the Universal Burr-Masters built by 
Modern Industrial Engineering Co., 
14230 Birwood Ave., Detroit 4, 
Mich., for production gear burring 
and chamfering are described in 
Bulletin 103-60. The new Burr-Mas- 
ters are said to be the first ma- 
chines capable of chamfering the 
entire tooth form of both spur and 
helical gears, as well as external 








nities for die- made short-run The discussion brought out that | 





Tie this tag on your product by 
advertising in The Cleveland Press. 
Retail merchants do it every buying day. 


7 out of 10 read 
THE 


CLEVELAND PRESS 


OHIO’S LARGEST NEWSPAPER 


t/ 





The Cleveland Press 


While the original die cost is| 


straight and involute form splines. 
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about the performance of any of 
their new model tools. 

Until there has been an opportu- 
nity to establish the life of plastic 
tooling, Detroit auto producers wil) 
probably continue to use hard dies 
even for fairly low production 
| parts. 

Admittedly, however, there is 
considerable interest in plastic tool- 
ing for sports cars and for some 
models in limited production. The 
results of these tests will be used 
to establish the role plastic tools 
will play in the motor car of the 
| future. 


* . * 


| Remington Rand Brochure 


NEW YORK.—F ull details on the 
Remington Rand electronic 
punched card computer are pro- 
vided in an illustrated, six-page 
brochure. Copies may be obtained 
free from any Remington Rand 
Business Equipment Center, or by 
writing to the company’s head- 
quarters, 315 Fourth Ave., New 
York 10, N. Y., and asking for 
TM 842. 





* * > 


Clad Metal Booklet 


CARNEGIE, Pa.—“An Introduc- 
tion to Clad Metals” has been an- 
|nounced by Superior Steel Corp., 
|Carnegie, Pa. Written by Walter 
| L. Keene, Superior’s director of re- 
|search, the booklet offers a survey 
of the manufacture and applica- 
tions of stainless, copper, brass and 
| other clad steels. 


N. Y. C. Outlook 


(Continued from Page 10) 


| buy this year, or wiser, and perhaps 
more profitable in the long run, to 
buy next year. 
| Despite the clouded picture, 
there are some bright spots. Con- 
| trary to the red ink appearing in 
| many dealers’ books for the past 





| few months, some dealers are re- 
| maining in the black. 

| One dealer, who says his line 
| has succumbed often to the razzle- 
dazzle technique of merchandising, 
declares: “I refuse to be panicked 
by the factory into purchasing 
more cars than I can sell profitably. 
I have had a black month every 
|month this year, to date, and I 
| expect to end the year that way. 
|Let the weak sisters take all the 
|cars the factory pushes at them, 
but not me.” 

| This same attitude is being re- 
|flected by more and more dealers 
|in this area as the year draws to 
|a close and the cleanup period with 
many of them becomes a real prob- 
|lem. The shift from ’53 to ’54 pro- 
duction, without a breathing spell, 
|is a hardship for many. 

| A Dodge-Plymouth dealer is hav- 
ing a big, profitable month. He says 
he is unable to understand why. 
|Other dealers tell him cars have 
|been moving slowly. In the past 
| week he has delivered 15 new cars, 
|;and expects the rate to continue. 
His profit picture for October is 
what many dealers would envy in 
the spring. 








Look Ouf, Fellows!— 


Sheila Van Damm, women's 
national champion sports-car driver from 
England, arrives in the U. S. to drive a 
Sunbeam Alpine in the 1,000-mi'e 
Mountain Rallye sponsored by the Motor 
Sports Club of America Nov. 25-29. The 
trial, starting in New York, will progress 
through Connecticut, Massachusetts and 
Vermont, doubling back to finish in 
| Poughkeepsie, N. Y. Miss Van Damm's 
victories include this yeer's Monte Cari>, 
Lisbon and Royal Automobile Club rallies. 


inter- 





. 
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| DRIVERS STAY AWAKE...ALERT...ALIVE 
| WITH“MOTOR MASSAGE” CAR CUSHION 


—_~ . EE goes 





| “LIFESAVER” INVENTION HELPS MOTORISTS, | 
TRUCKERS FIGHT DROWSINESS AND FATIGUE 


Tops in safety for modern high-speed, long-distance motoring 
is the wonderful, new CARSSAGE—a “mechanical” auto| | 


8 


4 . to supp) 


cushion placed on the market by Niagara Massage, Adams-| ; 


ville, Pennsylvania. 


MASSAGE MOTOR Contained 
in the wedge-sha , foam-rubber 
cushion is a novel massage motor. 
This motor (a Niagara exclusive 
and not a common vibrator) oper- 
ates with a brisk, pulsating or throb- 
bing action that helps to stimulate 
blood circulation, ease nervous ten- 
sion, and soothe tired muscles. All 
of this, of course, helps you kee 
alert and attentive behind the wheel, 

A REAL BACKSAVER Because of 
Carssage’s unusual (and beneficial) 
effect on the human body, you'll be 
able to drive unbelievably long dis- 
tances comfortably and easily. The 
DEEP penetrating motor-massage 
action will keep your back and 
stomach muscles limber and re- 
laxed. This same action will create 
a welcome feeling of exhileration 
and good, old-fashioned “‘pep.”’ The 
sense-dulling monotony so com- 
mon to motoring will disappear; 
you'll stay pleasantly alert for hour 
after hour. 


USE INTERMITTENTLY The | 


Niagara Carssage may be kept in 
position behind your back like any 
car cushion, but the motor need be 


The Niagara CARSSAGE is a foam-rubber unit, wedge-sha, 
a durable, attractive new type of ‘‘breathing’’ plastic fabric. 
lighter and is long enough to reach to back seat. 











operated only for ten or fifteen 


minute intervals every hour or so— 
whenever you feel drowsy or tense. 
The unit uses a very small amount of 
current—scarcely as much as the 
dash lights. A cord plugs into the 
cigarette lighter and is long enough 
to permit back-seat passengers to 
avail themselves of Carssage. Units 
are available for either 6 or 12 volt 
systems for autos and up to 24 volts 
for trucks. 

Niagara Carssage is viewed with 
favor by safety councils, insurance 
companies, and safety-minded in- 
dividuals and organizations every- 
where. It’s been tried and proved 
by truckers, state police, salesmen 
and many others who spend long 
hours behind the wheel. 

Full details will be furnished to 
all interested parties. Sale of Cars- 
sage will be through car dealers, 
auto supply stores and auto manu- 
facturers. For complete information 
on distribution, prices, discounts, 
etc., write to Niagara Massage, Auto- 
motive Dept. 11, Adamsville, Pa. For 
those in a hurry, the phone number 
is Jamestown (Pa.) 2201. 


, covered in 
ord plugs into 


Carssage one of many products a 





AUTO CUSHION DEVELOPED BY NIAGARA, 
LEADING PRODUCER MASSAGE EQUIPMENT 


CARSSAGE is the new ‘“me- 
chanical”’ auto cushion that helps 
you stay alert while driving. It’s a 
product of Niagara of Adamsville, 
(Pa.), leading manufacturer of mas- 
sage equipment. 

HO MASSAGE UNITS 
Other Niagara products include a 
ortable Home Massage Set and a 
uxurious Home Massage Chair. 
These are designed to help stimulate 
poor circulation, ease nervous ten- 
sion, and soothe sore muscles and 


joints. 

PORTABLE SET The Home Set 
consists of two units—a Cushion and 
a Hand Unit. These are used on 
feet, back, shoulders, hips, stomach, 
elbows, etc., to “‘tune-up”’ the body 


and help the user look and feel |! 


tter. 

LOUNGE CHAIR The Home 
Chair is an attractive reclining chair 
on which the user can sit or lie 
while enjoying the benefits pro- 
duced by the three hidden massage 


motors. 

“PROFESSIONAL” MECHAN- 
ISM Niagara has pioneered in the 
adapting of professional-type mas- 
sage equipment to use in the home. 
For example, design of the Home 
Chair is based on Niagara’s famous 
Combination Table, built for hos- 
pitals, clinics, etc. Massage mech- 
anisms and operation of these two 
units are identical. 

NATIONAL DISTRIBUTION 
Niagara is sold through exclusive 
dealers in all principle cities and in 
most leading department stores. 
However, Carssage—the auto unit, 
will be sold through car dealers, 

ly stores, and car manu- 
ecturers. For complete information 
on Niagara products, send in coupon 
or write eee, Dept. AUTO-11, 
Adamsville, Pa. 





BM esses 
Niagara massage models for home use 
include the beautiful Lounge Chair, 


above, and the convenient, portable Niagara Carssage is a tremendous morale booster. Makes the trucker’s job 
easier and pleasanter. Great idea for better employee relations. 


Home Set, below. 


Over 100,000 Wiasara 
Home Massage Models 
Sold This Year 


America is becoming ‘Niagara 
Conscious’’—and at the rate of over 
2,000 motor-massage units a week! 

Yes, sales figures of Niagara Mas- 
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other long-distance drivers. 





Dealers Add to Profits 
With Carssage Sale to 
Present-Customer List 


Niagara’s Carssage Auto Massage 
Cushion is one of the very few items 
that can be sold to a customer after 
he has purchased his auto. 

It’s a simple matter to run down 
the list of customers and offer each 
a demonstration. The unit sells 
itself. It’s a simple, easy way to 
additional earnings for salesman and 
dealer. 


Car Salesman Sells Four 
Units Immediately After 
Sales Meeting 


Recently, a Pennsylvania Cadillac 
dealer introduced Carssage to his 
salesmen as a possible source of 


sage, Adamsville, Pa., point to the | additional commissions. Acceptance 


fact that more and more people are 
relying on Niagara’s Home Massage 
units to help keep them in tip-top 


was universal. One salesman started 
to call his entire customer list but 
sold complete stock of four units 


mentally and physically. | within an hour! 





| |The Niagara CARSSAGE is an auto cushion with a 
|| refreshed during long highway trips. Plugs into lighter. Designed primarily for salesmen, truckers, and 


fl P| 


built-in massage motor. It will keep you alert and 


Niagara Carssage Cushion 
Big Help to Truckdrivers 


Niagara’s CARSSAGE Auto 
Cushion was designed to fight the 
truckdriver’s greatest enemies— 
drowsiness, monotony, fatigue. 

The Carssage contains a full- 
sized Niagara massage motor (not a 
vibrator) which develops a pleasant, 
pulsating or throbbing action. This 
action will help keep the driver alert 
and attentive. It will help him ease 
tension, loosen stiff back muscles, 
and end “driver’s cramps.”’ He’ll be 
a more efficient and much happier 
worker. 

The Niagara CARSSAGE is a 
great morale booster for the truck- 
ing industry. Every truck should 
be equipped with one. 

Can be easily wired to ignition 
system in five minutes, or plugged 
into a cigarette lighter. Available 
in 6, 12, 24 voltages. Write for 
descriptive booklet today. 





SEND COUPON FOR FREE BOOKLET 
_ eee oe rere ere ners:.. 


Niagara Massage 

Automotive Department 11, 
Adamsville, Pa. 
Telephone—Jamestown (Pa.) 2201 


Gentlemen: 


CARSSAGE. 
Witéee |. oesets | es ete ae ae 
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Please send me complete information on Niagara 
| 
| 
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By J. B. Van Tassel 


Business Consultant 


CCORDING to recent studies of 

dealers’ statements, the gross 
profit margins on new and used 
cars have been 
practically wiped 
out for many 
dealers since the 
beginning of Oc- 
tober. The com- 
petitive market 
has hit the new 
and used-car re- 
tailing business 
so hard, so fast 
and in so many 
ways that many 
dealers just don’t 
know which way to turn. 

Unit profits are dropping much 
faster than their abnormally high 
expenses can reduced, and 
therefore the net profits of the 
business are coming down fast. 

One statement showed that the 

dealer made a net profit of o 
$322.18 from all departments d 
ing October, after delivering 61 
new units, 

Dealers’ net profits before the 
war averaged between one and 1% 
percent of total sales. After the 
war, and up to the latter part of 
1948, net profits averaged between 
10 and 20 percent. 

However, with the current trend 
of greatly reduced unit profits and 
_ high expenses, it won’t be long be- 

fore these net profits again will be 
scraping bottom unless dealers 
start doing something about it. 

* * * 


Businesslike Methods 


IRST, let me suggest that 

dealers start facing this down- 
ward trend in unit profits realis- 
tically by adopting more business- 
like methods in their trading 
rather than resorting to prewar 
methods of giving merchandise 
away. 

Everywhere today there is evi- 
dence of a panicky condition ex- 


Moock to Address 
NADA’s Clinic on 


Management 


MIAMI BEACH.— Principal 
speaker at the business manage- 
ment clinic at NADA’s 37th annual 
convention here will be Harry G. 
Moock. 

Moock, in the automotive field 
for 45 years, started his career in 
the industry selling Saxon, Frank- 
lin and Reo cars. He later managed 
the Rocky Mountain Automotive 
Trade Assn., composed of Colorado, 
Wyoming and New Mexico dealers, 
and in 1918 became the first man- 
aging director of NADA. 

Later he joined Chrysler Corp. 
and prior to his retirement in 
1949, served as managing director 
of its conference on business man- 
agement and vice-president of 
Plymouth. 

The business management clinic 
will be one of the 10 major business 
sessions to be presented during the 
NADA conclave Jan. 9-13. It is 
scheduled for 10 a.m, Tuesday, Jan. 
12. Moock will speak on the topic, 
“The Business of Business Is 
Profit.” 

Other members on the business 
management clinic include Martin 
L, Johnson, of Johnson’s Motor Co., 
Atlanta; Frank H. Yarnall, NADA 
director for Chicago and a Chevro- 
let dealer, and L. M. Stewart, of 
L. M. Stewart, Inc., a Chrysler- 
Plymouth dealer in St. Louis. 
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Dealer Business Counsel 


Drop in Profit Margins Calls for Cool Heads 
And Sound Merchandising 


AUTOMOTIVE NEWS, NOVEMBER 


isting in the retail auto business, 
It is not uncommon to find on 
your parked car a sticker telling 
you where to get the highest 
price in the world on a tradein. 
Others say that some dealer has 
a buyer for your car and can get 
you a price far in excess of the 
market value if you trade right 
now. 


I am informed by reliable sources 























that in many cases prospects have 
;gone to the dealership only to be 
|informed that the salesman who 
made the deal or who placed the 
|tag on the windshield is no longer 
|}an employe. It’s just the old come- 
on, 

These kind of practices are not 
only hurting dealers who do it but 
are also undermining any esteem 


| dealers. 
* > * 


Wild Trading Hit 


W= ALL know that for the past 
several years it has been quite 
a problem for the average dealer to 





satisfy customers in the deliveries 


that the public might have for auto | 


23, 1953 


of new cars. During this period 
dealers have been accused of every- 
thing under the sun by the public. 
This has resulted in poor public re- 
lations for the retail dealer. 

It seems to me, not only from 
a good public relations stand- 
point, but also from a standpoint 
of building profit stability, that 
dealers should begin now to get 
together and adopt more 
businesslike procedures for 
merchandising of new and used 


There. is no reason why cars | 
should be given away. Certainly, it 





is good business to cut prices on 
distress merchandise. But to reduce 


You can tell them by their 


Ue PLEXIGLAS 


prices on every car in the line, re- 
gardless of whether it is distress 
merchandise, just for the purpose 
of making a sale, will prove dis- 
asterous. 

Discontinuation of these wild- 
trading practices should begin now, 
and in their place common sense 
and profitable procedures should be 
installed. 

(Any questions you may have 
on dealer business management 
will be gladly answered by J. B. 
Van Tassel, in care of AUTOMOTIVE 
News.) 


The AUTOMOTIVE NEWS ALMANAC is 
a year-long friend. Use it often for statis- 
tics, buyer information and personnel data. 


On many cars today, tail lights are as much a mark of identification as a 
nameplate. Designers have learned that PLexicLas® acrylic plastic makes it 
possible to mold lenses in shapes and sizes that give added distinction 


to the over-all car design. 


Other important advantages are obtained by using Piexic.as. Tail lights, 


stop lights, direction signal and back-up lights function with maximum 


efficiency because the light-controlling curves and sharp angles of their lenses 


can be molded with extreme accuracy. PLExicLAs also gives them outstanding 


resistance to breakage, discoloration and weather. 


Many of the distinctive lenses on modern cars are the result of cooperation 


between the automotive industry, molders, and Rohm & Haas Company. 


As the supplier of PLexictas for lenses, medallions, nameplates, dials, 


instrument panels and other molded parts used by every major motor car 


manufacturer, Rohm & Haas Company offers the services of technical 


representatives and an experienced design staff. Our help is available if 


you have a problem—or an 


PLExIcLas molding powders are listed in Sweet's Product Design File, Section 1c/Ro. 


idea—involving molded parts. 




















Appointments of Richard W. 
Friel and William F. Healy as as- 
sistant secretaries of Resolute In- 
surance Co., Hartford, Conn., have 


vice-president, 
| Friel will be transferred to the | 


Distributor Publicizes Service Volume— underwriting department in a sup- | 
ervisory capacity. Since 1952, he | 


Doan Warehousing Corp., North Miami, Fia., put a large streamer on the railroad | has been loss supervisor for. the | 
car carrying its fourth shipment of Merit mufflers to the jobbers in its area to| middlewest division of the com- 
publicize its service. Doan will have purchased close to 65 tons of mufflers and | pany. 
pipes within three months for distribution. Healy joined the firm i in 1948 and | 





CHEMICALS ===] FOR INDUSTRY 


ROHM & HAAS 
COMPANY 


WASHINGTON SQUARE, PHILADELPHIA 5, PA. 


Representatives in principal foreign countries 


Canadian Distributor: Crystal Glass & Rjastics, Lid., 130 Queen's Quay 
at Jarvis Street, Toronto, Ontario, Canada. 


Detroit Representatives: W. E. Biggers and R. C. \ 
728 Fisher Building, Detroit 2, Michigan. Telephone: Trinity 3-3200. 





Auto Personnel 
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was appointed loss supervisor of 
the eastern division in 1952. He will 
continue in the loss department as 
assistant to Allen C. Ward, vice- 


been announced by J. E. Baldwin, | President. 


+. . + 
| Northwest Wholesalers 


| Elect Reinhard Official 


James D. Bernhagen, purchasing 
| agent and secretary of Reinhard 
Brothers Co., upper midwest parts 
distributor, has ‘been elected Presi- 





17 


dent of the Northwest Automotive 
Wholesalers Assn. 
Bernhagen had been first vice- 


president of the association. 
* * * 





Reo Names Wilson 


Regional Manager 


A. L. Struble, truck sales vice- 
president for Reo, has announced 
the eo of Graham Wilson 
as regional man- 
ager for Ohio, 
Kentucky, Indi- 
ana and parts of 
New York, Penn- 
sylvania and 
West Virginia. 

Wilson, former- 
ly with Autocar, 
is taking over a 
territory left va- 
cant by the ap- 
pointment of 
Clint S. Wiley as 
manager of Reo’s new wholly owned 
subsidiary, Motor Truck Equipment 
Co., Cleveland. 

* 


G. Wilson 


* + 
Green Receives Promotion 


In Willys Truck Sales 


Appointment of Sam F. Green as 
merchandising manager for com- 
|mercial cars and Jeeps has been 
announced by 
Roy Abernethy, 
general sales 
manager of the 
Kaiser - Willys 
sales division. 

Green will di- 
rect sales of 
Willys trucks, 
station wagons, 
sedan deliveries, 
and the Universal 
Jeep for farm 
and industrial 
uses. 

With Packard as a regional man- 
ager and distributor for 16 years, 





S. F. Green 








Green was general manager of a 
Ford dealership in Washington, 
D. C., before joining Willys. He 
served Willys for 12 years as re- 
gional sales manager in the mid- 
west and on the west coast, and 
most recently has been manager of 
Jeep sales. 
+ * 
Engineers Name Polk 


Louis Polk, president of Sheffield 
Corp., Dayton, O., has been named 
a director of the American Society 


of Mechanical Engineers. 
* * oe 


Morse Heads Up Sales 
Of Scintilla Division 

Donald B. Morse has been ap- 
pointed sales manager of the Scin- 
tilla division of Bendix Aviation 
Corp., Sidney, 
N. Y., according 
to Thomas Z. Fa- 
gan, director of 
sales and service. 

Gerald Terpen- 
ning succeeds 
Morse as mana- 
ger of sales in the 
western states. 

Morse joined 
Scintilla in 1941 
as a member of 
the engineering 
department. Terpenning, formerly 
a field engineer, joined Bendix in 
1940. 

Scintilla manufactures aviation 
and automotive ignition systems. 

* * x 


Gar Wood Names Woodruff 
Minneapolis Manager 

The appointment of W. E. Wood- 
ruff as manager of the Minneapolis 
office has been announced by R. F. 
Witworth, manager of the branch 
division of Gar Wood Industries, 
Ine. 

Woodruff formerly was _ sales 
coordinator of the branch division. 
He succeeds W. C. Wood, who will 
serve as a special representative, 
working out of Minneapolis. 
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Ford Leads Industry to 1,000,0 


U.S. plants in January-September broke all 12- 
month records in station wagon output. Almost | 
simultaneously, the 1,000,000th post-World War II ° 
station wagon was built, with Ford the biggest single 
factor in such production. 


Responding to a still growing demand, output of 
the models is trending toward the 300,000-unit level 
in 1953 compared with only 36,009 in peak prewar 
period 1941. During January-September this year 
volume reached 235,000 units, 21% over the 194,233 
built in entire record year 1951. 


United States Station Wagon Omen 
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From January through September, according to official 
Polk figures, more Ford station wa gons were registered than 


4; the next two makes combined. 


Yes, Ford leads the industry . .. and for the second straight year! 


Another reason why 


lt’?s GREAT to be a FORD Dealer! 


FORD Division of FORD MOTOR COMPANY 
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Auto Market Reports 


Detroit 
Ford continued to outsell Chevro- 
let in Wayne County (Detroit), in 
October, a month in which 16,639 
new cars were registered, com- 
pared with 15,663 in September and 
12,640 in October, 1952. 
Ford sales totaled 5,647, and 
Chevrolet totaled 3,863. Plymouth 
was third with 1,431. 


October used-car registrations 
amounted to 12,753 against 12,000 
in September and 12,181 in Oc- 
tober of last year. Of the October 
total, 64 percent was sold by 
new-car dealers. 


Sales of new trucks totaled 1,235, 
compared with 1,251 in the like 
1952 month. Used-truck sales 
climbed to 946 from 815 last year. 

In October new-car sales of Ford, 
Chevrolet and Plymouth were fol- 
lowed by Buick, 1,243; Mercury, 
1,189; Pontiac, 720; Dodge, 536; 
Oldsmobile, 375; Studebaker, 309; 
DeSoto, 297; Chrysler, 253; Nash, 


200; Cadillac, 179; Hudson, 161; 
Packard, 121; Lincoln, 63; Willys, 
23; Kaiser, 16; Henry J, 6, and mis- 
| cellaneous, 7—(Tom Hewitt.) 

* * * 


Rochester, N. Y. 


New-car sales in Rochester dur- 
ing September were 61 percent 
above those of September, 1952, ac- 
cording to the Rochester Chamber 
of Commerce. ‘ 

Unusual promotional activity was 
credited for pushing the auto sales 
index to its highest level since 
the summer of 1950.—(George E. 


Toles.) 
+ ¥* ao 


New Orleans 

October new-car sales in New 
Orleans were the best since August, 
1950. 

Registrations for October totaled 
1,842 units —1,718 through author- 
|ized dealers and 124 through un- 
authorized outlets. This figure 
|compares with 1,738 sales in Sep- 





tember and 1,295 for the corre- 
|sponding period of last year. In 
|August, 1950, the registrations 
amounted to 2,092. 

| Chevrolet, Ford and Plymouth 
| shared 65.5 percent of the total 
business in October. 

Truck sales totaled 314 in Octo- 
|ber, compared with 343 in Septem- 
ber. October registrations were 42 
more than the corresponding month 
of last year. 

Sales by individual makes 
through authorized dealers were: 
Chevrolet, 532; Ford, 420; Plym- 
outh, 160; Mercury, 126; Buick, 96; 
Studebaker, 79; Pontiac, 76; Olds- 
mobile, 61; Dodge, 47; DeSoto, 38; 
|Chrysler, 19; Nash, 19; Packard, 
11; Hudson, 10; Cadillac, 9; Lincoln, 
7; Willys, 3; Austin, 3; Kaiser, 1, 
and Renault, 1. 

Sales by unauthorized dealers 
were: Chevrolet, 75; Ford, 13; 
| Pontiac, 7; Plymouth, 9; Buick, 

6; Hudson, 5; Dodge, 3; Mercury, 





8; DeSoto, 1; Chrysler, 1, and 
Cadillac, 1. 

Truck sales by individual makes 
were: Ford, 147; Chevrolet, 95; In- 
ternational, 25; Dodge, 11; Stude- 
baker, 7; Diamond T, 6; White, 4; 
Mack 2, and Reo, 1.—(Gordon He- 
bert.) 


* * * 


Tacoma, Wash. 
October was the best month since 
| August for new-car and truck sales 
in Pierce County (Tacoma), 

A total of 593 units were sold. 
New-car sales were 25 percent over 
September and truck sales topped 
| August by 25 percent. 

Ford held the No. 1 spot for 
the second month in a row, with 
154 units, and Chevrolet was in 
second place with 79 units. Chev- 
rolet took the lead, however, in 
truck sales, with 32, and Ford 
was next with 19. 

Breakdown of October car sales: 
Ford, 154; Chevrolet, 79; Plymouth, 
59; Dodge, 37; Oldsmobile, 28; 
Mercury, 23; Buick, 23; Pontiac, 
18; Studebaker, 18; Chrysler, 17; 
Nash, 13; DeSoto, 12; Hudson, 11; 
Willys, 6; Cadillac, 3; Packard, 3; 
Kaiser, 2, and Hillman, 1. 

Most notable increases over Sep- 
tember sales were shown by Mer- 
cury and Oldsmobile, both of which 














TESTED AND APPROVED BY MAJOR AUTOMOBILE MANUFACTURERS 


A) 


EXCLUSIVE 
WHEEL-BOLT 
LOCK ON! 


Here is the revolutionary wire wheel disc the entire 
country is looking at! Designed for the ultramodern 
styling of today’s automobiles, Cello Wire Wheel Discs 
give sports car distinction at a fraction of the cost of real 


wire wheels. 


TESTED AND APPROVED! 


Cello Wire Wheel Discs are the ONLY wire wheel discs 
road tested and approved by several of the country’s 
leading automobile manufacturers. 


The Cello Wire Wheel Disc, containing 48 real chrome 
plated stainless steel wire spokes, is equal in every respect 
to the “original equipment” offered by major car manu- 


facturers. 





WITH EXCLUSIVE WHEEL-BOLT LOCK ON 


Wheel-bolt lock on is the outstanding new development 
by Cello which practically eliminates theft of discs. Each 
disc is firmly attached to the bolt circle of the wheel and is 
held by the same bolts that hold the wheel. This prevents 
petty thievery, rattling or loss due to centrifugal force 


when driving. 


CELLO WIRE WHEEL DISCS FEATURE Automotive styling and 
engineering « 48 real wire spokes « stainless steel with chrome 
finish « wheel-bolt lock on * removable hub cap « proper wheel 


balance « custom made and fitted 


on various car manufacturers’ proving grounds « 


¢ tested and approved 
original 


equipment as used by various car manufacturers * enhances 


appearance of car. 


For further information regarding Cello Wire Wheel Disc Distributorships, Jobbers or Dealers—write ... 
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EAST BOSTON 28, MASS. 


RE WHEEL DIVISION 






nearly doubled their sales.—(R. E. 


Sconce.) 
* * * 


Pittsburgh 

A “severe slump” in new -ca> 
registrations accompanied a sharp 
decline in general business activity 
in Pittsburgh during the week 
ended Nov. 7, according to the bu- 
reau of business research of the 
University of Pittsburgh. 

The bureau’s index of business 
fell from 192.8 percent of the 1935- 
39 average in the final week of 
October to 179.0 for the Nov. 7 
week, making it the second poorest 
week in 1953.— (Leon Leffingwell.) 


* * * 


Minnesota 
New-car registrations in Minne- 
sota during October totaled 9,100, 
according to the Minnesota Auto- 
mobile Dealers Assn. 


Chevrolet continued as_ front 
runner, with 2,470 sales. Ford 
dealers sold 2,127 for second place, 
and Plymouth was third with 999 
sales. 


The Big Three were followed 
by Buick, 726; Pontiac, 545; Mer- 
cury, 544; Oldsmobile, 358; Dodge, 
301; Studebaker, 245; Chrysler, 
205; DeSoto, 182; Hudson, 66; 
Packard, 62; Cadillac, 61; Willys, 
42; Lincoln, 34; Kaiser, 25; Henry 
J, 2, and miscellaneous, 9. 

New-truck sales totaled 1,364. 

Ford sold 512; Chevrolet, 439; 
International, 175; GMC, 89; Dodge, 
51; Studebaker, 20; Diamond T, 16; 


Willys, 14; Mack, 12; Reo, 10; 
White, 8; Divco, 6, and miscel- 
laneous, 12.—(Donald Lyons.) 
. * 7 
Cleveland 


Strong sales marked the opening 
of November in the Cleveland area, 
with used-car turnover climbing to 
1,683 units, or about 500 above the 
same period a year ago. 

New-car sales totaled 1,258, about 
200 over the same time a year ago 
but, like used cars, a drop as 
against the previous week of this 
year. 

Noting the strong sales trend, the 
Federal Reserve Bank in Cleveland 
commented: 

“During the month of October, 
all motor vehicle trade moved up 
uniformly 11 percent above the 
preceding four weeks, Last 
week’s sales (week ended Oct. 31) 
marked the fourth highest week 
of the year to date, and put the 
four-week new-car total for the 
month of October at 6,260, or 14 
percent above the corresponding 
year-ago period. 

“Sales of used cars for the four- 
week period reached 6,440, or 13 
percent ahead of the like period a 
year ago.” 

Leonard Fuerst, clerk of courts, 
noted that sales of new cars for 
the entire year were up 42.4 per- 
cent over a year ago. He added 
that the “issuance of automobile 
certificate of titles increased by 
| 33,014 titles over the same period 
as last year, or about 11.2 percent.” 
| —(Sanford Markey.) 

* . - 


Salem, Ill. 


Although new-car sales in the 
Salem (Ill.) area are decidedly 
| slower than a few months ago, 
|dealers are not pessimistic. Pros- 
| pect lists are worked with care. 

Big-city competition is said to be 
| hurting business, and dealers are 
| particularly critical of the “$1 
| profit” sales in St. Louis, which not 
| only attracted some prospects from 
|this area, but caused others all 
around to seek reduced prices. 

Used cars are slowing up each 
month, but most dealers do not 
have many.—(L. H. Houck.) 
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| AUTOMOTIVE WASHINGTON 
| Spendable Income Rises 
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| To Highest in History 


By William Ullman 

Washington Correspondent 
Toe average American had more spendable income in the 
third quarter of this year than ever before in history, 
according to figures prepared by the President’s Council of 


Economic Advisers. 


Per capita disposable income in July, August and Sep- 


tember was $1,560 in current 
prices and $1,531 in 1952 
prices, it was said. 

Figures on the total national in- 
come for the third quarter were 
not available in the council’s report, 
submitted to Congress in the form 
of a series of tables known as 
“economic indicators.” 

It was indicated, however, that 
the income of workers rose again 
in the aggregate during the quarter, 
reflecting con- 
tinued high em- 
ployment and in- 
creased wage 
rates. 

Department _ of 
Commerce figures 
showed the 
national pro- 
duction rate for 
the third quarter 
a shade lower 
than the second 
quarter, but it 
was estimated that the year’s ag- 
gregate would exceed the $348 
billion of last year by a wide 
margin. 





* * 


Transportation Savings 


A LIST of streamlined operations 


resulting in economy high- 
lighted a conference of Federal 
transportation units called by 
Robert B. Murray jr., undersecre- 
tary of commerce for transpor- 
tation. 

Murray was flanked by Civil 


Aeronautics Administrator Fred- | 


erick Lee; Maritime Adminis- 
trator Louis Rothschild; Francis 
V. duPont, head of the Bureau of 
Public Roads; Dr. F. W. Reichel- 
derfer, chief of the Weather 
Bureau, and Rear-Adm, Robert 
Studds, director of the Coast and 
Geodetic Survey. 

Cuts in overhead, elimination of 
“fringe” activities and other 
sources of savings were listed. 


Murray told reporters that in the 


Bureau of Public Roads “we have} 
got rid of layers and layers of ad-| 


ministrative procedures.” 


Transportation section savings 
this year were estimated at 25 per- 


cent. An approximate personnel cut | 


of 19 percent was reported. 


* * * 


Haynes Addresses SAE 


LEX L. HAYNES, assistant re- | 
search engineer of the Ford | 


engineering staff, was principal 
speaker at a meeting of the Wash- 
ington section of the Society of 


Automotive Engineers last week. | 


The role of engineering in today’s 
automobile market was discussed. 
Haynes illustrated his talk with 
a color film showing how the car 
of tomorrow is conceived in 


creative minds and then trans- | 


formed into reality. 


Haynes was chairman of the 


SAE automobile advisory commit- 
tee formed at the invitation of the 
Federal Civil Defense Adminis- 
tration to help evaluate the effects 
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of atomic explosion on automobiles 
at Yucca Flats earlier this year. 
+ * * 


Conference on Resources 


CCEPTANCES of invitations to 
the Mid-Century Conference on 
Resources for the Future, to be held 


here Dec, 2-4, are nearing the 800-| nounced 


mark, Norvell Page, conference di- 
rector, announced last week. 

The conference, conducted with 
the aid of a grant from the Ford 
Foundation, has been called to 








survey the nation’s natural re- 
sources, to assess the demands 
upon them, and to add to the 
nation’s understanding of the best 
ways to use and conserve them. 

« * + 


Trailer Output at Peak 


TRC - TRAILER production in 
September reached an alltime 





high of 9,906, according to the| 


Bureau of the Census. 


The truck-trailer production 
record has been broken repeated- 
ly during the past several 
months, but this latest figure tops 
them all, according to John 
Hulse, managing director of the 
Truck-Trailer Manufacturers 
Assn. 

Shipments for September, totaled 
9,822 and were valued at $23,893,- 
239. 


* * * 


Small Business Aid 


bpp ere BARNES, acting ad- 
ministrator of the Small 
Business Administration, an- 
last week that small 
business firms received approxi- 
mately $10 million more in Govern- 
ment defense contracts under the 
SBA’s joint determination program 
during August, September and Oc- 
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Texas U. C. Dealers Elect Officers— 


The recent convention of the Texas Independent Automobile Dealers Assn. in San 
Antonio elected Clyde Cox (right), Tyler, as president. Other officers are (from left) 
Percy Henry, Houston, treasurer; Dale Robbins, Lubbock, vice-president, and Ray 





tober this year than they did during 
the same period a year ago. 

Barnes said that he has instructed 
all SBA field offices to continue to 
stress the joint determination 
program and to give all possible 
assistance to small business on con- 
tract procurement and related 
problems. 


Williams, Fort Worth, vice-president. Pat Patterson, Amarillo, was reelected secretary. 


Jay Kline Honored 
Jay Kline, who has completed 27 
years with the Chevrolet Motor Co., 
was honored at a dinner given by 
officials and employes of the Jay 
Kline Chevrolet Co., South St. Paul. 


The affair was held at the South- 
view Country Club. 


SAFETY Comes LRA | wre Saginaw! 


Laboratory and GM Proving Ground “Torture Tests” 


Makes SURE Every Part Hass Plenty to Spare... 














When it comes to a mechanism as vital to safety 


as Power Steering, you’ve got to be sure—and 
you are with Saginaw! 


First, an ample Safety Factor—more stamina 
than will ever be needed—is engineered into the 
sturdy Saginaw design. Then, to make doubly 
sure, we force each component to absorb far 
more punishment than it will ever get in normal 
service. Both in our research laboratory and at 
the General Motors Proving Ground, Saginaw 
Power Steering units take the terrific kind of 
beatings you see illustrated here—and come 
through with flying colors. 


That’s why you can be so sure Saginaw Power 
Steering is thoroughly dependable. It is built 
by experts who specialize in steering gears—and 
safety comes first with Saginaw—always! 








® On this specially-designed Saginaw test 
stand, batteries of hydraulic pumps are 
run continuously for 680 hours without a 
rest: 30 hours under ‘‘parking load’’ of 650 
pounds pressure; 150 hours under ‘‘corner- 
ing load” of 200 pounds pressure; finally 
500 hours under 500 pounds load to test 
their durability. Wear and tear is greater 
than the pumps will be subjected to in the 
entire life of the average car. 


@ Over some of the world’s roughest, toughest 
roads at the General Motors Proving Ground, 
Saginaw Power Steering units prove again they 
can ‘‘take it.’’ Few drivers will ever encounter 
driving conditions as demanding as these. 


aquraw 


POWER STEERING 


SAGINAW STEERING GEAR DIVISION, GENERAL MOTORS CORPORATION, SAGINAW, MICHIGAN 
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The genius of Pinin Farina sparkles in every line of 
this sleek new Nash Ambassador “Country Club” 
pictured above. Interior by Madame Heéléne Rother of 
Paris. Available with the “Le Mans” Dual Jetfire engine of 
international racing fame, for performance that owns the road. 


Terrific new power for the Nash Statesman. Yet the 
new “Dual-Powerflyte” engine delivers famous Statesman 
economy. In all Nash Airflytes you have a choice of 
three transmissions, including Dual-Range Hydra-Matic Drive. 


Wire wheel trim, hood ornament, white sidewall tires optional of extra cost, 





One look at this page tells you something new and wonderful 
is waiting for you now at your Nash dealer. 


For Pinin Farina has done it again — sparked a new continental 
style that will be seen around the world. 





Prepare yourself . . . for never in all your life have you seen 
such beauty in cars! Such sleek racing lines . . . such brilliant 
interiors .. . such seating space, such sky-wide visibility! { 


Come try everything! New Nash Power Brakes that stop at 
tip-toe touch. New Power Steering that parks you with 
a wave of the finger. New Power-Lift Windows! | 
New wonders in high-compression dual-carburetor power! 


New travel comfort, in Airliner Reclining Seats! 


es, come and try a new way of life on wheels. Choose from 
eighteen new 1954 Nash Airflytes, each a “dream car’, 
each one a Pinin Farina masterpiece. Spend an hour with 


the one you like best. You will never want to give it back! 
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The All-New Rambler 


Four-Door Sedan -yYes, the Nash Rambler 
you asked for is here! The new four-door sedan 

... new in seating space and luggage space . . . and 
offering the Rambler's flashing performance, easy 

handling and record gasoline economy. The Reclining Seat 

and Twin Beds are available. Price includes continental 

rear tire mount and, as in other Rambler custom 
models, a host of custom accessories such as Weather 
Eye Conditioned Air System, radio, and directional signals. 


At your Nash dealer’s now you'll 
see the greatest advances of the past 10 
years . . . developments that 
make Nash your safest investment today, 

your soundest resale value tomorrow! 


Built with the “Double Lifetime” 
.-- Your Safest Investment Today 


.-- Your Soundest Resale Value Tomorrow 

The Nash Rambler “Country Club” 

combines the open air fun of a convertible AMBASSADOR + STATESMAN 
with the safety and comfort of a sedan. RAMBLER 

It’s America’s smartest compact custom car 





Nosh Motors, Division Nash-Kelvinator Corporation, Detroit, Mich. 
. . designed for today’s driving needs. 
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Windsor 4-dr., $730*; Royal 4-dr., $670. | 
DODGE—’54 Coronet 4-dr., $2,270*; Mea- 


: > dowbrook 4-dr., $1,700. °49 Meadow- A U d- C P 
Used-Car Auction Prices _ |), isis sais, Fitts tact'siar. verage Used-Car Prices 
ga OTe: aids. $1,750, $1,700,” $1,696; | (Compiled by Automotive News) 


., $1,650; Custom (6) 2-dr., $1,465. | 
Market Trend ‘92 "evar, 31,408"; Main (6) Ranch “dee Keo aes 

,205. ’ -ton, 4- ck- | 
For the first time in 15 weeks, the average overall price of wholesale von verbor (8) business ‘otape, $576. ‘ .. $1,936 $1,934 $2,001 
used cars increased last week—$1 to a figure of $760, according to —— ’52 Cosmopolitan coupe, $2,- | a .. 41,188 1,296 1,404 
Automotive News’ index. MEROURY—'58 Custom sport coupe, $2,- | . on 952 1,042 


Solid gains on the part of ’53s and ’51s more than offset losses for are eee, STEN, SS Hates $803 be ase 688 744 833 
all other models to account for the overall advance. Orage, $1, 945., 53 (98) Holiday $2.735°. | be ~ 520 558 632 


‘ 352 3389 445 
An increase of $28 was noted for ’53s, while ’51s jumped $7. The gain | PLYMOUTH — '54 Belvedere sport coupe, | 
on ’53s pushed the average for that model to $1,936, the highest price | $3 hoo ' gi.s70; Belvedere i-dn, °$i.958 | = ao 4 
since Oct. 12, and $2 higher than the October average. (ps), $1,900; Savoy 4-dr., $1,850; club _ - 
Biggest loss was sustained by the ’50s, down $11. Other declines were | {70?°ordnicook cinb coven $1,250. Cam. | . . . Average... $ 760 $ 803 §$ 882 
"52s and ‘48s, $7; °49s, $5, and °46s, $3. Unchanged from last week bridge 4-dr., $1,180. °51 conv., $800; 
were '47s. | = an oe hte (8) 4-ar., 92,178° (The above figures are averages of used-car auction prices, all makes 
As the price firmed at auctions last week, activity fell off slightly. | $1,915*. ‘50 Chieftain (8) 4-dr., $485*. and models, carried regularly in Automotive News.) 
Of 1,914 units offered for sale at nine representative auctions, 1,154, "48 (8) 2-dr., $350. 


STUDEBAKER — ‘53 Champion Starliner, | ‘ 
or 60 percent, were sold. A week earlier, at the same nine auctions, |~ §;.975. °51 Land Cruiser $330. $1,785"; (61) sedan, $1,665*. ‘48 (61) | coupe, $930; Custom (8) sedan, $800 


*. '46 (62) sedan, $335*. $850, $865, $740. °50 Custom (8) sedan 
1,099 of 1,816, or 61 percent, were sold. WILLYS—'53 %-ton pickup, $1,773; Jeep, auun =e 8 oo lies sa $075, | $600; (6) ‘sedan, $490. '49 Custom (8) 
Prices marked with an * indicate a unit equipped with an automatic au te — wagon, $1,155. ’51 Jeep- nee ry ‘51 FL Deluxe sedan’ | sedan, $850, $500, $490, $465, $410 
transmission or overdrive, and (ps) indicates power steering. . 3 $790°; Bel Air coupe, - $1,060°, $835°; = e500. 5. wae EES {e) 
i SL Deluxe sedan, ’ % aod 0 
DENVER ‘51 coupe deVille, $2,585%; (62) 4-dr., DYER, IND. Deluxe sedan, $600, $550, $650, $625; a geen, 9000, "4900. "60 ‘ecdan 
x 5 $2,300°. (Dyer Auto Auction. Sale every Friday. station wagon, $640. ‘49 SL Deluxe | ¢75."°s696, $635, $460. 49 coupe, $405 

(Denver Auto Auction, Sale every Tues- ar —’'53 Bel Air 4-dr., $1,775; | Prices are for sale of Nov. 6.) | poor oy uae, d210. gee’ 9530” $310 or '47 conv $155 , ; 
day. Prices are for sale of Nov. 10.) (210) 4-dr., $1,585; (150) 2-dr., $1,475; sedan, . , » ° bf IRD ; , L 
(Normal decline on used cars — new %-ton pickup, $1,265; %-ton’ pickup, (150 : ocld out of 297 a : SM sedan, $205, $175. aaa a ia $900. °51 Am 
cars holding strong. Sold 87 cars out of | $1,225. '52 FL Deluxe 2-dr., $1,095"; SL | BUICK — ’51 RM sedan, $1,140*, $1,200°; | DeSOTO—'50 Custom sedan, $730. OLDSMOBILE —51 (98) sedan, $1,345; 
148 offerings.) Deluxe 4-dr., $1,095. ’51 SL ‘Deluxe 4-dr., | Super sedan, $1,075*. °50 Super Riviera, | DODGE — ’54 Coronet (8) sedan, $2,270*. |" (gg) sedan, $1,100. ’50 (98) sedan. 
BUICK — ’53 Special 2-dr., $2,100*. ’51| $850; FL Deluxe 2-dr., ; ; $955°; sedan, $900°; RM sedan, $595°; | °51 %-ton pickup, $580; Meadowbrook | ge75+. (38) sedan, $805*. 49 (88) sedan, 
Super 4-dr., $1,015*. ‘50 RM 4-dr.,| §800*, '50 FL Deluxe 4-dr. Special sedan, $830. '49 RM sedan,| sedan, $850. '49 Coronet sedan, $560,| $550. (>) sedan. $8058. 089 (80) Sedan, 
$935*; Special 4-dr., $490. '49 RM Rivi-| CH RYSL E R—'54 Windsor Deluxe (6) $450*; Riviera, $730*. $510, $535. '47 Custom sedan, $255. PACKARD — 49 sedan. $225.’ °48 sedan 
era 2-dr., $650*. '47 Super conv., $400. 4-dr.. $2,626*. '51 Windsor Deluxe 2-dr., | CADILLAC—’53 (62) sedan, $3,175* (ps). | FomD — 'os Ranch Wagon, $1,315; Main , ; 


CADILEAG "53 (62) 4 dr., $3,795* (ps). | $1,025*. "50 Windsor 4-dr., $700*. "49! '51 (608) sedan, $2,100. ‘50 (62) sedan,! (8) sedan, $1,050, $930. ‘51 Victoria WivibOuIn-""b2 Cranbrock soden, 0095, 


2 at $955; Suburban, $1,265. °51 Cran- 
brook sedan, $760, $695, $750. ’49 Special 
Deluxe sedan, $600, $265. '48 Special De- 
luxe sedan, $325, $295. 

PONTIAC—’52 Chieftain Deluxe (8) sedan, 
$1,355*. °51 Chieftain Deluxe (8) sedan, 
$1,155*, $795. ‘50 Chieftain Deluxe (8) 
sedan, $890*, $825*, $710*; (8) Catalina 
coupe, $1,030*, $710*. ’°49 Chieftain De- 
luxe (8) sedan, $655, $500*, 2 at $405. 

STUDEBAKER—’53 Commander (8) se- 
dan, $1,460*. ‘50 Champion sedan, $475, 
$350. °49 Champion sedan, $460. 

WILLYS—’52 Aero Lark sedan, $900. '50 
Jeepster conv., $410. '48 Delivery wagon, 
$170. °46 Jeep wrecker, $600. 

MISCELLANEOUS—’49 Austin Devon se- 

| Gan, $155. ’51 Henry J 2-dr., $325. 

| 

| 


N. LITTLE ROCK, ARK. 


(Arkansas Auto Auction. Sale every 
Tuesday. Prices are for sale of Nov. 10.) 
(Sold 45 cars out of 80 offerings.) 
BUICK—’51 Super 4-dr., $815. '49 Super 
4-dr., $575. °41 Special 2-dr., $165. °40 
Special 4-dr., $205. 

| CHEVROLET—’53 (210) 4-dr., $1,425, $1,- 
410. '51 SL Deluxe 4-dr., $840, $790. 49 
SL Deluxe 4-dr., $670, $500, $355. °47 
FM 2-dr., $350, $355, $235, $170. '46 FM 
2-dr., $350. '41 Deluxe 2-dr., $210. 

FORD — ’'51 Crest Victoria, $860, $835, 


Ream ef, | texte SP i, Sas, 5 


aT af: 


*48 Deluxe (8) 4-dr., $360, $325. "47 De- 
. | luxe 4-dr. ,$365, $240, $200. °41 Deluxe 
WE COULD HAVE MADE” $-t.. 9000, 9158. 
s HUDSON—’48 Commodore 4-dr., $185. 

a ss MERCURY—’52 Custom 4-dr., $1,365. '50 

Custom 4-dr., $785. 
PLYMOUTH — Deluxe suburban, $850; 
2-dr., $500. ’°48 Deluxe 4-dr., $190, $180. 
STUDEBAKER—’47 Champion 2-dr., $180. 


| 
N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Nov. 11.) 


(Market continues steady at same 
Prices as past few weeks. Sold 68 cars 
out of 116 offerings.) 


BUICK—’53 Super Riviera $2,460*; Special 
sedan, $2,250*; Special Riviera, $2,075. 
'52 Super sedan, $1,525. °49 Super sedan, 
$460, $455; RM sedan, $465*. °48 RM 
sedan, $240, $225. '47 RM sedan, $200. 

CADILLAC — '53 (62) conv., $4,400*. °52 
(62) sedan, $3,125*. '51 (62) sedan, $2,- 
700°. °49 (62) sedan, $1,000*%. °47 (76) 
sedan, $525*. 

CHEVROLET — ’53 (210) sedan, $1,410*, 
$1,400*. °52 SL Deluxe Bel Air, $1,290*; 
sedan, $1,030. ’51 SL Deluxe sedan, $790, 
$775; SL Special sedan, $700. '50 SL 
Special sedan, $650. '46 FL sedan, $235. 
’41 Deluxe sedan, $140. 

CHRYSLER—’52 Saratoga sedan, $1,390*. 
’49 Windsor cedan, $625. 

DeSOTO — '53 Fire Dome sedan, $1,825*. 
*50 Custom sedan, $740. 

DODGE — ’53 station wagon, $1,525. ‘52 
Wayfarer sedan, $885. ‘50 Meadowbrook 
sedan, $765. °49 Coronet sedan, $350. °46 

| Custom sedan, $150. 
| 


F OR D — ’53 Custom (8) sedan, $1,500: 
Custom (6) sedan, $400. ’48 Special De- 
Pacman luxe (6) sedan, $300. 
= : : KAISER—’51 sedan, $630. 
| LENCOLN—'49 Cosmopolitan sedan, $385. 
°49 sedan, $600. 
Pl Fe] /] NASH—’50 Ambassador sedan, $485. 
OLDSMOBILE —’51 (88) sedan, $1,210°. 
D $175, $100. 
“yy Pro hi PACKARD—’51 (200) sedan, $1,125°. 
PLYMOUTH — '54 Belvedere, $2,125. ‘52 
station wagon, $1,250. '51 station wagon, 


Pay 

A | Main (8) sedan, $1,350, '52 Custom (8) 
(Fite (74 g mg Ys | sedan, $1,235." '50 Custom (8) conv.. 
a Eig hisses PLGA | $735, $620; Deluxe (6) sedan, $470. ’49 

HUDSON—’52 Hornet sedan, $1,060. 
| MEROURY — '53 Monterey 4-dr., $2,250°. 
"50 (88) Holiday, $940. °46 (66) sedan, 

(Continued on Page 38, Col. 1) 
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THE $2,000,000 SALESMAN 
. « e who doesn’t cost you a cent! 


The Associates Insured Payment Plan—one of the most effective sales tools in modern 
automotive financing—pays more than $2,000,000 per year to car buyers for illness, disability 
or death claims. Every single dollar brings good will and gratitude to the dealers and salesmen 
who include this protection in their customer financing . . . and nobody has to tell you about 
the sales volume a friendly customer can generate in repeat business and referrals. 
Find out about it. Get the facts on how the Associates Insured Payment Plan not only helps you 


make more sales but keeps on working for you long after each sale is made. Just phone or write. 


The Old Sage say... gen ; | 
“One of the best salesmen any businesscan —f 7 7 ; 4 SSOC1 Pleas 


have asks no pay, knows no hours and is 


easy to acquire. He’s a satisfied customer.” 





Associates Investment Company 
Associates Discount Corporation 


Emmco Insurance Company 
South Bend, Indiana 
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Abandon Gas Taxes, 


Governors 


By Gerhardt Neumann 
Staff Writer 
OLLOWING a recommendation 
passed by the National Gover- 
nors’ Conference last August, the 
recent Western Governors’ Confer- 
ence in Albuquerque, N. M., 
adopted a resolu- 
tion urging that 
the newly-created 
Federal Commis- 
° sion on Intergov- 
ernmental Rela- 
tions “give top 
priority to recom- 
ao mendations that 
the Federal gov- 
ernment with- 
draw from the field of gasoline 
taxation.” 
Similar ideas were advocated 
at the Southern Governors’ Con- 
ference in Hot Springs, Va., al- 





Urge U.S. 


| though no definite action was 
| taken. 

The western governors, however, 
| differed considerably. Gov. J. 
Bracken Lee of Utah is understood 
to have led the fight for a resolu- 
tion that would not only call for a 
withdrawal of the U. S. from gas 
taxation, but also from participa- 


cept for roads across Federal lands. 

Gov. Dan Thornton of Colorado, 

on the other hand is said to have 

opposed any resolution whatsoever. 
* * + 


Farm Cooperation Urged 

A* INVITATION to farm groups 
to join in the better highways 

|movement was issued by Clem D. 

| Johnston, chairman of PAR (Proj- 

|ect Adequate Roads). 

It is absurd and tragic, Johnston 








The story 
behind 


a number 





To case-harden every 


built the world’s largest battery of carburizing 
furnaces, man them 168 hours a week. It’s typical 
of the many costly extra steps that go into 
Timken bearings to make them the number 1 
value for your car’s moving parts—the vital zone. 


It helps design tomorrow’s bearings. Can 
Timken bearings be made to last even longer? 
A continuous, large-scale research program is 


helping us find out. This 


tests the effect of vibration on bearings. It’s 
one more reason to specify “Timken” with the 
bearing number. And for full value, always use 
a Timken bearing cup with a Timken bearing 
cone. The Timken Roller Bearing Company, 


Canton 6, Ohio. 


TIMKEN is number | for VALUE where value counts most...in the vital zone 


TRADE MARK REG. U.S. PAT. OFF. 


race and roller, we 


machine, for instance, 


tion in highway construction, ex- | 





said, that there are roads which | 





Studebaker Supplies Training 


H. R. Morrisey (right), district manager for Studebaker in Indianapolis, hands over 
a driver-training car to officials of the Indiana Department of Public Instruction. A 
fleet of safety-education cars also has been made available to Indiana State Police 


and the State director of traffic safety. 


| winter will soon make impassable, 


and which later will become mud 
traps because of spring rains that 
should be the farmer’s blessing. 
At the same time, the Assn. of 
Casualty & Surety Companies 
urged an expansion of the driver 
education program in rural areas, 


Car— 


P | 
where it is weakest because many | 
small school districts feel they 
cannot afford driving courses. 

It was suggested that two or 
more schools share the expense of 
}a course that rotates among the 
cooperating schools. Experiments 
in Pennsylvania and Iowa have 











The number 09067 on the bearing cone shown above—coupled with 
09195 on the cup—tells a short story. It is a certain size tapered roller 
bearing used on front wheels. But since the trade-mark “Timken” is 
also stamped on the bearing, the number tells the complete story about 
the bearing’s quality and the service that goes with it. 





proved this to be a practical way, 
according to the association. 
* ca * 


The Emotional Driver 


Pe with emotional prob- 
lems are high accident risks, 
according to Dr. Eleroy L. Strom- 
berg, training and personnel re- 
search director of B. F. Goodrich 
Co. 

Speaking at a meeting of the 
American Society of Safety Engi- 
neers, Dr. Stromberg pointed out 
that fear, worry, unrest, illness, 
mental fatigue and irritability are 
factors which are looking for a 
time and place for accidents to 
happen. 

Another classification of bad 
drivers was given recently by Hal 
Foust, auto editor of the Chicago 
Tribune magazine. Among these 
types are: 

The bully (me first); the dawdler 
(or slowpoke); the yapper (who 
can’t keep his eyes on the road 
but has to turn and talk); the self- 
ish parker (who needs ALL the 
space); the know-it-all (who shouts 
at drivers who have annoyed him), 
and the driver of a mechanically 
unsafe vehicle. 

* = ” 


Driving Religiously 
AFETY is first of all in the mind 
of the driver. The Rev. Robert 





NOT JUST A BALL © NOT JUST A ROLLER (> THE TIMKEN TAPERED ROLLER (> BEARING TAKES RADIAL b AND THRUST =~ LOADS OR ANY COMBINATION WE 


| Cleveland Holland, minister of the 
| First Federated Church in Bay- 
jonne, N. J., writes in the October 
|issue of Public Safety: 

“Most of us just won’t take 
| our religion behind the steering 
wheel of an automobile. I have 
never heard a sermon preached 
on this sin.” 

| Rev. Holland believes that behind 
|the wheel “our sense of moral 
| judgment, our sense of right or 
|wrong, our sense of belonging to 
God leaves us. And we become en- 
tirely selfish individuals.” 

He urges that we “let our driv- 
ling become consistent with what 
we believe about God, and others, 
and ourselves.” 





Parking Operators 
_Assail Intrusion 


‘Of Government 


| The National Parking Assn., a 
|trade group composed of owners 
|and operators of parking facilities, 
| last week declared that “the princi- 
| pal of government intervention in 
|the field of parking is morally 
| wrong and frequently leads to in- 
efficiency, graft and corruption.” 
“Our association,” said John F. 
|Hendon, of Birmingham, Ala., 
| president, “always has opposed the 
|use of eminent domain by munici- 
|palities to acquire property for 
|municipal parking lots and ga- 
| rages. 
| “Cities defeat their intentions 
|when they forcibly take private 
property for nongovernmental use. 
This ruthless invasion of the field 
|of private enterprise scares away 
| private venture capital and the end 
| result is to create confusion and a 
| worsening of traffic congestion.” 


Hendon cited the recent munici- 
| pal parking scandals in Baltimore, 
where the City comptroller, a con- 
tractor and seven others face court 
action on charges of bribery, cor- 
ruption and fraud in connection 
with the City’s $10 million off-street 
parking program. 
+ 


Wash. Safety Up 
With Higher Speed 


Washington State traffic acci- 
dents have dropped 32 percent on 
highways where the speed limit 
was raised from 50 to 60 miles an 
hour two years ago, according to 
the State Highway Commission. 

Pending the outcome of other 
studies with increased speed limits, 
the commission intends to go slow 
in boosting speeds on other roads. 

According to Rex Still, traffic 
engineer, it is not speed which 
creates accidents but congestion. In 
some cases, he explained, the lack 
of speed results in congestion. 

Meanwhile, the State has initi 
ated a rigid enforcement progran 
which uses electronic device: 
planes, helicopters and ‘sneake> 
cars’ to catch traffic violators. 
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only one salesman 
BIG ENOUGH 
to sell 5,051 trucks 


Do you want to know why dealers turn so much to 
Radio when car prospects get hard to find? 


Listen to what Earl Hayes, of the Earl Hayes Chevro- 
let Company of Dallas (leading Chevrolet truck dealer 
in the Southwest), has to say: 

“‘We have only one way of judging if Radio is worth 
more of our ad budget than all other media combined. 


“‘That’s whether or not it sells for us. It does. 

“If our comfortable margin of success begins to nar- 
row, we'll just find newer and better methods of using 
Radio. But Radio it'll be.” 


Hayes has used every local medium you can name— 
but only Radio was big enough to boost sales by 66% 
since 1949, when he first started using radio advertis- 
ing. Only Radio was big enough to sell more trucks for 
Hayes in the past three years than ever before. 5,051 
trucks, to be exact. 


That’s because Radio doesn’t just “tell” them about 
your trucks or cars. It sells them. No other medium 
matches Radio’s record for actually bringing customers 
into showroom or lot. 


Only Radio finds them everywhere—in the city, in the 
suburbs, on the farm. 


Only Radio sells them while they’re in their present cars 
—with 27 million car radios on the road today. 


Radio sells automobiles when no other medium can, 
where no other medium can, at lower cost than any 
other medium. Write us for the facts. 


Broadcast 
Advertising 
Bureau, Inc. 

the service organi- 
zation of the 

radio industry 
devoted exclusively 
to the promotion 
and sale of Radio 


as an advertising 





medium 
270 PARK AVENUE, NEW YORK 17, N. Y. 





Dealer 


Ray McKay, Inc., is a new Ford 
dealership at 1703 E. 38th St., In- 
dianapolis. Ray McKay, head of the 
new dealership, formerly served as 
general manager of Walker 
Motors, Inc, (Ford), Detroit. Wil- 
liam J. O’Rorke is the general sales 
manager; Tom Gillium, service 
manager; Herbert Boone, parts 
manager; Deane Richards, body 
and paint shop manager, and Roy 
Pape, office manager. 


* * * 


Rodocker Named for Hudson 


David Rodocker, president of 
Rodocker Motors, Inc. 1160 W. 
Sixteenth St., Indianapolis, has 
been selected by Hudson dealers in 
Indiana as their representative on 
the newly activated national Hud- 
son advisory committee of NADA. | 


Denver’s Kurland Named 


Distributor for Kaiser 


Kurland Motors, Denver, a Willys 
distributor in the Denver area for | 
13 years, has been named Kaiser 
distributor for Colorado, southern 











LaRiche Gets Cleveland Oldsmobile Deal— 


Signing his Oldsmobile franchise is William M. LaRiche (seated left). Seated beside 
him is E. M. Kochsiek, zone manager. LaRiche, formerly general manager of Central 
Chevrolet, Inc., for 15 years, succeeds Hugh Murray as head of the Oldsmobile 
dealership at 1290 W. 117th St. Standing (from left) are H. F. Banks, regional man- 
ager, and B. E. Green, assistant zone manager. 





THE EASY 4-STEP WAY TO 
PRECISION BRAKE SERVICE 


Sanett Sage: 

































Use drum micrometer to obtain drum size. Then 
transfer this size direct to Brake Dokter, allow- 
ing for desired drum-to-shoe clearance. 





STEP 2 
Install universal adapter on wheel spindle and 
mount Brake Dokter on the adapter. 


MODEL B-115A 
BRAKE DOKTER 





STEP 3 

Centralize and adjust shoes — lock anchors, 
then grind lining with Brake Dokter. This elimi- 
nates all accumulated errors and gives exact 

drum-to-shoe clearance. 





PRECISION BRAKE WORK IS EASY 
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Doings 


Wyoming and western Nebraska, it 
was announced by L, Kur- 
land, owner. The Kaiser factory 
branch here has been liquidated. 

The Kaiser appointment has 
prompted the Kurland firm to ac- 
quire 20,000 additional square feet 
of floor space. The firm’s personnel 
will be increased from 80 to 100 
employes. 

* * + 


Chicago Ford Dealers Put 


Litsinger at Helm 

Fred Litsinger has been elected 
as new president of the Metro- 
politan Chicago Ford Dealers 


John Brugaletta is vice-presi- 
dent; John Murphy sr., secretary, 
and John Parker, treasurer. 
Named as directors were Barney 
Burke, Leo Bullinger and Mark 
Gant, 


Truck Driver Wins Buick 

A truck driver was the winner in 
the 1953 “Win Your Buick” con- 
test sponsored by Stephens Buick 


* > 


Sell Premium Safety 


AND MAKE MAXIMUM PROFITS 
AT REGULAR FLAT RATE PRICES! 


The heating of 
brakes from ordinary 
use reduces the pedal 
reserve by 2”! Precision 


work is absolutely necessary 


to get the most capacity 
from brakes. 


You can’t afford to sell less than 
PREMIUM SAFETY with 
accurate, ground-to-fit brake lining 
and drums. Your customer is 
protected and you sacrifice 

NONE OF YOUR PROFIT. 
The Barrett Precision Brake Dokter 
System is more important than ever 
before in performing a PREMIUM 
SAFETY brake job— increased horsepower 
and fluid drives demand the last margin of 
capacity in present day brake systems. 


WHEN YOU HAVE THE 


RIGHT EQUIPMENT AND KNOW-HOW! 
ah Your Jobber on write virect 


CP a a ees 


EQUIPMEN 


TWENTY-FIRST AND CASS « ST. LOUIS 6, MO 





T co. 





Co., Minneapolis. All persons who 
purchased a new Buick from the 
dealer were eligible for the con- 
test. Contestants were required to 
write an essay in 25 words or less 
on why they bought their Buick 
from Stephens. 

* 


* * 


K-W Picks Dyer Motor 


As St. Louis Distributor 

Dyer Motor Co., St. Louis, has 
been named a Kaiser-Willys dis- 
tributor, and will serve dealers in 
St. Louis, 27 counties in eastern 
Missouri and 27 counties in 
southern Illinois. 

Dyer has been a Willys dis- 
tributor since 1945. Officers of the 
company are L. A. Miller, presi- 
dent; M. P. Dyer, secretary-treas- 
urer, and C. L. Fraker, genera! 
manager. 

* + x 


$122,000 Asked to Restore 


Rammed Dealer’s Dignity 


H. B. Sparks, Houston auto- 
mobile dealer, has filed a suit for 
$122,000 damages against Bayard 
G. Gaylor, whose ram, according 
to the plaintiff’s petition “butted 

is horns into the rear of the 
plaintiff on Aug. 17 while racing 
at a high and unusual speed.” 
Sparks said he was thrown 20 
feet. 

Gaylor said he had disposed of 
the ram but had warned Sparks 
of the unusual dexterity and 
marksmanship of the ram. 


* * * 


Feeser Buys into Deal 


John Feeser, vice-president and 
general manager of Walter Hiser, 
Inc. (Ford), 3902 N. Illinois St., 
Indianapolis, has purchased a half- 
interest in the firm. The name of 
the firm has been changed to 
Hiser-Feeser, Inc. 

On *” * 


Former Holt Bookkeeper 


Held on Larceny Charge 
Paul R. Salisbury, 29, former 
bookkeeper and cashier for Holt 
Motor Co. (Chrysler - Plymouth), 
Minneapolis, has surrendered 
voluntarily to police, who hold a 
warrant charging him with grand 


counts when Salisbury disap- 
peared several weeks ago, the 
firm reperted. 


Rosenblatis Quit Packard 


To Concentrate on K-W 


The Rosenblatt brothers, veteran 
Albany auto dealers, will liquidate 
Packard Albany Sales Corp. and 
concentrate on the distribution of 
Kaiser-Willys products. 

The brothers, associated in Belt 
Line Motors, Inc. have been Willys 
distributors in 22 counties since 
1945. 


Belt Line Motors will move to 
the site of Packard Albany Sales, 
and a 10,000 - square - foot addition 
| will be built. : 


* * 


Zech Sells to Brandon 
Bazil R. Zech, Greenville, O., has 
sold his Hudson dealership to Don 
Brandon, Versailles, O. 
* ” * 


Celina Auto Destroyed 
Fire which started in the plant 
of Celina Auto Co., Celina, O., de- 
stroyed half a business block, Loss 
was estimated at $250,000. 
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Our Ed Sullivan 
tells you where 

43" more car 
prospects grow 


The way to get a bigger harvest of car sales is to find 
those families already geared to buy. That’s why 
Ed Sullivan says, “Sell to homemaking families.” 


Homemaking families put more mileage—more wear .and 
tear—on their cars than anybody. All day, every day, 

their cars are on duty—chauffeuring Dad to the Commuters’ 
Special— dashing Mother to the department stores, the 
delicatessen, the dry cleaner’s —and transporting 

the kids just everywhere. 


The surest way for you to reach these homemaking 

families is through the pages of The American Home magazine. 
The American Home is 100% home “how-to.” Every 

month it’s read, from cover to cover, by over 

3 million homemaking families. 


These families buy cars aplenty, too. Just take a glance at the 


latest American Home Automotive Survey and see— 


93% of them own cars. That means the incidence 
of car ownership among The American Home 
readers is 43% higher than the national average. 


39% of them actually plan to buy a car in the 
next twelve months. 


There’s more to The American Home story. And you'll be able to 
hear it all from Ed Sullivan. 







THERE’S NO PLACE LIKE THE AMERICAN HOME 


Wb Absa 


The American Home - Penobscot Building 
. ; Detroit, Mich. * Woodward 5-9878 

















AUDIO DEVICE — Audio-Vendor is a 
machine which automatically and con- 
tinuously repeats advertising messages 15 
seconds to 15 minutes in length. The 
magazine is said to fit any standard tape 
recorder. It can be used in showrooms on 
trade exhibits and can be tied in with 
lights by means of frequency control. 
Cousino, Inc., 2440 Madison Ave., Toledo 
2, O. 





~ 


WHEEL WEIGHT STAND — Provides 
ample storage space for wheel weights 
of all sizes up to six ounces, according 
to the maker. The tray is so designed 
that either a small card or plate may be 
fastened to the outside of each bin for 
identification of weight size, or the weight 
itself can be clipped over the rim. Bear 
Mfg. Co., Rock Island, i. 





SPRAY GUN—The Model 26 paint spray 
gun weighs only 15 ounces and handles 
lacquers, synthetic enamels, paints, and 


all finishes and coatings of light or 
medium viscosity, says Binks Mfg. Co., 
3122 Carroll Ave., Chicago 12, lil. 

* * 





SANDER DISPLAY — Actual demon- 
stration of the Grip-King electronic road 
sander is permitted in this display through 
the flick of a switch which starts the grit 
flowing from the hopper through the tube 
and ejects it into a trough. Tenna-Lite 
Corp., 312 W. tineis St., Chicago, Ill. 


Two Manifolds for Dodge 


Join Offenhauser Line 


Four-fold and dual manifolds 
have been added to the line of 
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Offenhauser Equipment Corp., 5054 | 
Alhambra Ave., Los Angeles 32, | 
Calif. 
According to the firm, they are} 
designed for more powerful opera- | 
tion of the Dodge Red Ram V-8 | 
engine. Both manifolds are said to 
result in a 20 percent increase in| 
horsepower output. Information 
about the products is available in| 
a free booklet, “The Mighty Dodge.” | 


* * * 





TIE ROD DISPLAY—This display carries 
a cutaway view of the tie rod end and 
its construction features. It is printed in 


three colors, mounted on heavy board 
and equipped with an easel. Master Parts 
Division, Airtex Products, Inc., Fairfield, 


Hl. 
e' -@" s 


* 





ELECTRONIC TESTING—Uni-Tuner tests 
ignition, generator, starter and com- 
pression systems with only seven key 
tests in less than 10 minutes, the maker 
claims. Described as simple to operate, 
the instrument may be used together with 





€ 





Bottomley Enterprises, 


NEW PRODUCTS 


dust has been developed by Press- | 


tite Engineering Co., 3948 Chouteau 
Ave., St. Louis, Mo. 


Known as Presstite No. 209 Cob- | 


webbing Sealer, the material is de- 
signed for use principally in autos 
as a water and dust seal for inside 
door panels, such as hinge and 
latch assemblies, 
interior applications. It is said to 


be capable of bridging cracks and) 


holes up to an inch across. 


* * * 





BRAKE PEDAL EXTENSION — Designed 
for automatic transmission cars, this unit 
is said to give the driver better balance 
with ieft-foot braking and to eliminate 
foot slippage. The maker says the unit 


| can be installed in less than one minute. 


14466 Ford Rd., 
Dearborn, Mich. 





other equipment. Meter scales indicate the 
engine's condition. Allen Electric & 
Equipment Co., 2101-17 N. Pitcher St., 
Kalamazoo, ane. 





* * 


WHEEL BALANCER—Has a built-in pen- 
dulum device which permits on-the-spot 
balancing. The balancer is adjustable for 
different sizes of wheels. Vickers Engi- 





neering Co., 446 N. LaCienaga Bivd., Los 
Angeles 48, Calif. 
* 


+ * 


U. C. CONTROL SYSTEM—This used-car | 
control method is said to be inexpensive, 
portable and time-saving. It points out 
unbalanced inventory, indicates most de- 
sirable trades and covers all vital informa- 
tion, such as stock number, price, model 
or reconditioning data, according to Rey- 
nolds & Reynolds Co., 800 Germantown 
St., Dayton 7, o. 





ROLLER BEARING — The general-duty, ' 
steel cage type roller bearing, type 1207, 
|B, is a self-contained roller assembly in) 
an outer race. The inner diameter of the) 
outer race has deep ring grooves. L-section 
snap rings fit into these grooves, holding 
in place the roller retainer and rollers. 
Rollway Bearing Co., 542 Seymour St., 
Syracuse, N. Y. | 


* * 





FIBERGLAS MUFFLER—An increase of 10 
to 15 percent in horsepower, combined 
with quiet operation, is claimed for this 
new muffler whose main feature is its 
Fiberglas packing. The straight-through 
design eliminates back pressure, which is 
created in mufflers with noise-reducing 
baffles. Hollywood Deep Tone Mfg. Co., 
1917-35 S. Hill St., Los Angeles 7, Calif.| § 

Se” ay ¢ | @ 











VALVE GAPPER—Designed to set valve 
clearance, or gap, on engines with over- 
head valves. The unit measures the travel | 
of the valve rocker arm prior to contact | 
with the valve stem and indicates it on| 
@ gauge. Hydraulic valve lifters also can | 
be visually checked with the instrument. | 
P & G Mfg. Co., 2262 N. Albina Ave., 


Portiand 12, Ore. 
1 @ a 


Web-Coating Body Sealer 
Developed by Presstite 


A web coating material which is 
applied with a spray gun and pro- 
vides a seal against water and 


WHEEL BALANCING—The portable Gyro 
Bal-Netic system consists of a balancing 
stand, balancing shaft, two balancing 
cones, two ball bearings, 10 one-ounce 
magnets and a scribing blade. The unit 
absorbs the greatest portion of the un- 
balance in the tire and relocates the free 
axis back to its fixed axis. Morgan Wheel 
& Equipment Co., 2007 St. Mary's Ave., 
Omaha, Neb. 


$34,181 


ae 


FITTINGS and KITS 





FILTER CATALOG —A 48-page master 
catalog, No. 53, describes the Wix line 
of oil filters and cartridges and contains 
cross-reference data on popular 


N. C. 
* « & 


Rust-Preventive Coat 


A rust-preventive coat, called 
Adelphi One Coat Counter - Rust, 
has been announced by Adelphi 
Paint & Color Works, Inc., 86-00 
Dumont Ave., Ozone Park 17, N. Y. 
According to the company, one coat 
will protect steel from corrosion up 
to 10 years. 


* * * 





A 


ARBOR PRESS — New accessory 
equipment for its portable 10-ton arbor 
press has been announced by Manzel. A 
set of six extension inserts permits using 
the press for bushing removal and re- 
placement as well as pressing or forcing 
operations. A ram extension insert coupled 
with long pumping stroke facilitates fast 
work engagement. Manzel Division, 
Frontier Industries, Inc., 315 Babcock St., 
Buffalo 10, N. Y. 


and for other} 


filter | 
makes and models. Wix Corp., Gastonia, | 








WELDING GUN — The Aircospot gun 
uses a 3/32-inch tungsten electrode and 
an inert-gas shield. It is said to make 
instantaneous welds on stainless steels, 
mild steels and alloy steels, without the 
aid of jigs or fixtures. Air Reduction Sales 
Co., 60 E. Forty-second St., New York 17, 
|N. Y. 
ok * 


| Battery Booster Cables 


Offered as Starting Aid 


| M. Black Mfg. Co., 313 Vine St., 
Philadelphia, has introduced a set 
;of battery booster cables that per- 
|mit tapping of a nearby live bat- 
| tery to get stalled autos started. 

The B-line booster cables are 
made in eight and 12-foot lengths 
and equipped with copper-clad 
clips. 





* * * 


SF 


DAILY COST CARD 





TIME RECORDER—This machine records 
|job time for the computation of auto 
repair and other costs, and also can be 


used to record attendance time. Each 
registration is automatically spaced 
|beneath the one preceding, no matter 


| how complex the schedule, according to 
| International Business Machines Corp., 590 
| Madison Ave., New York 22, N. Y. 

— wy) @ 


Wire Stripper Bows 


An automatic wire stripper which 
is said to eliminate triggers, cock- 
ing and other holding devices, has 
been introduced by Holub Indus- 
tries, Inc., Sycamore, IIl. 

cg oe * 





BRAKE CATALOG — This illustrated 
booklet covers the latest hydraulic brak 
part assortments with prices and af 
plication data on brake hose, master an 
wheel cylinder kits, stop-light switche 
wheel cylinder cups, cup expanders ar 
bleeder screws. United Parts Mfg. Cc 
1250 W. Van Buren St., Chicago 7, lil. 
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well as commercial aircraft and 


gain wide use in medicine, biology 


the ocean. 


half of it. 
:. 2 © 


| New Ohio Center 


ORE than 2,000 miles away, 
| AEC is progressing at top speed 
|with one of its most important and 
| ambitious projects. In the Ohio Val- 
ley (Pike County, near Portsmouth, 
in southern Ohio), a new uranium 
diffusion center is fast becoming 
|a reality. 
beeen the congressional news-| The cost will be well over one 
paper pundits, the alleged dip-| billion dollars. The process of ura- 
lomats and the prophets of doom nium diffusion is very costly and 
are in a dither speculating upon/| requires a tremendous amount of 
what might happen to America if | electric power. 
cally to the old days of isolationism | panded into what is now known as 
and close our ears to the counsel of | Ohio Valley Electric Corp. to supply 
that wise old rooster, Sir Winston | power in the tremendous amounts 
anaes > eee — = and | required for the U-235 plant. 
e oug 0 sit down eorgi 
Malenkov and for once, talk “busi- This will be the first Govern- 
” nett ne? | ment project that is not financed 
ness” instead of “politics”), the by the famili “touch” of th 
American public has been ignorant y > an _ _ ” vd 
of a gigantic project which will patient taxpayer. All of the funds 
required by the companies for 








mean much in the economic de- ene ieccaees 
velopment of the atomic age, which 
is just around the corner. Listen, 
I'll tell the story fast. 

Out in Hanford, Wash., where 
General Electric Co. operates a plu- 
tonium plant for the Atomic En- 
ergy Commission, announcement 
has been made that within five 
years the first application of atomic 
energy to the generation of power 
will be successfully made. 

In the words of Ralph 
J. Cordiner, president of General 
Electric, who made the announce- 
ment, “Success in our develop- 
ment work will mean that we can 
change the Hanford operation 
from being a drain on the power 
facilities of the northwest to be- 
coming a substantial contributor 
of power.” 

The Government has already 
spent a billion dollars at Hanford, 
the plant obtaining its power re- 
quirements from the Bonneville 
Administration, a public develop- 
ment. It is expected to spend $50 
million more on the new project 
and, in return, own the power used 
primarily in operating the Hanford 
plant. 

Cordiner foresees an adequate 
supply of electricity for steel mills, 
railroads, factories, farms and 
homes. He predicts that it will 
power military planes and ships, as 


Wardlow Gets Ga. Deal 


B. F. Wardlow has purchased the 
dealership of Chance & Hopkins 
Inc., Waynesboro, Ga. The new firm 
will be operated under the name of 
Wardlow Motor Co. A, C. Hallman 
will continue as sales manager. 


‘The Buffalo 
Courier - Express 
carries 
much more 
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ships. Radioactive materials will | 
and agriculture. The scientists seem | 


certain that atomic fission can be | 
used to produce fresh water from | 


Yet, the Hanford story is only | 


the construction of generating 
stations will be supplied by pri- 
vate investors throughout the na- 
tion, A maximum of $440 million 
has been obtained by Ohio Valley 
Electric Corp. from insurance 
companies, pension funds, and 
the 15 utilities themselves. 

The corporation has signed the 
largest contract ever negotiated 
| with a single customer in the his- 
|tory of the utilities industry. It is 
|a 25-year contract with AEC by 
which they agree to provide all the 
power requirements of the new 
plant. 

The utilities are now proceeding 
with the construction of two gi- 
gantic power stations which will 
ultimately provide a combined gen- 
erating capacity of 2.2 million kilo- 
watts—one plant located at 
Madison, Ind., the other at Che- 
shire, O. Four 330,000-volt double 
circuit transmission lines will con- 
nect the power plants with the AEC 


the integrated network, combining 
the power facilities of all 15 com- 


panies, 
7” * * 


$29 Million for Coal 


IVE major coal companies are 
sharing a contract to supply 





plant and also interconnect with} 
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projects by which power will be 
created by the most economical 
methods yet known to supply a 
plant which, in turn, expects to be 
making even greater contributions 
to the economic future of America. 
P.S. Sometimes I feel sorry for 
the newspaper lads who are ex- 
pected to chronicle the juvenile 
outbursts of the politicians, who, 
eager for any publicity, are con- 
stantly insulting the intelligence 
of the American people. (Maybe 
they decide we all have 12-year- 
old minds.) The political cam- 
paign in New York City right 
| now is a flagrant case. 
Coberly in Front— | But out in the old Ninth Con- 
Benson Ford (left), general manager of gressional District in Wisconsin, 
Lincoln-Mercury, congratulates Carson where I learned all about small- 
Boone, general manager of the J. E. town politics, they have made a 
Coberly dealership in Los Angeles, upon national issue out of the fact that 
selling 353 new Lincolns in September g small-town lawyer was elected as 
and leading all L-M dealers in the nation. g Democrat in a district that has 
Boone said the record was set without any always gone Republican . . . where 
special sales or high-pressure methods. | the farmers are too busy to join a 
ee NS a a 3) handful of voters at the primaries. 
approximately 7.4 million tons of Old Bob Lafollette, who originated 
coal a year for operating the sta-, the idea of primary elections, would 
tions. The coal bill alone will run) get a depressive slant if he heard 
$25 million a year, plus an addi-, that the attendance at primaries in 
tional $4 million for transportation. | Black River Falls had reached such 
There’s the brief story of two 2 low ebb. 
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High Production Flayed vs é 


‘We Can Reject Cars, 
Mont. Dealers Warn 


BUTTE, Mont. — The Montana 
Automobile Dealers Assn., at its 
annual convention here, leveled a 
blast at high auto production and 
adopted a resolution urging that 
association members “exercise their 
rights as free and independent 
businessmen to order and accept 
only those cars and trucks they 
can aggressively sell at a reason- 
able profit.” 


all association members refrain 
from such practices. 

3. The Federal excise tax on auto- 
mobiles be reduced since “auto- 
motive transportation is a necessity 
and not a luxury in our national 
economy.” 

4. NADA be commended and en- 
couraged to pursue its study of 
freight rates with the purpose of 


\s 


between the West Coast, and 
manufacture sites.” 

Harry Henricksen, Kalispell, 
was elected president of the as- 
sociation. Henricksen succeeds 
Charles N. Hatch, Miles City. 
Hatch becomes board chairman, 
succeeding Roy Sorrels, Billings. 
The organization did not select 
its 1954 convention site. This will 
be done later at a meeting of the 
board. 


Other officers elected were Arnold 
Hannah, Shelby, first vice-presi- 
dent, and Bert Hilger, Glendive, 
second vice-president. Named to 
the board were Roy Murray jr., 
Butte; H. E. Jacobsen, Malta, and 
Bob Mulvaney, Billings. Hold-over 
members of the board are Alfred 
Turmell, Missoula; Ernest Ander- 





Chrysler Dealer Council Chosen— 


The new executive committee chosen by the Chrysler Dealer Council at its recent 
meeting in Detroit holds its first discussion. Seated, from left, are E. J. Craigo, of 


eliminating unequitable charges. son, Helena; Bob Cotherman, 
The same resolution urged that Speaking to the 300 persons atiLewistown; Norman Breckee,|Craigo Motors, Jackson, Miss., secretary; 
NADA inform all manufacturers | the three-day parley, Charles|Scobey; Ray Wirth, Great Falls, 


not to ship cars or trucks without 
a bona fide order from a dealer. 


Freed, first vice-president of 


and Frank Strong, Bozeman. 


Charles G. McKimmie, of McKimmie Motor 


Co., Inc., Richmond, Va., chairman, and A. L. Duckett, of Duckett Sales & Service, 
Provo, Utah, vice-chairman. Standing: John F. Zeder, of Munroe-Zeder, Inc., Miami; 


NADA, predicted that 5.5 million 
cars will roll off the assembly lines 


L. M. Stewart, of L. M. Stewart, Inc., St. 


Before adjournment the as- 


Other resolutions urged that: sociation adopted a_ resolution 


Louis; Lyle F. Harris, of L. F. Harris, Inc., 


Worcester, Mass., and Ray Vane, of Air Harbor Motors, Inc., Inglewood, Calif. 





in 1954. 


Freed predicted that there will 
be more uniform pricing of auto- 
mobiles in the near future. 


“The industry is working on this 
project at the present time,” he 
said. “Laws are being studied with 
the purpose in mind of seeking 
equalization of price, particularly 


1, NADA seek the cooperation 
of manufacturers in introducing 
their respective new models with- 
in a 80-day period. It was said 
that introductions over a period 
of several months jeopardizes 
sound merchandising practices, 


2. Unethical and misleading ad- 
vertising be condemned and that 


calling for financial support of a 
highway study group to be ap- 
pointed by Gov. J. Hugo Aronson 
early in 1954 with instructions to 
present an adequate financial 
program for consideration by the 
1955 Legislature. 


Other convention speakers in- 
cluded Jack Williams, Los Angeles, 


a service department expert who 
spoke on service problems, includ- 
ing mechanics’ production, space 
requirements, and the necessity of 
keeping in trend with modern 
service unit developments. 

M. R. Darlington jr., manager 
of the Inter-Industry Highway 





New Passenger Car Registrations, 19 States 





for October, 1953- 


Safety Committee, spoke on high- 
way and parking problems. 

Col. Jack Major, world traveler 
and humorist, was the speaker at 
the closing banquet. Roy E. 
Murray jr., Butte, president of 
the Butte Automobile Dealers 
| Assn., presided. 


1952 

















































































































3 oS 
3 3 
eo a 
Car registrations ‘by states are = 2 = “ & z = = 
released here weekly, as com- 5 £ 2 g 3 a ‘ < ~ < ‘ 2 - = 5 2=\es|z 
iled by R. L. Polk representa- = . 3 +z = 2 E . ° * . ° = © 8 3 2 as | $2] e 
ives in state capitals. = 3 E | $F 3 3 3 = > § 3 as 3 o % 3 3 4 vz | =6 ES es ° 
oO a = | se oO 5 3 z © I 2 “ < = < = Zz s\13 6 |e 
1 
Arizona ‘53 49 22| =121 205 397 541 8 136 685 162 16| 549 79 117} 923) 2 | 5! 5 l 28) 23) 16| 74 7 | 5 2169 
52 34 20 62 87 203 277 21 83} 381 112 42) 357 71 106} 688 | 14 19 33) 15} 4 1 23} 50) 27) 58| 16 10 1509 
Colorado ‘53 101 45 130; 352) 628) 734 4l 295 | 1070 217 2B 839; 155 186) 1422) 4 10) 14) 2 35 51) 25) 76| 20) | 5| 3348 
‘52 73) 62 168; 284) 587 656! 44) 178} 878) 303) 112! 756| 208! 234) 1613 4) 22 26) 1 9| 68 105} 67) 99 36 I i4| 3504 
Delaware *53| 24 19 88 130) 261 452 6 132 590 123 19 510 él 97 810) 2 2) | Ht} 16) 8) 49 a | 2 1753 
‘52| 6 10 31 70 117 279 15 32) 326 80 26) 334) 67) 52 559) 10} 14 24) | 2) 12| 39) 12) 55) | | 6 1153 
Dist. of Columbia ‘53 51 50 | 20 404 4il 10 93 514 125 30 541) 70 133) 899) 2) 6 8) | 5 3) 10) 16) 17 36! 5 | 10) 1927 
‘52 32 25 87 154 298 333 13 33 379 100) 48 366 132) 124) 770) i 6} 17} | 1} 3 46) 25) 25) 24) 6) 14) 1608 
Florida ‘53 231 187 457 962| 1837 2420 77 866; 3363) 780 114 2665; 421) 469) 4449 24 21 45 7 2 99) 112 74| = =318) 76 | 64| 10446 
‘52 162 109 278 ae 13 1638) 69 339 2046 | 529; 205 1637) 417 368 | 3156} 48 5! 99 6 29} 18 Hit} = 208) 118) 163 118 “ 93) 7282 
Idaho ‘53 53 27 li 73) 351 517 16 161 694 145 19 409 75 78) 726) 1} 4) 5 | 1) 39) 30) i 75 24 | 4 1960 
"52 35 38 88 133 294 269 15 114 398 165 53 375 112) 109 814) 7 i9| 26) 1 4) a 45) 69) 20 98 43 1} 3) 1820 
IHinois ‘53 814 662; 1376) 3210 6062 7232 138; 2413 9783| 2987 362; 9012) 1287) 1594) 15242) 13) 37) 50 | 19 5| 401; 717 284 860 109 6| 25| 33563 
‘52 394 437 956| 2389 4176 5366 218) 1209 6793} 1974 725 5526] 1363) 1698 11286} 56 167 223 | 17 3) 505, 993) 300) 693 139 Ht} 24| 25163 
Kansas *53) 132 89 266 a3] 1091 1697 37 472 2206 497 48 1657 201 308 2711) 5 24 29) | 63) 116 31} 166 22 2) 2 6439 
‘52! 65 74 214 413 766 977 36 240 1253 410 108 1175 286 348} 2327 23 29 52 2) 109; 234| 49 154 40 1} 6 4993 
Maryland ‘53 178 195 330; 1005 1708 1990 40 495 2525 555 4! 2157 257; + 465 3475 | 8) 16 24 | 8) 6 80) 89) 85 213 44 | 21 8278 
"52 87) 106 258 583 1034 1479 65 162 1706 535 94 1601 379 478 3087 | 47)| 88 | 135 12) 3 175| 244 90) 192 57 1} 31 6767 
Montana ‘53 70 50 122 212 454 577 19 139 735 164 18 547 133) 78 940) | 6 7| | 1 41) 37 24 63 27 1 2 2332 
"52 35 28 73 123 259 294 14 93) 401) 139 49} 389| 119 122| 818) 10 30 40 | '| | 44 29 24} él 39 | 1717 
Nebraska ‘53, 115 54 183 401 753 1086 21 295 1402 332) 35 1202) 150; 215) 1934) 3 8) i | | | 31) 50 26| 114 26 | 4347 
‘52) 69 71 167 392 699 1034 4\| 213 1288 409) 115) 1792) 230) 338 2884 | Hh} 35) 46 4) | él) 117) 38} 191 30 2) 5360 
Nevada 53; 23|+«23/~«32|+~=«*a|~S=«SS | SCS] =i) SSC] 2a) =| | stom) ssa] SiS SSSC)SSCt)SSSSSSSCtSYSCSCtYSCS*«YSCtéiYSSt) SS) 7; 73 
‘ ‘52 12 6 36! 29 83 % 7 33 136 30 18 93 25) 39 205 | 3 3} | 3) 2 8) 28) 13 68 12 | 22 583 
New Hampshire ‘53 39 27 91 199 356 284 13) 87 384 % 9 404 51) 94 654) 2 1 3) | 4) | 42) 29) it 56 30 | 8 1577 
‘52 15 15 63 85 178 245 9 37 291) 78 20 278 | 76 508 | 5) 7} 12) | 2 6) 34) 46) 16} 32} 18] 1} 9 1153 
New Jersey ‘53 601 él! 861; 2283 4356| 4457 75| 1440 5972| 1320 261 3978 653| 1294) 7506 | 9| 29) 38 | 16) 14 284; 291 229; 582 138 81; 19507 
‘52 255 299 594; 1154 2302 3337| 152 514 4003 1156 422 3043 820) 1201) 6642) 74} 177; = 251) | 21) 27) 317; 491; 264} 436 178) 1 49; 14982 
North Carolina ‘53 213 132| 374) 1255) 1974 2402) 68 648; 93118 732 70 2603 310; 543 4258 | 8) 14) 22) 2| 5) | 71) 80 57) 237 57 8 9890 
‘52 82 126 196 $33 1037 1518} 72 240 1830 559 144 1811) 390} 521 3425) 38} 54) 92 i 8 9) 3) 80 151 97 | 214} 128) 3 12 7089 
North Dakota ‘53 57 47 112 331) 547 668 17 157 842) 162) 17| 733) 86 110 1108) | 6) 6) | | 21 46 23 64 | 2657 
‘52 31 45 102 180} 358 455 12) 83 550 155 36) 540 82 122 935) | & 7)\ | 26 49 17 66 13] 202! 
Utah 53 33 5! él 173 318 446 19 132 597 123 15) 277) 98) 92) 605 | 2) 2) a | | | 29) 35) 13 39 12} | 1654 
‘52 18 31 74 85 208 275 15 84) 374 139} 52! 366! 85 116) 758 | 5) 16) 21) 3| | | 29) 59) 28) 48 34 | 2 1565 
West Virginia ‘53 113 73 235 497 918 854 22 213 1089 288 | 21) 960) 89; 237 1595) 6) 3 9 | 33) 50) 42 8! 49) 1 3867 
"52 34 44 193 251 522 607 28 88 723 270) 50! 828} 149; 220 1517} 3) 16) 19 | 2 | 38 65) 56 103) 53 2 a 3104 
Wyoming ‘53 24 14 4% 108) 192 233 7 69 309 97) 7) 248) 43 36 431 | | 8) 12) 9! 17 4 982 
= wnt 17 31 70 136 162 10 ae 216 94 33! 184} 42) 70} 423 1} 1} 2 32) 15} 15 19 if ! 870 
19 States Reported ; oi ia 2378| 5069| 12394; 22762| 27144 Seal 8305; 36091; 8960) 1145) 29400! 4251! 6180! 49936) 90) 194; 284) 2 77)| 35| 1335; 1812} 1000) 3174 664 9 246| 117427 
To Date for October 2 a? 1563} 3671} 7679} 14370} 19297 856; 3819) 23972| 7237) 2352) 21451} 5033) 6342) 42415) 368 760} 1128) 34) 123) 70! 1763) 3017| 1276} 2774 972 28 301! 92243 
Year ‘53 122352| 95858 | 233470|464919| 916599) 815105| 33488|205175| 1053768|363030| 78873) 1057053 | 252262) 30958! | 2060799) 98 16| 20510! 30326; 635) 5651| 2571| 54774/117999| 61577| 129436! 36612! 1351! 15373| 448747! 
To Date 52/ 89369) 69416| 190485/332908| 682178} 518621| 21600| 133262) 673483|234200| 68677) 627431 | 163745] 199024| 1293077; 23973} 31128] 55101| 1285! 58I9| 4011) 63489|108720) 52853/120106| 31045} 3458] 12445|3107090 









































New Commercial Car Registrations, 11 States for October, 1953-1952 
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Truck registrations by states are re- 
leased here weekly, as compiled by 
R. L. Polk representatives in state 
capitals. 
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COLUMBUS, O.—Two new and 
two used-car dealers have been 
cited to appear Nov. 30, before the 
Ohio Dealers and Salesmens Li- 
censing Board here to answer 
charges of unethical practices. 

The four are High Level Mo- 
tors (Chrysler - Plymouth); Hub 
Motors, Inc, (Ford); Milton Mo- 
tor Sales, and Central Auto Sales, 
all of Cleveland. 

Gov. Frank Lausche has entered 
into the issue of licensing auto 
dealers. He told Jesse W. Watson, 
chairman of the licensing board: 

“I have received complaints that 


Gar Wood Moves 
St. Paul Division, 


Creates Another 


MINNEAPOLIS. — St. Paul Hy- 
draulic Hoist Co., a division of Gar 
Wood Industries, Inc., which has 
operated here for 41 years, will 
close its plant Dec. 5 and move to 
Mattoon, Ill, according to F. J. 
Hasselman, manager. 

E. P. Fisher, Gar Wood presi- 
dent, has announced the organiza- 
tion of a Mattoon division to handle 
the production of bulldozers and 
other road machinery. Hunter 
Dietz, former plant manager at 





Mattoon, has been appointed man- 


ager of the division. 

Fisher said the Mattoon plant 
will be made into a self-sufficient 
road machinery production center. 

Moving St. Paul Hydraulic to 


Mattoon was explained as a 
method of efficiently using existing | 
space at Mattoon. Sales and service 
functions will be retained in Min- 
neapolis. 


Ohio Dealers on Carpet 


Licensing Board Calls Four to Explain 
Charges of Unethical Practices 
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auto dealers are indulging in shady 
practices, and exploiting the public. 
I hope that full use will be made 
of your powers to the end that the 
public will be given the maximum 
protection contemplated by the 
law.” 

The clamor developed over an 
alleged unethical transfer of an 
automobile title through forgery. 
The case was said to have been 
rectified, but the Cleveland Better 
Business Bureau pressed for 
wider action. 

Lawrence W. Johnson, head of 
| High Level Motors, denied charges 
| of unethical practices. “There never 
|has been an investigator from 
|Foley’s office (R. E. Foley, State 
| registrar of motor vehicles) in our 
| Place,” he said. “There has never 
| been a fraudulent operation at 
High Level Motors.” 


| Johnson said that he has been 
|in business for 20 years; that his 
|record is clear; that he is in the 
| process of liquidating prior to mov- 
ing to Florida, but that he will con- 
| tinue his car leasing business here. 

At Milton Motors, Milton Lei- 
kin declared, “We have made 
every effort in our years in busi- 


Johnston (Pa.) Club Cites 


Safety-Minded Dealers 


JOHNSTOWN, Pa. — Automobile 
dealers who have furnished driver- 
education cars to high schools in 
the area of the Johnstown Motor 
|Club were guests at a dinner meet- 
| ing here. 

The dealers were presented with 
|civic contribution award certifi- 











100 motor club members. 
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FOR POLISHING CARS 


in cheesecloth for polishing 
and waxing cars. 125 yds. of gauze cut to size of 
about 11 yds. ready to use. Send check for $5.50 


Here is an amazing buy 


for this item, delivered postpaid. 


SAMPLES SENT ON REQUEST 
American Sanitary Wiping Cloth Co. 


7 MARKET STREET 





PATERSON, N. J. 


We handle all grades of wiping cloths — Inquiries Invited 
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ness to meet every legitimate 
complaint. As of now we know of 
no standing complaint against us. 

“We have complied with both 
codes of the National Used Car 
Dealers Assn. and the Cleveland 
Used Car Dealers Assn. There may 
be honest differences of opinion, 
but we know of no complaint.” 
Johnson added he has not re- 
ceived a citation to appear before 
any board to answer any charges. 

Jimmie Henderson, Hub Motors 
president, was unavailable for com- 
ment, and Central Auto Sales is 
said to be out of business. 


Obituaries 





Myron Albertson’s Body 


Found After 2 Years 


CULVER CITY, Calif—The mys- 
terious disappearance two years 
ago of Myron Albertson, of Albert- 
son Bros. (Oldsmobile), and a hunt- 
ing companion has been solved 
with the discovery of their wrecked 
plane in a wooded Idaho area, 


Lou Albertson identified the bod- 
ies and said it was established that 
the plane had crashed in a storm. 

* * * 


Nova Galbreath 
OMAHA.—Nova Galbreath, 63, engaged 
in the auto business in Omaha for 30 years, 
is dead. He had operated his own company, 
but in recent years was sales manager of 
Sample-Hart Ford Motors. 
* * * 


Scott E. Fenstermacher 
WILKES-BARRB, Pa.—Scott E. Fenster- 
macher, 80, former auto distributor, died 
Nov. 12, For many years he was Overland 
and Willys-Knight distributor for 17 coun- 
ties. He later handled Hudson, retiring in 
1939. He was president of the Berwick Na- 

tional Bank ard Hotel Berwick Corp. 

* * * 


Paul W. Kemp 

KANSAS CITY. — Paul W. Kemp, re- 
gional parts and accessories manager for 
Chevrolet in the midwest, died Nov. 15 
after a three-day illness. 

Mr. Kemp joined Chevrolet in 1934 in 
Minneapolis. He served the company in 
Fargo, N. D., and Des Moines before 
moving to Kansas City six years ago. 

* * * 


W. L, Frost 
VANCOUVER, B. C.—W. L. Frost, 
pioneer British Columbia auto dealer, died 
here. He had retired recently. 
+. * . 


Luther E, Atwater 
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Division of FRONTIER INDUSTRIES, INC. 
341 BABCOCK ST., BUFFALO 10, N. Y. 








The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 





ALBEMARLE, N. C. — Luther E. At- 
water, 76, long associated with Atwater 
Motor Co., died Nov. 3. One of the oldest 


Ford cealers ‘n North Carolina, he retired | 
in 1947. | 
* * * 


} 
Jesse W. Sehon 

HUTTIG, Ark. — Jesse W. Sehon, 38, | 
used-car dealer, died in a local hospital | 
Nov. 1 
* * * 


George E. Westphal 

SOUTH BEND.—George E. Westphal, 64, 
general superintendent of manufacturing 
for Studebaker, was killed in a two-car 
crash Nov. 14. Mr. Westphal was a ma- 
chinist for Ford Motor Co. in 1907 before 
he became assistant foreman for E.M.F. 
Co., an organization that was absorbed by 
Studebaker in 1911. Remaining with Stude- 
baker, he worked his way up and became 


general superintendent of manufacturing in | 


1947, 
* « * 


Arthur Thomas 

ST. PETERSBURG, Fla. —Arthur 
Thomas, 67, service manager of Adcock 
Motor Co. (Buick), died Nov. 8. Mr. 
Thomas first came to St. Petersburg with 
the Glidden Tour in 1911 from Jersey City 
Heights, N. J. In order to make the trip, 
his car had to be sent by boat from 
Tampa, Fla. From 1912 to 1914, he and 
his brothers had the Cadillac dealership 
here. In 1914, he went back to New Jersey, 
but returned to St. Petersburg in 1926 as 
a Buick mechanic. In November, 1936, he 
was appointed service manager of Adcock 


| Motor. 


* * * 


Earl Dorothy 


| 
| 
| 
| 


PHILIP, S. D. — Funeral services have | 


been held here for Earl Dorothy, 58, senior 
partner of the Dorothy Bros. dealership 
and garage. 

* * * 


Forrest Leslie Moore 

LOUISVILLE.—Forrest Leslie Moore, 65, 
who operated a dealership in Louisville in 
the 1920s, and who since had been a car 
salesman for Girdler Motors and Louisville 
Motors Co., was killed in an auto collision 
near Lyndon. 

* * 


George Wilkening 
GRIFFITH, Ind.—George Wilkening, 55, 
auto dealer here for 25 years, died of a 
heart attack Nov. 10. 
* * * 


Walter C. Franklin 
ST. PETERSBURG, Fla. — Walter C. 
Franklin, secretary-treasurer of Bert Smith 
Oldsmobile Co., died Nov. 11. He had been 
prominent in the automobile business in St. 
Petersburg since moving here from Pitts- 
burgh 33 years ago. 


WASHBAY 


WASH™M 


Saves time — Frees valuable space — Builds business 


ADACHES! 
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So you’re taking a rap in the car wash department —a 
headache overhead that cuts new car profit, adds to used car 
losses. You’re resigned to a car an hour from the washrack and 
have to turn service customers down. 

If you are struggling with obsolete hose-and-bucket methods, 
or makeshifts supposed to take their place, you’re the man we 
want to talk to! At surprisingly low cost, easy terms if you 
wish, Washmobile will cure that headache overnight. Write 


for details. 


WASHMOBILE CORPORATION 





Washmobile of Colorado, Denver, Colo. 

Washmobile-Udall Co., Berkeley, Calif. 
Washmobile-McGee, Washington, D.C 

Cen. States Washmobile, 1" 7% i} 
Washmobile of Texas, Inc., Houston, Tex 
Washmobile Mid-South, Memphis, Tenn. 
Southern Washmobile, Birmingham, Ala. 


Midwest Washmobile, Omaha, Neb 
Washmobile Northwest, St. Paul, Minn. 
Merkle Sales Co., Milwaukee, Wisc. 
Federal Washmobile, Brooklyn, N.Y 
Washmobile of Chicago, Chicago, Ill. 
Western Washmobile, Amarillo, Texas 
Kentucky Washmobile, Louisville, Ky 


* * * 


Ralph L. Summeril 

LOS ANGELES.—Ralph L. Summeril, 54, 
longtime auto dealer in Los Angeles and 
president of Hoosier Motors, died after a 
heart attack Nov. 9. Mr. Summeril was a 
national junior diving champion when he 
was a student at the University of South- 
ern California, and served with distinction 
in both world wars, 


abe Led asicaca ot JANN33: Acme Equipment, Altoona, Pa. 
Ken Cart Sait Lake City, Utah 
Siggins Corp., Kansas City, Mo 
Ace Distributors, Dearborn, Mich 
Ashton Auto. pate Toronto 
Washmobile Florida, Miami, Fla 
Washmobile N. J., Newark, N J. 














Ry) & i Sig Aid sae ; 
Calif. Parochial School Gets Training Car— 

The first presentation of a driver-training car to a parochial school in California was 
made recently by Tom Brown Chevrolet, Burbank, Calif., to the Villa Cabrini Academy. 
Taking part in the presentation are (from left), Joe Steele, Chevrolet zone manager; 
Howard Weller, general manager of the dealership; Sister Mercedes, driving instructor; 
Mother Mary Benedetta, principal; Ray E. Harp, district manager of the Automobile 
Club of Southern California, and Dealer Tom Brown. 


Excello Names Jillson Jack Jillson as sales representative 

Excello Press, Chicago, 
ing in large-size color lithographs, | have offices at 18055 James Couzens 
has announced the appointment of | Highway. 


specializ-|for the Detroit area. Jillson will | 





Affecting Factories and Dealers... 
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Auto Advertising 


By Marty Whitmyer 
Staff Writer 

| A major address by Defense Sec- 
|retary Charles E. Wilson before 
| the board of directors of the Ad- 
| vertising Council in Pittsburgh will 
be carried by the radio network of 
American Broadcasting Co. tonight 
(Nov. 23). 


cast over the ABC network, ex- 


10:35 to 11 p.m. (EST) and over 
WABC from 11:30 to 11:55 p.m. 
Wilson will speak from the Du- 
| quesne Club in Pittsburgh. His sub- 
ject has not been announced. The 
| Advertising Council is a central or- 


try devoted to national 


and government. 
* * * 


GM Keeps Newscasts 





General Motors will sponsor Henry 


Cold Weather cTakti NG 


Wilson’s address will be broad- | 
cluding WABC, New York, from | 


ganization of the advertising indus-| 
public} 
service campaigns for civic affairs 


For the sixth consecutive year, | 


J. Taylor on his “Your Land and 
Mine” analytical news programs 
over the full ABC radio network. 
The 52-week renewal is effective 
Dec, 14. 

Taylor, whose commentaries are 
heard Mondays through Fridays 
from 8 to 8:15 p.m. (EST), peri- 
odically travels abroad to examine 
at first hand the world’s news- 
| making centers. 

* * ” 


|Kaiser Ad Tours Plants 


| An advertisement picturing the 
Kaiser car against the background 
|of other Kaiser enterprises has 
| been scheduled by the Kaiser- 
| Willys sales division for appearance 
jin 13 magazines and two news- 





| papers, 

Under the heading “10,000 mile 
tour astonishes Lowell Thomas,” 
| the advertisment invites the 
reader to enjoy a tour on paper 
of some of the Kaiser family of 
| industries’ 98 plants. In each case, 





eee When a VICKERS vane fype pump 
is used for hydraulic 
power steering 





This schematic diagram of a 
Vickers pump shows how sliding 
vanes are retracted at normal en- 
gine cranking speeds. No oil is 
pumped and there is practically 
no starting load. 


Similar diagram of Vickers pump 
shows how pump vanes are ex- 
tended when engine is running. 
Pumping then begins and con- 
tinues at all engine speeds. 





Vickers Pump with integral volume 
control and relief valves. 





Vickers Pump with integral volume 
control and relief valves and oil 
reservoir. 


ENGINEERS AND BUILDERS OF OIL HYDRAULIC EQUIPMENT SINCE 


In cold weather, the starting load is multiplied while 
battery power is greatly reduced. Under severe condi- 
tions any added load may be enough to make the 
difference between starting and not starting. 

In power steering, a hydraulic pump with fixed teeth 
or lobes may add greatly to the starting load. On the 
other hand a Vickers Balanced Vane Type Pump adds 
practically nothing to the starting load because it does 
not pump oil until the engine fires (see sketches at left). 
As a result, cars with power steering that uses a Vickers 
Pump start much easier in cold weather. 

There are numerous other reasons why Vickers pumps 
are now in use on many leading automobiles with power 


steering. 


MICKERs Incorporated 


Division of the Sperry 


1532 OAKMAN BLVD. e 


Corporation 


DETROIT 32, MICHIGAN 


aa) 








some specific attribute of the 

Kaiser car is emphasized in rela- 

tion to the Kaiser industry which 

backgrounds it. 

The advertisement will appear as 
a full page in two colors in No- 
vember, December and January is- 
sues of Life, Saturday Evening 
Post, Time, Newsweek, U. 8. News 
& World Report, Holiday, New 
Yorker, Fortune, Business Week, 
Sunset Magazine, Fortnight and 
Motor Trend. Black-and-white ver- 
sions have been scheduled for the 
Wall Street Journal and New York 
Times. 

The division also announced that 
it had renewed its contract to spon- 
sor Thomas’ news broadcast Mon- 
day through Friday over the CBS 
radio network. The program was 


launched in June. 
oa * + 


L-M on Coast TV Show 


Lincoln-Mercury helped inaugu- 
rate a weekly program on how 
|advertising affects the consumer 
|over Television Station KRCA in 
|Los Angeles. 
| Taking part in the program were 
|George Coats, regional sales man- 
| ager for Lincoln-Mercury and Fred 
| Jennings, president of the Los An- 
|geles Lincoln-Mercury Advertising 
| Assn. 











* k * 


Pontiac Names Emerick 


Appointment of Robert W. Em- 
erick as director of public relations 
for Pontiac Motor was announced 
last week by Rob- 
ert M. Critchfield, 
general manager. 

Emerick has 
been with Gen- 
eral Motors’ pub- 
jlic relations 
|department for 
more than 16 
|years. Since 1947 
|he has been re- 
gional public re- 
lations manager , 
in Indianapolis. .?, oo 

A former pro football player with 
the Detroit Lions and the Cleveland 
Rams, Emerick joined the Fisher 
Body advertising department in 
1934 and was assigned to the Fisher 
Body Craftsman’s Guild. At one 
time he was advance man for GM’s 
“Parade of Progress.” 

7 a * 


Names 

Edgar E. Peck, formerly an ac- 
count executive with David O. Al- 
|ber Associates, has joined the pro- 
motion department, of Look maga- 
|zine as circulation promotion man- 
ager. 





LICENSE PLATE 
FASTENERS 


ON AND OFF WITH A 
QUARTER TURN 


Heavy %-inch bolt 
(with T-head and square on 
shoulder) fastens license plaie securely in 
place. Will not lose off. 

PLATED TO PREVENT RUST 
No. 51 Acorn Nut Type..........00.00. each .25 
No. 51W Wing Nut Type 

Dealer Cost 


(Packed 12 to Box) 
Money-Back Guarantee 
IMMEDIATE DELIVERY 


If Your Jobber Cannot Furnish, Order Direct. 
Write today for free catalog of over 200 
Houser service items. 
HOUSER Engr. & Mfg. C 
Bluffton Indiana 





PRODUCTS 
SELL YOUR BEST RURAL 
CUSTOMERS THROUGH 


Country 


leader in Automotive Advertising 


Where Automotive Ownership 


Is Greatest 























Lawsuits Affecting Dealers... 





Court D 


By Leo T. Parker 
Attorney at Law 

peep mares to a late higher 
+4& court decision, a recorded chat- 
tel mortgage voids a garageman’s 
lien for repairs on an automobile. 

For example, in City Finance Co. 
vs. Fisher, 257 S. W. (2d) 1, it was 
shown that one Fisher purchased 
an automobile and on Nov. 27 a 

chattel mortgage lien was duly re- 
corded on the title certificate issued 
in the name of Fisher. 

On Dec. 20, 1951, Fisher had 
repairs made by one Perry, a ga- 
rageman, who had no actual 
notice of the prior chattel mort- 
gage. The garageman refused to 
deliver the car to either Fisher or 
the finance company until his re- 
pair bill was paid. 

In subsequent litigation, the high- 
er court held that the garageman 
must deliver possession of the car 
to the finance company. The court 
said: 

“Perry was charged with knowl- 
edge of the law. In the exercise of 
ordinary care, he should have re- | 
quested Fisher to exhibit his cer-| 
tificate of title. The suit of City} 
Finance Co. will be sustained, and | 
it adjudged entitled to the posses- | 
sion of the automobile by reason of 


its superior lien.” 


* * * 


Minor Not Responsible 


L ppeoeratited the past weeks several 
automobile dealers wrote me 


Dodge Winds Up 


Mechanic Training 
On PowerFlite | 


DETROIT. — Dodge is approach- | 
ing completion of a nationwide | 
training program for 8,000 dealer- | 
ship mechanics in | 
the maintenance | 
and servicing of | 
the PowerF lite | 
transmission, B. | 
B. Settle, Dodge | 
director of serv-| 
ice, announced | 
last week. 

The program, 
Settle said, has | 
been spearheaded | 

—— by the operation | 
B. B. Settle of 27 factory- 
sponsored schools in principal 
| cities and 17 traveling schools, at 
| which factory service experts han- 
| dled the instruction. 
| Settle said Dodge’s experience in 
| training dealership mechanics to 
service PowerFlite has been “rela- | 
tively void” of the problems usually 
encountered in the introduction of 
a new engineering advancement. 

He credited this experience to 
“all-out cooperation on the part of | 
Dodge dealers in sending their me- 
chanics to the training schools and | 
the simplicity of PowerFlite’s de- 
sign and construction.” 











Davis Takes Post 
In Hudson Sales 


DETROIT.—Appointment of J. R. 
Davis as manager of the Phila-| 
delphia zone of Hudson Sales Corp. | 
has been an-| 
nounced by C. H. 
Calhoun, eastern 
division sales 
manager. 

The Philadel-| 
phia zone is dis- 
tributor of Hud- 
son cars, parts 
and _ accessories 
in the _ eastern 
sales area of 

, Pennsylvania, 
J. BR. Davis northern New 
Jersey, and Delaware. 

A veteran of 26 years in the auto 
business, Davis formerly served as 
eastern division manager for the 
Kaiser-Frazer Corp. Prior to that, 
he was sales representative for 
Ford Motor Co. in the eastern 
region. 


C. J. M. Loses $3,700 


Thieves stole $3,700 in currency 
and checks from C. J. M. Motor 
Sales Co. (Chevrolet), Edgerton, 
Ind. C. J. Maxton, Butler, Ind., is 
the owner. 











ecisions 


asking different legal questions rel- 
ative to whether a minor who fal- 
sifies his age, when buying a car, 
can rescind the contract. 

Another question was whether an 
automobile used by a minor to go 
to and from his work is a “neces- 
sity” which makes the minor liable 
on the contract of purchase. Last 
month a higher court clearly an- 
swered these questions. 


For illustration, in Barnes vs. 
Rebsamen Motors, 255, S. W. (2d) 
961, the testimony showed facts 
as follows: One Barnes purchased 
an automobile from the Rebsa- 
men Motors. At the time of the 
sale, Barnes misrepresented his 
age and again falsified it when he 
obtained a marriage license a few 
months later. In both instances 
Barnes stated that he was 22 
years old when in fact he was a 
minor. 


The testimony showed that young | 





linquent in his payments, and that 
the seller and the finance company 
repossessed the vehicle. Barnes 
then sued to recover the total 
amount of his payment. 

+ * + 


Ordered to Pay 


a higher court ordered the fi- 
nance company and the Rebsa- 
men Motors to repay to Barnes all 
the money he had paid on the car 
and refused to hold Barnes liable 
for any rental or other payment for 
use of and depreciations of the au- 
tomobile. The court said: 


“It is error for the chancellor 
| (lower court) to credit such mis- 
| representations in disregard of posi- 
| tive proof of the infant’s true age.” | 

Another important point of law | 

was decided by this higher court. 
The legal counsel for the Rebsa- 
men Motors argued that since 
Barnes used the automobile in | 
going to and from his work the | 
automobile was a “necessity” | 
which resulted in Barnes being 
fully liable on the contract of 
purchase. The higher court re- 
fused to agree, and in this respect 
said: 

“It is said that since Barnes is 
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“I specialize in_ convertibles. 
That’s any model that can be 
converted into cash.” 





recover upon a contract made with 
an infant or to defend the minor’s 


necessary. We conclude that the 


Barnes bought the car on an in-| shown to have had a job, the court weight of the evidence shows the 
stallment basis, that he became de-| may have found the automobile to car not to have been a necessary.” 





big Shek = a 
MEMA Members 
Elect 4 Directors 
To 3-Year Term 


NEW YORK. — Four new di- 
rectors have been elected by the 
membership of the Motor & 
Equipment Manufacturers Assn. 
|for the 1954-56 term. 

They are William Becker, Nation- 
al Machine & Tool Co., Jackson, 
Mich.; H. J. Dunne, Black & 
Decker Mfg. Co., Towson, Md.; 
| Harold F, Griffin, Griffin Lamp Co., 
Hamilton, O., and Harry La Tow- 
sky, E. I, duPont de Nemours & Co., 
Wilmington, Del. 
| Among present directors are J. 
H. Coolidge, Thompson Products, 
Ine., Cleveland; T. P. Harris, Chi- 
|cago Pneumatic Tool Co, New 
York; E. G. Heeren, Permatex Co., 
Brooklyn, N. Y., and J. H. Humble, 





| be a necessary. One who seeks to| Kester Solder Co., Chicago. 


Others are L. W. McBride, 
Wagner Electric Corp., St. Louis; 


| suit to disaffirm has the burden of |B. M. Muchmore, Scovill Mfg. Co., 
| proving that the article sold was a Brooklyn, N. Y.; E. J. Muldoon, 


New Britain Machine Co., New 
Britain, Conn., and W. S, Sherman, 


!Sherman-Klove Co., Chicago. 
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In Philadelphia nearly everybody reads The Bulletin 


Advertising Offices: Philadelphia, Filbert & Juniper Sts.; New York, 285 
Madison Ave.; Chicago, 520 North Michigan Ave. Representatives: Sawyer 
Ferguson Walker Company in Detroit * Atlanta * Los Angeles * San Francisco 


Shoot your advertising arrows 

at the Greater Philadelphia Market— 
each shot in The Evening Bulletin 
does triple duty! 


In the Greater Philadelphia Market 


The Evening Bulletin is the daily 
newspaper with the largest circulation 


*Sometimes called “Delaware Valley,” 


of the World,” and 


“The New Eastern Industrial Metropolis.” 
Take your choice—it’s still the 

Greater Philadelphia Market and 

The Evening Bulletin is the daily 
newspaper with the largest circulation. 
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36 aeons enone 
Va. Dealer Gets 
Prison Term for 


Income Tax Fraud 


NORFOLK, Va.— William Jen- 
nings Peebles, Ford dealer of South 
Norfolk, has been sentenced to six 
months and one day in prison for 
income tax evasion. He also was 
fined $20,000. 

The grand jury last spring re- 
turned a two-count indictment 
against Peebles, The first count ac- 
cused him of listing his 1946 net 
income at $56,598. The Government 
said his income was $76,006. 





The second count charged | here. 
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| Peebles with a fraudulent return 


for 1947 when he claimed his net 
income was $93,736, whereas the 
Government said it was $126,184. 
Witnesses testified that Peebles’ 
books were altered by having pay- 
ments made to his employes, who 


returned the “bonuses” to the com- | 


pany, except for small sums they 
were allowed to retain. 


Peebles was convicted in May, 
but sentencing was delayed when 
he claimed he was so ill that im- 
prisonment would have a danger- 
ous effect on him, The judge at 
that time ordered that he undergo 
a thorough examination at the U. S. 
Public Health Service Hospital 


A PROVEN AND SUCCESSFUL METHOD 

OF SERVICE MERCHANDISING AND SOLICITATION 
that will help you build enthusiastic customers today, who will 
tell others about you and your product tomorrow. 


For detailed information write or call: 


BRadshaw 2-3441 


NU ORM Plans, inc., 1015 S. La Cienega Bivd., Los Angeles 35, California 





EXTRA PROFIT FROM EVERY 
CAR SOLD OR SERVICED 




















The test of any accessory is how 
well it repeats year after year. An 
overwhelming percentage of car 
owners who have had Ventshades 
installed on one car want them on 
every car they buy. That is one of 
the reasons why Ventshades con- 
tinue to produce handsome profits 
for dealers who sell them. Sell 
them yourself and see. 


Ventshades are the original rain 
and sun shields. Avoid substitutes. 


Contact your Ventshade wholesaler or 
write direct for complete information 
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N ATLANTA'S FINEST 






THESE FEATURES 
SELL VENTSHADES 


© Open-window ventilation 
when it rains or snows 


© Safety from exhaust fumes 
© Less fogging of glass 

© Shade from the sun 
@ More comfort the year ‘round 
© Added beauty for the car 


© Quick, easy installation. indi- 
vidual designing for each make 
and model assures accurate fit 


© Made to meet exacting stand- 
ards of cor manufacturers. 
© Won't rust or rattle 






AUTO VENTSHADE COMPANY « CHAMBLEE, GEORGIA 


INDUSTRIAL SUBURB 
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Ridgway Inspects Cadillac's Tank Plant— 


Under the guidance of Don E. Ahrens (right), general manager of Cadillac, Gen. 
and Mrs. Matthew B. Ridgway start on an inspection tour of Cadillac's Cleveland 
plant, which produces the T41-E1 Walker Bulldog light tank that played an important 
role during the Korean War. Ridgway was commander of the Eighth Army in Korea 
| and later commander of all Far East forces. He is now Army chief of staff. 


Most Nash Prices Cut 


But Two Models in Statesman Series Are Up; 
Reductions Range from $13 to $160 


(Continued from Page 1) 





| new Rambler Custom four-door, | changed in price from last season. 
with a 108-inch wheelbase, is | Hydra-Matic is available on all 
| $2,175. |models at $178.85; overdrive on the 

A third new entry in the Ram-| Rambler and Statesman, $103.50; 
bler lineup, the Rambler Super two- | Overdrive on the Ambassador, 
door Country Club sedan with | $112.25, and the Le Mans engine on 








Minnesota Warns 
Not All Gadgets 
For Car Are Legal 


ST. PAUL, Minn. — Minnesota 
drivers who have an itch to buy 
gadgets for their cars had better 
make sure that they are legal be- 
fore purchasing them, the Minne- 
sota Highway Patrol warned last 
week. 

Many potentially dangerous de- 
vices are being sold in the state, 
the patrol said. 

One of the contraband items is 
the chrome shield that covers half 
of the headlight. 

Another is the three-light sema- 
phore signal to be hung in the rear 
window of a car. Minnesota law 
makes no provision for approving 
this type of lamp; the green lens 
to the rear is sufficient in itself to 
constitute a violation, 


| Detroit, 


hardtop styling, is $1,945. 

Four other Rambler models have | 
been cut back $23.90 to $57.60, with | 
|the smallest reduction applied to | 
the Rambler Custom station wagon 
and the largest to the Rambler | 
Super Suburban. 

* * oa 
[HE price of the Statesman| 

Custom four-door sedan has 
been raised $30.30 and that of the 
two-door Country Club _ sedan, 
$34.80. The Statesman Custom two- 
door sedan has been discontinued, 
as has its counterpart in the Am-| 
bassador Custom series. 

Except for the Statesman 
Super four-door, whose price 
merely was rounded off by the 
elimination of a cents figure, all 
models in the Statesman Super, 
Ambassador Super and Ambassa- 
dor Custom classifications came 
in for reductions, 

The smallest of these, $13.55, was 
made on the Statesman Super two- 
door. The biggest, $160.75, was 
made on the Ambassador Super 
two-door. 





* * * 


ASH’S redesigned power steer- 

ing, optional at $139.50 on 
Statesman models and $149.50 on 
the Ambassador, is among the 
lowest-priced in the industry. For 
1953, Nash had one of the most 
expensive power-steering units at 
$192.40 on its Ambassador. 

Power brakes, a new option for 
Statesman and Ambassador cars 
equipped with Hydra-Matic, are 
priced at $39.25. 

Other Nash equipment 





is un- 


Roos Opens Office 
As Consultant; 
To Aid Vance 


TOLEDO. — Delmar G. Roos, 
active in the automotive engineer- 
ing field for more than 40 years, 
last week an- 
nounced that he 
has opened his 
own consulting 
engineering 
service in Toledo. 
Also on Jan. 1, he 
will assume as 
part-time activity 
the position of 
technical con- 
sultant to H. S. 
Vance, president 
of Studebaker. 

Roos was director, vice-president 
and engineering consultant of 
Willys-Overland Motors, Inc., until 
last June. Previously he served as 
engineering vice-president, and at 
one time headed the Willys-Over- 
land plant here. 

Roos will continue as consultant 
and member of the board of Baker 
Brothers Machine Tools, Toledo, 
and director of Form-Sprag Co., 
manufacturer of trans- 





D. G. Roos 





mission clutches. 

Roos’ design of General Persh- 
ing’s Locomobile staff cars in 
World War I, and the design of 
the Willys Jeep in 1940 are perhaps 
the most widely known of his pro- 
fessional accomplishments. 


the Ambassador, $192.50. . ° 
._ -. = ixtra Quality 


at No Extra Cost! 


CHROME NAME PLATES 


POLLOWING is a complete list 
of Nash advertised-delivered 


prices: 
— a ER 1953 Die-cast and triple-plated. 
4-door sedan $1,995.00 None Original designs. Sketch submitted. 
Sune en: cae no Minimum quantities available. 
urban 1,945.00 $2,002.60 
RAMBLER CUSTOM Write for FREE Sample and details. 
|4-door sedan $2,175.00 None 
Hardtop sedan 2,095.00 $2,125.00 
Convertible 2,125.00 2,150.00 eo 4 os 
Station wagon 2,095.00 2,118.90 PRECISION CASTING co 
STATESMAN SUPER 
4-door sedan $2,178.00 $2,178.35 oA ee TL 
2-door sedan 2,130.00 2,143.55 Phila. 45, Pa., Dept. A 


STATESMAN CUSTOM 





4-door sedan $2,362.00 $2,331.70 | ~ 
| 2-door sedan None 2,309.50 
Hardtop sedan 2,463.00 2,433.20 
AMBASSADOR SUPER 
4-door sedan $2,412.00 $2,557.40 
2-door sedan 2,360.00 2,520.75 
AMBASSADOR CUSTOM 
4-door sedan $2,595.00 $2,716.45 
2-door sedan None 2,695.00 
Hardtop sedan 2,730.00 2,828.60 


Court Upholds 


Prestone Price 


NEW YORK.—Union Carbide & 
Carbon Corp. is taking legal action 
against dealers who sell Prestone 
antifreeze at less than fair trade 
minimum prices. A case in New 
York State has already been de- - 
cided in favor of the antifreeze “\)s 


manufacturer, and legal actions es ; a 
ding i 1 other states. LUXURIOUS OUTDOOR FUN 
are pending in several other states sian ean Waa. ee Ge 


The company has obtained an 
injunction enjoining E. J. Korvette SEA FOR YOUR VACATION 
Co., Inc., from selling Prestone in Enjoy fabulous Florida outdoor life 
New York State at less than the| in oy . pee brick 
fair trade minimum price, and a| — Seand {loot wiles, bath, com, 
temporary restraining order has and 3 bedroom villas slightly higher. 
been issued against the A & A Food Same rates year round. ight at the 
Store, Greenville, S. C. Atlantic Ocean mney beaches oe 
‘ : tesort amusements, shopping center, 
‘ Complaints have been filed bring- playgrounds for aiies tee them 
ing suit against Windsor Fifth along. Free car parking. PRIVATE 
Avenue, Inc., operating retail ap- COUNTRY CLUB privileges for all 
pliance stores in 10 New Jersey guests—golf, tennis, swimming pool, 
communities, and against Jakes dining dancing. 
Auto Parts Co., Denver. Free booklet. Write today. 
A company spokesman said that 
the company intends to take action 
against violators of the fair trade 
laws, for the protection of the 
majority of dealers who are selling 
the product at the established fair 
trade prices. 
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Special Service é 
Ad Agency Builds Program 


For Dealer Openings 

NEW YORK. — Campbell-Ewald 
Co., through its office here, has 
worked out a specialized advertis- 
ing and public relations program 
for the December openings of two 
new Chevrolet dealership buildings. 

The advertising agency’s program 
covers every phase of promotion 
from teaser ads and press stories 
to opening-day ceremonies. 

The buildings involved are being 
erected by A. C. Chevrolet Co., 3085 
Hudson Blvd., Jersey City, and by 
Benson Chevrolet, Eighty-sixth St. 
and Sixteenth Ave., Brooklyn. 
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By Virginia Dealers... 





Makers Urged to Gear 
Output to Demand 


RICHMOND, Va.—The Automo- 
tive Trade Assn. of Virginia last 
week strongly urged automobile 
manufacturers to gear their pro- 
duction to the “natural laws of 
supply and demand.” 

In a resolution adopted at the 
organization’s three-day conven- 
tion, the dealers said that over- 
production and poor distribution 
have created chaos in the indus- 
try. 

Production and distribution 
should permit a reasonable profit 
to the dealers without forcing them 
to resort to misleading advertising 


advertisements appearing recently 
have offered “exorbitant discounts 
and unreasonable tradein allow - 
ances, many of which are gross 
misrepresentations and highly un- 
ethical.” 

Such advertising, the delegates 
said, is rapidly destroying public 
confidence in dealers, manufactur- 
ers and their products. 

The misleading advertising was 
blamed on the overproduction 
and maldistribution of “some 
manufacturing segments in an 
effort to further their own im- 
mediate corporate ambitions 


aatTe LoVe 
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offers you 


UU COA Vilselaslatl 


We will personally discuss 
with you the problems of 
your shop, the corrective 
measures that must be 
taken. Train your entire 
shop personnel, guarantee 
to increase your customer 
paid labor sales or youowe 
us nothing. As manufac- 
turers, we offer you direct, 
e 
th purpose alone, ha 
the highest known 

of quality, in two complete 
packages, for the large 
dealer or smaller service 


it. program 
meets and goes beyond the 
requirements of all 
factories, Write us today 
and we will arrange an ap- 
pointment with a man that 


a designed for 





without any regard for the ulti- 
mate welfare of the large major- 
ity of retail automobile dealers.” 


A resolution was also passed , . ‘ 
urging that dealers place orders for | John Dykstra (right), Ford Motor Co. vice-president, shows Henry Ford II (center), 


new cars and trucks in amounts president, and Ernest R. Breech, executive vice-president, the first J-57 turbo-jet engine 
consistent with their ability to sell | built by the Ford aircraft engine division in Chicago. The engine, which is described 


Ten of 15 Dealers 
o e 

Win City Posts them within their own trade area | as the most powerful aircraft engine in production, will be used on the Boeing B-52 

“at a fair and reasonable profit.” jet bomber and other aircraft. 


In Utah Elections |—— sed 7 


SALT LAKE CITY.—Ten Utah 
automobile dealers were elected to 
office in the recent municipal elec- 
tions. Five other dealer-candidates 
were defeated in their election bids. 

The following five dealers were 
elected mayors of their cities: Steve 
Diamanti (Ford), of Helper; L. R. 
Burr (Chevrolet), of Ephraim; 
Raymond Jiacoletti (Chevrolet- 
Buick), of Heber City; Calvert. C. 
Bell (Dodge-Plymouth), of Monroe, 
and Edway Redd (Chevrolet), of 
Monticello. 

Five dealers were elected council- 
men of their towns. They are: Fin- 
lay Wilkinson (Buick), of Bounti- 
ful; John C. Hinckley (Dodge-Plym- | 
outh), of Ogden; H. Marvin Jones | 
(DeSoto), of Cedar City; Les A.| 
Bundy (Buick), of Brigham City, 
and Fred V. Washburn (Ford-Mer- 
cury) of Vernal. 

The unsuccessful candidates were | 
O. T. Barrus (Buick), of Toole; O. 
R. McKinlay (Chevrolet), of Rich- 
field; Chad Spor (Buick), of Delta; 
Glen Tipton (Ford), of Springville, | 
and William Slaugh (Cadillac-Pon- | 
tiac), of Vernal. 


and unethical merchandising, the 
resolution stated. 
The dealers said that new-car 


will not waste your time. 


FLASH-A-CALL 
SERVICE CONTROL SYSTEM 


1112 South Wabash Avenue 
Dept. AN-72, Chicago 5, Illinois 


Ford's First J-57 Turbo-Jet— 

















Jury Duty 
(Continued from Page 6) | 


or creed is not important, he 
added, 

“It was my good fortune,” Kay 
continued, “to hear a colored de- 
fense attorney ably defend a white 
person in a criminal case and win 
an acquittal. Likewise, a young 
woman attorney defended two col- 

| ored boys and pleaded their cases 
| so well she was able to convince 
| the judge of their sincerity and 
| they were placed on probation.” 

He declared that tolerance can 
be observed at its finest in court, 
where one can watch a judge give 
a defendant every possible chance 
to change his way of living and 

become a good citizen. 
| Remarking that the low pay ($5 | 
| a day) was a major cause of the 
refusal of men to serve on juries, 
Kay said, “There are many em- 
ployers in Columbus who pay their 
employes for the time they serve 
on juries. This is a good service to 
the County and to society.” 

He continued, “We have only 





L-O-F Super:Fine Fiber-Glass is installed 
throughout modern cars to provide greater pas- 
senger comfort and safety. Super-Fine is highly 
efficient sound and thermal insulation. 


Your tinal step in muting 
high-frequency engine noise! 


further support your continuing effort to offer cus- 
tomers engines that speak only in whispers and auto 
bodies that offer increased passenger comfort. 


The successful effort to quiet an engine begins with 
attention to moving parts, and ends with a blanket of 
L-O-F Super-Fine Fiber-Glass installed under the 


135 employes in our firm, but if 
any are called for jury service 
we will see that they receive their 
regular wages while serving. 
Closing the letter, Kay thanked 
the judges, jury commissioners and | 
court bailiffs for their help. 








ANTI-FREEZES 


hood and on the fire wall. There are few owner satis- 
factions to compare with an engine that never speaks 
above a whisper. 

Inherently suited to those applications, L-O-F 
Super’Fine muffles high-frequency engine noise, tire 
whine, airstream whistle, helps block heat passage 
into car body. The glass fibers resist fire, oil, grease and 
most acids. 

Other applications of L-O-F Super: Fine Fiber-Glass 
—liners in roof, under package trays, on dashboard— 


On your production lines, featherweight L-O-F 
Super:Fine is easily handled, quickly applied without 
lost motion. Of course, it almost goes without saying 
that you can depend on Libbey-Owens:Ford, with 
its long automotive experience, to deliver top-quality 
Super’ Fine Fiber-Glass right on schedule. 

For further information, call L*O-F’s Detroit office, 
610 Fisher Building, TRinity 5-0080. Or write us for 
the names of Hoodliner-Kit suppliers. Libbey-Owens: 
Ford Glass Co., Fiber:Glass ivision, 5113 Wayne 
Building, Toledo 3, Ohio 


LIBBEY-OWENS-FORD GLASS COMPANY 


SELL YOUR BEST RURAL 
CUSTOMERS THROUGH 


L O a FIBER-GLASS DIVISION 
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Used-Car Auction Prices 


(Continued from Page 24) 


CHRYSLER — '53 NY Deluxe 4-dr., 
200* (ps). 

DODGE—’50 Wayfarer 2-dr., 
net 2-dr., $665*. ‘47 Deluxe 2-dr., $220. 

FORD —/’53 Victoria, $1,645*; Ranch 
Wagon, $1,750. °52 Victoria, $1,400. ’51 
(8) conv., $740; Victoria, $1,055*. 

KAISER—’53 2-dr., $935. 

MERCURY—’53 Monterey 2-dr., $2,215. 

OLDSMOBILE — ’53 (98) 4-dr., $2,550* 





$2,- 
$400; Coro- 


$975, ‘50 Deluxe sedan, $450. "49 Special 
Deluxe sedan, . *48 Special Deluxe 
sedan, $350. 

PONTIAC — '52 Chieftain (8) sedan, §1,- 
430°. '50 Chieftain (8) sedan, $825, $800; 
(6) sedan, $680. '46 (8) sedan, $165. 

STUDEBAKER—’53 Champion sedan, $1,- 
650. °48 Commander sedan, $250; Cham- | 
pion sedan, $220. 


WILLYS—’51 Jeep station wagon, $690. (ps). ’51 (98) Holiday, $1,395*. '49 (76) 
2-dr., $505. 
FT. WAYNE PACKARD—'50 4-dr., $455*. 
PLYMOUTH—’'54 Belvedere 4-dr., $1,865; 


(Carl Marker’s Auto Auction, Sale every Savoy 2-dr., $1,740. '51 Cranbrook 2-dr., 
Tuesday. Prices are for sale of Nov. 11.) $750. 

(Not much change in market. Holiday | PONTIAC—’'53 (8) 2-dr., $1,660*. ‘51 (8) 
slump in number of cars but bidding was sedanet, $1,300*; 4-dr., $780. °49 (6) 
brisk. Sold 97 cars out of 129 offerings.) 4-dr., $540*, $506*; 2-dr., $710. '48 (8) 
BUICK — ’53 Super Riviera 2-dr., $2,080*. club coupe, $400*; (6) sedanet, $450°. 
"61 Special 4-dr., $1,000; Super 2-dr., '47 (8) coupe, $230*. ’46 (6) club coupe, 
$1,050*. '49 Special 2-dr., $475. $190. 

CADILLAC—’53 (62) convy., $3,995* (ps). | STUDEBAKER — '52 Commander 4 - dr., 
o- ay 4- dr., $2,685* (ps). ‘47 (62) $825; Champion 4-dr., $860, $795. °50 
Commander 2-dr., $585; 4-dr., $520*. '47 
CHEVROLET — 562 SL Deluxe 4-dr., $1,- | Commander 4-dr., $260, $105. 
100, $945. °51 SL Deluxe 4-dr., $820", | 
$750, $740; 2-dr., $900; club coupe, $830. DANVILLE, VA, 


"50 SL Deluxe 4-dr., 


$685, $615, $485, , 
$650*; 2-dr., $670. (Danville Auto Auction, Sale every Wed- 


st ' nesday. Prices are for sale of Nov. 11.) 
(Activities and sales very good. Sold 

53 cars out of 77 offerings.) 

| BUICK—’51 Super 4-dr., $1,105. 
4-dr., $440. 

CHEVROLET—’51 FL Deluxe 2-dr., $850 


Clark Names Dealers 


Handling New Lines 
BUCHANAN, Mich.—Clark 


"49 RM 





CHRYSLER—’51 Windsor 4-dr., $780. 
Equipment Co., manufacturer of rorD—'52 Custom (8) 2-dr., $1,280, $1,- 
materials - handling equipment, has | 00. 51 Custom Fe $880, $1705 
.| Deluxe (8) 4-dr., » 3 ‘ustom (8) 
announced that its dealer organiza Q-dr. $700, $480. °48 Special Deluxe 
tion in the east will handle the | 2-dr., $415. ’47 station wagon, $180; (8) 
firm’s new Ross straddle carriers | 7s yee te. {> ><; =? a tene. 
| (8) 2-dr. "40 (8) 2-dr., $335, 
oo truck lines. $265, $240, $230, $120; 4-dr., $210. 
Clark dealers affected are Ma- | meRCURY ——'53 4-dr., $1,705. °49 4-ar., 
terials Handling, Inc., Pittsburgh; . i. sae: ¥ A #460. am +o as 
| —’ ) 4-dr., 2 : a 
Fallsway Spring & Equipment Co., | (gs) ar. $915. °47 2-dr., $280. "41 
Baltimore; C. E. Reutter Corp., 4-dr. 
New Haven, Conn.; Rushmore, PACKARD 51 4-dr., $930. '34 4-dr., 
Weber & Case, Inc., Latham, N. Y., | »932° 
e ’ . teak PLYMOUTH—’51 Belvedere 2-dr., $815. °41 
and Brodie Industrial Trucks, Inc.,| 2-ar., $100. : . 
of Malden, Mass., and Buffalo. oq 51 (8) 2-dr., $990. "48 (8) 
r., $135. 
Clark acquired Ross Carrier Co. | wisckLLANEOUS —'53 Henry J 2-dr., 
last May. $490. 


even MORE sales power 
for you in Oregon 
..- With the Oregonian 


Now your advertising dollar packs even more 
sales punch when you buy The Oregonian. New- 
est circulation statistics prove The Oregonian 
leads by an even greater margin. 


The Oregonian LEADS Second Paper 40,764 Daily 
79,781 Sunday* 
Oregon's Growing Newspaper 


the Oregonian 


PORTLAND, 
229,004 Daily — 289,542 Sunday 


Represented Nationally By Moloney, Regan & Schmitt, Inc. 


*Source: ABC Publisher’ Statements for 6 mos. ending 
March 31, 1953 
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how to beat '54 sales quotas 
Special Offer to Dealers 


SELLING THE NEGRO MARKET 























GO" stimulates the sale of 
NEW & USED CARS 

““GO" adds mileage to present 
cars; brings them back to 
showrooms quicker 

“GO" is a Christmas gift that 





builds lasting goodwill 






Contains over 1800 hotels, motels 
and places of interest in the U. S., 
Canada, Alaska and Mexico, where 
Negroes are welcome. 


SEND CHECK WITH ORDER 
ANDREW F. JACKSON 







LIMITED EDITION OFFER 
EXPIRES DECEMBER 15TH 
QUANTITY PRICES 
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918 F. St., N.W., Washington 4, D.C. 
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FARGO, N. D. 

(Tri-State Auction Co, Sale every Thurs- 
day. Prices are for sale of Nov. 12.) 

(Clean cars are bringing good money. 
Sold 40 cars out of 78 offerings.) 
BUICK — '50 Special sedan, $510*. ‘47 

Super sedanet, $150; sedan, $335. 
CHEVROLET—'52 SL Deluxe Bel Air, $1,- 


230°. ‘51 SL Deiuxe station wagon, 
$1,050. 50 SL Deluxe sedan, $550; %-ton 
panel, $410. 


DeSOTO—'47 Custom sedan, $225, $200. 

DODGE — ’49 Meadowbrook sedan, $50, 
Custom sedan, $555. ‘48 Deluxe sedan, 
$235. '47 Deluxe sedan, $2U0. 

FORD — '53 Custom (8) Victoria, $1,615; 
Main (8) sedan, $1,235. '52 Custom (8) 
sedan, $1,140". ‘51 Deluxe (8) sedan, 
$825. '50 Deluxe (8) sedan, $740. ‘49 
Custom (6) sedan, $380, 2 at $355. '46 
Deluxe (8) sedan, $10. 

FRAZER—’'48 Manhattan sedan, $190. 

HUDSON—’'49 Commodore (6) sedan, $205. 

MERCURY — ‘49 4-dr., $590. ‘47 «club 
coupe, $235; conv., $250. 

NASH—’51 Ambassador sedan, $830*. 

OLDSMOBILE—'50 (88) sedan, $655*. 

PLYMOUTH—’'51 Cambridge sedan, $825. 

PONTIAC—’50 Chieftain (6) sedan, $645". 
‘49 Chieftain (6) sedan, $595*. 


ALBANY 


(Tim Anspach Auto Auction, Sale every 
Monday, Prices are for sale of Nov. 9.) 


(Today’s market showed a bit stronger 
on all kinds except brand new cars, Good 
sale, Sold 105 cars out of 133 ofterings.) 


BUICK — '50 Special sedan, 
RM sedan, $830*. "49 Super sedan, $490. 
'47 RM sedan, $3v0. 

CADILLAC—’50 (62) sedan, $1,675". 

CHEVROLET — '53 (210) sedan, $1,600, 
$1,520*; Bel Air sedan, 2 at $1,600, 
$1,480; sport coupe, $1,700. ‘52 SL 
Special sedan, $88v; SL Deluxe sedan, 
$1,275*, $1,200*, $1,060". 
sedan, $810; SL Deluxe sedan, $825; 
conv., $810, $750. '50 FL Deluxe sedan, 
$805; club coupe, $690*; %-ton pickup, 
$415. °49 SL Deluxe sedan, $390; FL 
Deluxe sedan, $430. '48 aerosedan, $490; 
SM club coupe, $400. ‘47 aerosedan, 
$420. '46 SM sedan, $240. 

CHRYSLER—’'47 Windsor sedan, $305*. 

DeSOTO — '53 Fire Dome sedan, $1,900*. 
’50 Custom sedan, $910", 

DODGE — ’54 Royal sedan, $2,280*, °53 
%-ton pickup, $770. '52 Coronet sedan, 
$1,170*. °49 Custom club coupe, 
sedan, $500. 
Custom sedan, $230. 


FORD—’52 Custom (8) sedan, $1,250; (6) | 


sedan, $890; Crest (8) sedan, $1,220. '51 


Custom (8) sedan, 2 at $880*, $740*; 
conv., $900; Deluxe (6) sedan, $760; 
Custom (6) sedan, $680; Deluxe (8) 
sedan, $720. 


$860, $800*; | 
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’51 SL Special | 


$540°; | 
’48 Custom sedan, $400. '47 | 


HUDSON—’49 Super (6) sedan, $180. °47 | 


Commodore (6) sedan, $175. 
(8) sedan, $120. 

LINCOLN — '52 Monterey sedan, $1,567*. 
°50 sedan, $650. '49 conv,, $415*; sedan, 
$530, $520*; club coupe, $510. ’46 sedan, 
$280. 

NASH—’53 Ambassador sedan, $2,050*. ‘52 
Statesman sedan, $925. ‘50 Statesman 


220. ’48 (76) club coupe, $400*. 
PLYMOUTH — '54 Belvedere sport coupe, 
$2,240*. '49 Special Deluxe sedan, $560. 
"47 Special Deluxe sedan, $220, $175. 
PONTIAC — ’53 Chieftain (8) sedan, §2,- 
175, *51 Chieftain (8) sedan, $1,110. 
STUDEBAKER — ‘51 Commander sedan, 
$550*. '50 Land Cruiser sedan, $460*. ‘49 
Commander sedan, $490. 
MISCELLANEOUS — '53 Henry 
sedan, $800. 


LOS ANGELES 


(Los Angeles Auto Auction. Sale every 
Thursday and Tuesday. Prices are for sales 
| of Nov. 5 and 10.) 


(Demand off on higher priced units. 
| Price off approximately $50 on average 
cars, Extremely clean cars in good de- 
mand and rough cars not moving at any 
price. Sold 337 cars out of 643 offerings.) 


"52 (60S) 4-dr., $3,- 
"51 (62) 
$2,265", 


coupe, $4,100* (ps). 
470* (ps); coupe, $3,305* (ps). 
4-dr., $2,260*. °50 (62) coupe, 
2 at $2,195*, $1,960; (60S) 4-dr., 
040*; (61) 4-dr., $1, 795*. '49 (62) 4-dr., 
$1,340*, $1,270*. 
CHEVROLET — '53 Bel 
$2,260*, $1,890*; 4-dr., $2,125*, 
(ps); 2-dr., $1,715; (210) 4-dr., 
$1,475; conv., $1,680; (150) 4-dr., $1,- 
675; 2-dr., $1,190; %-ton pickup, $1,170. 
"52 Bel Air, $1,455*, $1,270; FL Deluxe 
2-dr., $1,160*; SL Special, 2-dr., $965, 
$785; SL Deluxe 2-dr., $975*, $905; 4- 
dr., $930*, $900; %-ton pickup, $655. ‘50 
SL Deluxe conv., $810; 4-dr., $795, 
$790; FL Deluxe 4-dr., $800*. 
DeSOTO—’51 Custom 4-dr., $995*; conv., 
$950. ’°50 Deluxe Carry-All sedan, $775. 
’47 Custom club coupe, $375. 
DODGE—’54 Coronet (8) 2-dr., $2,090. ’53 
%-ton pickup, $1,095. '52 Meadowbrook 


$2,045* 


4-dr., $1,095"; ‘%-ton pickup, $685. ‘49 
Meadowbrook 4-dr., $505; Coronet 4-dr., 
$490 


FORD—'53 Crestline Country Squire, §2,- 
450°, $2,400*, $2,295; Custom (8) 
Country Sedan, $2,420 (ps), 2,415 (ps), 
$1,965; Victoria, $2,350* (ps), 
$2,245*, $2,230*, $2,070*, $2,050* 
960; conv., $2,100*%; Main (8) 
Wagon, $1,900, $1,850; 2-dr., $1,310. '52 
Crestline Country Squire, $1,685; Vic- 





toria, $1,600*, $1,560, $1,475; (8) conv., 
$1,485*; Custom (6) 2-dr., $1,255*. ‘51 
Victoria, $1,245*, $1,120*, $1,070*; (8) 


Country Squire, $1,080; 2-dr., $920, $915; 
Deluxe (6) business coupe, $650. °50 
Custom (8) 4-dr., $820; 2-dr., $565; 
Crestline (8) 2- -dr., $805; Deluxe (6) 2- 
dr., $615; Custom (6) 4-dr., $475; %-ton 
picktp, $510. ‘49 (8) station wagon, 
$810, $675; %-ton pickup, $505; conv., 
$475, $470; 2-dr., $405; (6) 2-dr., $325. 
’47 (6) club coupe, $350; (8) club coupe, 


$275; 4-dr., $220; 2-dr., $180. "46 (8) 
club coupe, $360. 
HUDSON—’51 Hornet 4-dr., $1,075*. ’50 


| Pacemaker conv., $545. '49 Commodore 
(6) 4-dr., $445; Commodore (8) 4-dr., 
$250. '46 Super (6) 4-dr., $175. 

— 4-dr., $715. °47 4-dr., $160, 
150. 

LINCOLN—’53 Capri covpe, $3,420* (ps). 

"S51 4-dr., $900*. ‘50 Lido coupe, $975*. 





’46 Super | 


sedan, $460. '49 (600) sedan, $360*. | 
OLDSMOBILE — ’53 (88) sedan, $2,310*; 
(98) sedan, $2,866*. '52 (58) sedan, §$1,- 


J Corsair 


| BUICK—’52 Super Riviera 2-dr., $1,785*; 

| RM Riviera 4-dr., $1,640* (ps). '51 RM 
Riviera 4-dr., $1,300*; 2-dr., $1,235*, 
$1,130*, °50 Special 4- ar., $880", $665; | 
Sedanet, $725*, $600. °48 Special 4-dr. 
$335. '46 Super 4-dr., $270. 

CADILLAC—'53 (62) conv., $4,550* (ps); | 


$2,- | 


"48 (62) coupe, $1,065*. | 
Air sport coupe, | 


$1,890, | 





Commander 2 dr., 











W. K. BRAASCH 





'49 4-dr., $485; Cosmopolitan club coupe, - MASON ‘CITY, IA, 
$460. 

MERCURY—'53 Monterey coupe, $2,680*, (Lapiner Auction Co. Sale every Wednes- 
2 at $2,675*, gg Coupe, $2,- | day. Prices are for sale of Nov. 11.) 
420; 2-dr., $2,080. '52 Monterey coupe, 
$1,705*, $1,615; Sport coupe, $1,720°, | og. Ammstion Bay sade, not petive. Seid 61 

* be * 4a 

ASH 62 Ambassador 4dr.” $1,430°. °51 | BUICK—'52 Super Hardtop, $1,695%. 50 

nn *s . ial 2-dr., $715, $765. "49 RM 4-dr 
Rambler station wagon, $800. '50 States- Speci: 25°" °87 3-4 5 , 
man Super 2-dr., $585, $405. 49 (600) | $515*, $525*. Super 2-dr., $345. 
4-dr., $365. '47 Ambassador 4-dr., $235. | CADILLAC—’52 (62) 4-dr., $3,190* (ps). 

OLDSMOBILE — '53 eee eo, Gen. "49 (62) 4-dr., $1,345*. 

(ps), $2,775* (ps), $2,520*; (88) Holi- | CHEVROLET—’53 Bel Air 4-dr., $1,890° 
day, $2,750°; Super (88) 4-dr., $2,485"; | (ps), $1,615; conv., $1,865°. "52 sL De- 
2-dr., $2,425*. °52 (88) Holiday, §2,-| juxe 2-dr., $900, $865. '51 SL Deluxe 4- 
190°. ’50 (98) Holiday, $1,295"; (88)| ar. $905*, $875. '50 SL Deluxe 2-dr., 
Holiday, $1,245*; 2-dr., $970*, $955*; | $700, $680, $670. "49 SL Deluxe 4-dr., 
conv., $865*; club sedan, $705*. '49 (88) $460. '48 SM 4-dr., $405 '47 Aerosedan 
club sedan, $775*; 4-dr., $625*. °48 (98) 2-dr., $370. 

conv., $400°*. CHRYSLER—'53 NY 4-dr., $2,265*. 51 

PACKARD—’50 Clipper 4-dr., $540. NY 4-dr., $1,190*; . 4-dr., $1,- 

PLYMOUTH—'54 Belvedere 4-dr., $2,375*; 010*. °48 NY 4-dr., $425*. ; 
Savoy 4-dr., $2,075*; Plaza Suburban, | rorD—’53 Ranch Wagon, $2,025*, $1,875; 
$2,065. '53 Suburban, $1,645; Cranbrook Custom (8) 4-dr., $1,825*; 2-dr., $1,- 
4-dr., $1,495, $1,395. ’52 Suburban, $1,- 505*, $1,480*; Victoria, $1,855*, $1,815*. 
105; Cranbrook club coupe, $1,010; Cam- "52 (8) 2-dr., $925. '51 (8) 2-dr., $805". 
bridge club coupe, $980, $880. '51 Subur- 50 Custom (8) 2-dr., $645*. °49 (8) 2- 
ban, $1,000; conv., $805. r., $530, $515. '48 (8) 2-dr., $255. 

PONTIAC—’53 Custom Catalina, $2,515*, | sUDSON—’52 Wasp 4-dr., $995*; Hornet 
$2,285; (8) 4-dr., $2,250* (ps). '52 (8) 4-dr., $1,175*. 50 (6) 4-dr., $590. 49 
2-dr., $1,465*; 4-dr., $1,325, $1,125. °51| (g) ddr.” $415. 

(8) station wagon, $1,195*; 4-dr., $1,- | mERCURY — '53 4-dr. $2,180*; Sport 
185*; (6) club coupe, $985, $915. '50/ coupe, $2,220*, $1,970.''51 2-dr., $985, 
(8) conv., $960*. $790°; 4-dr., $880°, | $935. ''50 2-dr., $795. '49 2-dr., $615. 
$650*; 2-dr., $860. '49 (8) sedan coupe, | OLDSMOBILE—’51 (98) 4-dr., $1,250*. '48 
$650°, $525°. | (98) 4-dr., $500*. 

STUDEBAKER—’'53 Champion coupe, $1,- PLYMOUTH —’54 Savoy 4-dr., $1,815. °52 
895. °52 Commander 4-dr., $950, ‘51 Cambridge 2-dr., $885, $825. ‘51 Cran- 
Commander coupe, $805*; 4-dr., $750; brook 4-dr., $800. ’49 4-dr., $470, $505. 
Land Cruiser 4-dr., $805*; Champion | PONTIAC—’53 (8) 4-dr., $1,960*, "BO (8) 
4-dr., $505. °50 Champion 2-dr., $640, 4-dr., $730. °48 (8) 2-dr., $410. 
$375; coupe, $605, $590, $580; 4-dr., 2 at | STUDEBAKER—'50 Champion 2-dr., $595. 
$565, $530, $500, $465. '49 Champion | WILLYS—’52 2-dr., $850. 
conv., $550; 4-dr., $300. '48 Land Cruiser | MISCELLANEOUS—-’53 Ford \%-ton pick- 
4-dr., $420, $405; Champion 4-dr., $390; | up, $1,015. ’50 Chevrolet %-ton pickup, 

$385; conv., $385. ' $605. 





Announcing Six New Manuals Featuring 


AUTOMOTIVE 
SALESMANSHIP 


By W. K. BRAASCH 
Dean of Automotive Sales Trainers 
A LIFETIME OF EXPERIENCE 
AT A FRACTION OF ITS REAL VALUE. 


FOR THE FIRST TIME, WE ARE OFFERING A COMPLETE AND DETAILED COURSE 
IN AUTOMOTIVE SALES TRAINING. OUR SIX NEW MANUALS CONTAIN ALL 
OF THE FIELD-TESTED SALES PRINCIPLES WHICH WE HAVE USED SUCCESS- 
FULLY IN TRAINING OVER 50,000 AUTOMOBILE SALESMEN. 


TRY AT OUR RISK 


Money back if not completely satisfied 
ORDER THESE SPECIALIZED MANUALS TODAY! 


Please send me the following NEW MANUALS: 


B 1—The Eight Automotive Success Fundamentals. 


2—The Automotive Selling Process. 
oO a Ways to Find New Prospects. 
() 4—Personality—the Key to Leadership. 
Lt oes Technique of Used Car Salesmanship. 


Mie a eo and Testing Your Sales Talk. 
(J AN six s for only $10.00. 

I itis dicta. gdaquainceikpsasnediinitbencessnsncressebeseinisiila 
I skciccctihinaecctndaressntbcithpeclannaseissieanaaniiennia 


$2.00 


each 
postpaid 








CHROME*CRAFT 
EMBLEMS 





DOUGLAS ALSO 
MANUFACTURES 


SOUTH bd 














Write For Bulletin 610AN — C. L. AMMERMAN CO. 





tractive, Legible, Chrome Plated, 
and Distinctive Designs made by Douglas Crafts- 
men. Write for Free Sample Without Obligation. 
Some Sales Territories Open for Top Salesmen. 


License Frames 


DOUGLAS CO. 


MINNEAPOLIS 4 


OVERHEAD, UNDERFLOOR 
Disappearing & Non-Disappearing 









Finest 
blems Made. 


Advertising Em- 
Permanent, At- 
Individual 













Rear Deck Plates 


MINNESOTA 


EXHAUST 
SYSTEMS 


REMOVE 
® Carbon 
Monoxide 
Soldering & 
* Welding Smoke 


®Paint Spray 
Odors 












Paint Spraying 
Ventilation 








PR ag EAE 






104 Ne. 2 St. 
Mpls. Minna. 
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Station Wagon Joins Line... 


54. Studebakers Bow Today 


What's New: 


Addition of all-steel station wagon .. . 
tedesigned grilles and bumper guards 

. » Larger brakes . . Higher com- 
vression ratio . . . Color-styled interiors 

. » Removable center arm rest for rear 
seats of hardtops and coupes. 

& * * 

oe geen which put its 
\7 1954 models on showroom dis- 
play today (Nov. 23), has added an 
all-steel station wagon to its line. 

The station wagon has been 
named the Conestoga in memory of 
the first overland wagon built more 
than 100 years ago by the Stude- 
baker family. 

Studebaker now has 20 body 
types, all designed by Raymond 





Loewy. 

Exterior lines have been en- 
hanced by further refinements. 
New interior styling is the work 
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A chrome “rub rai 










E Champion Starlite Coupe— 







| hamonizing colors. 















_ New Instrument Clusters— 






Commander instrument panel. 








Chrome Added fo Land Cruiser— 


of Eleanor Le Maire, decorating ex- 
pert and color stylist. 
* 7 aa 


PHOLSTERY fabrics are of- 

fered in four basic color motifs 
harmonizing with the exterior hues. 
Such items as_ steering wheels, 
instrument panels, mouldings and 
carpeting likewise harmonize with 
exterior body colors. Twelve dif- 
ferent solid color options and 10 
two-tone combinations are avail- 
able. 

Other interior features include 
new instrument clusters, removable 
center arm rests for the rear seats 
of hardtop convertibles and coupes, 
and dome lights in the sports 
models. 

Body changes for Studebaker’s 
54 models include new grilles 
with vertical fins — redesigned 


* * * 





Vance, Hoffman Inspect Conestoga Model— 


Harold S. Vance (right), president of Studebaker, and Paul G. Hoffman, board 
chairman, examine the Conestoga, Studebaker's all-steel station wagon for 1954. 
Designed for ‘people who go places”, it is available in both the Champion and 
Commander V-8 series in eight solid colors and five two-tone combinations with 
harmonizing vinyl interior trim. 





that extends from the rear tail lights to the forward edge of 


the front doors and a new hood ornament are among the exterior features of the 
1954 Land Cruiser. It is powered by Studebaker's V-8. 





Reshaped bumper guards give added protection to the restyled grille. The car is 
available in both the Commander V-8 and the Champion. Purchasers have a choice 
of 12 solid and 10 two-tone colors, with interior upholstery and appointments in 





Dashboards of the 1954 Studebakers have been remodeled to blend with the color- 
| styled Interiors. They are painted to harmonize with exterior hues. Shown is the 





bumper guards, and hood orna- 
ments as standard equipment on 
station wagons and all sedans ex- 
cept the custom Champion. 

Chrome “rub rails” extending on 
either side of the car from a point 
near the tail light to the forward 
edge of the front door are standard 
on all regal sedans and Land 
Cruiser models. 





A circular emblem is positioned 
at the forward edge of the rub rail. 
On the Commander it consists of 
a circular chromium ring enclosing 
a gold V-8; and on the Champion, 
a similar ring enclosing a gold 
letter S. Trunk lid handles, with 


integral locks, are of the wing type. 
* * * 


— power steering and 
tinted glass are available on all 
models at slight extra cost. 

Stainless steel window mouldings 
are standard on alk ’'54 deluxe 
models. Die-cast chrome mouldings 
are used on all regal models. 

Foremost among the chassis 
improvements are new and larger 
brakes for both Champions and 

Commanders. These, according to 
intensive engineering tests, pro- 
vide up to one-third greater 
braking power. Front brakes on 
the Champion have been in- 
creased in diameter from 9 inches 
to 10 inches. On Commanders 
front brakes have been increased 
in width by one-fourth inch and 
rear brakes boosted in diameter 
from 9 inches to 10 inches, 

The new brakes are self-center- 
ing and self-energizing and have, 
in addition to greater stopping 
power, increased pedal _ reserve, 
heavier drums, more durable brake 
lining, and labyrinth-type drum 
seals which keep out dirt and mud, 
Studebaker says. Studebaker engi- 
neers say maintenance will be much 
simpler since only one adjustment 
per wheel will be required during 
periodic or relining adjustments. 

* . > 


CCELERATION and per- 

formance have been stepped up 
on both the Champion and Com- 
mander as a result of a 7.5 to 1 
compression ratio in the power 
plants of both cars. It formerly was 
7 to 1. Automatic transmissions on 
Champions now have three power 
ranges in “Drive” position: Auto- 
matic low, intermediate and direct. 
The automatic low gear start 
makes possible much greater ac- 
celeration at low traffic speeds. 

Rear axle ratio on Commanders 
equipped with overdrive is now 
4.27, and on Commanders with 
conventional transmission, 4.09. 

New radiator cores and changes 
in the design and pitch of the fans 
assure adequate cooling even under 
prolonged high temperatures, it is 
said. 

New clutch linkages on cars 
equipped with conventional or over- 
drive transmission make possible 
lower pedal pressure. Riding quali- 
ties of all cars have been increased 
by changes in the valving of shock 
absorbers. 


= * 
Eexs ERR styling of the new| 
Conestoga follows the familiar 





Car Makers Pick 
Exhibit Space 
For Chicago Show 


CHICAGO. — Representatives of 
19 car manufacturers have selected 


their space for the 1954 Chicago) 


Automobile Show and contracted 


for the entire second floor and part) 


of the first floor of the Inter- 
national Amphitheatre. 

The show, to be held March 13- 
21, will be the 46th annual ex- 
hibition for Chicago and the 12th 
under the auspices of the Chicago 
Automobile Trade Assn., Chicago 
dealers and the nation’s automobile 
factories. 

Representatives of the various 
passenger car makes chose their 
space in the following order: Chev- 
rolet, Ford, Buick, Plymouth, Pon- 
tiac, Oldsmobile, Dodge, Mercury, 
Chrysler, Cadillac, Nash, Stude- 
baker, DeSoto, Packard, Hudson, 
Lincoln, Willys, Kaiser and Henry 
J. 

Space for the truck exhibits on 
the first floor of the Amphitheatre 
will be assigned later by the show 
truck committee. M. J. McCarty, 
CATA secretary, is chairman, 
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Studebaker lines, with low, wind- 
swept hood and fender design. It 
is available in both the Commander 
V-8 and Champion series. 

With the two full-width seats in 
use, the Conestoga can accom- 
modate a family of six or seven 
and still provide enclosed hauling 
space of 31% cubic feet. The rear 
seat may be folded flush into the 
floor to provide for three passen- 
gers and an enclosed hauling space 
of 64 cubic feet. 


Maximum overall length of the 
hauling space is 69% inches with 
rear seat folded, to which may 
be added an additional 19 inches 
when the rear door panel is 
lowered to floor level. Minimum 
inside width is 42 inches, 


These dimensions give ample 
room for a bed when the Conestoga 
is used for family vacations or fish- 
ing expeditions. 

All upholstery in the Conestoga 
is vinyl. Blending color schemes 
from floor covering to headliner 


are matched with the exterior 
finish. The Conestogas are avail- 
able in eight solid colors and five 
two-tone combinations. 

* * » 


TUDEBAKER now has 41 

standard combinations of color- 
styled interiors—21 in the sedans, 
16 in the five-passenger coupes, 
and four in the hardtop con- 
vertibles. 

In sedans, coupes and hardtops, 
selection of a particular one of 
12 solid or 10 two-tone exterior 
colors also includes harmonizing 
interior trim, upholstery material, 


| and pattern of weave, as well as 


color of headliner, sun visor and 
carpeting. 

In the hardtop convertible models 
plaited vinyl upholstery in scarlet 
red, golden tan and light tan is 
optional at no extra cost. In the 
sedans and five-passenger coupes 
plaited vinyl upholstery is optional 
at extra cost. All sedans, coupes 
and hardtops have plaited leather 





upholstery optional at extra cost. 





TOW TRUCK EQUIPMENT 
Canfield 
Power and manual operated wreckers in any price range 
There Is A Canfield Wrecker For Any Towing Or Wrecking Job! 


19 MODELS TO CHOOSE FROM 


MODEL XH 700A 


© 7 Ton Capacity 


® Full swivel heads 


© 64” Extension Boom 


No more pulling and lugging on extention boom. Now you can 
extend it mechanically. Strictly a one-man operation. (Pat. App. for). 


POWER EXTENSION BOOM—Model XH-305 


32 Ton Capacity — 360° Swivel Head 
Rig Your PICK-UP for EXTRA PROFITS 


with a low cost 
CANFIELD 
FOLDING 
WRECKER 
=— POWER FOLDING 


Model ST-304 
3 Ton Capacity 


"Its on the truck, but bed is clear" 


In 30 seconds its 
rigged and ready! 


CANFIELD TOW BAR CO., INC. 





6033 E. McNichols Rd. 


Detroit 12, Mich. 


Some Distributor Territories Available 
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Four-Door Rambler Added oe 
Horsepower Increased 
In ’54. Nash Models 


What's New: 


Longer Rambler four-door sedan .. . 
Increased horsepower . . . More optional 
equipment, including power brakes, elec- 
tric window lifts and improved power 
steering. 

> > + 
ASH offerings for 1954, which 
went on showroom display last 
Friday (Nov. 20), are featured by 
a new 108-inch wheelbase Rambler | 
four-door custom sedan. Other} 
Rambler models have a wheelbase | 
of 100 inches. 

Addition of the new model, 
said H. C. Doss, sales vice-presi- 
dent, gives Nash “one of the. 
most diversified lines in the auto- 
motive industry.” 

The continental styling of Pinin 
Farina, Italian designer, continues 
on all 1954 models. Farina’s work 
is characterized by the low, wide 
appearance with fenders above the 
hoodline. 





* * * 


ODELS available in the 1954! 

line are Ambassador and | 
Statesman two and four-door Super | 
sedans and Custom four-door and} 
Country Club hardtop models; the| 
108-inch wheelbase Rambler four-| 
door; and the 100-inch wheelbase 
Rambler Custom series, including 


convertible, station wagon, Country | 
and the Super} 


Club hardtop, 
Country Club hardtop. 


As standard equipment, the 


Rambler four-door carries a con- | 


tinental rear-tire mount, Weather 
Eye conditioned air system, radio, 
electric clock, courtesy lights, di- 
rectional signals, foam cushions, 
custom upholstery and trim and 
other deluxe features, 


Eight inches have been added to| 


the overall length of the new 
model, which totals 193% inches. 
This increases entrance room and 
rear legroom, in addition to boost- 





Canada Finance Firms 


Tighten Grip on Purse 


TORONTO.—A splurge of auto 
buying this year has prompted 
Canadian finance companies to 
refuse many deals they would 
previously have taken in stride. 

“We've still got the money,” 
one finance company spokesman 
said, “but we’re just a little more 
cautious to whom we lend it. 
There are roughly 15 percent 
more applications for car financ- 
ing than last year. The number 
of poor risks is greater, but the 
ratio hasn’t changed.” 

Canadians have bought more 
than $1 billion worth of new cars 
this year and have borrowed 
about $300 million to help pay for 
them, 








Visibility, Safety Stressed— 


| visibility 


ing the capacity of the luggage 
compartment. 
* + & 


i, than 18 square feet of 


glass area provides all-around 
in the new Rambler 
model. The one-piece curved wind- 
shield has an area of five square 
feet, and the wraparound rear 
window has six square feet. Side 
windows have a total area of 7.6 
square feet. 

The die-cast Rambler grille is 
of simple oval design, with a 
single bar which bears the Nash 
crest. 

The Rambler _ four-door is 
powered by a six-cylinder L-head 
Super Flying Scot engine, develop- 


|ing 90 horsepower. It has a com- 


pression ratio of 7.3 to 1, with a 
displacement of 195.6. Changes have 
been made in the connecting rods, 
the main bearing oil seals, the 
crankshaft and camshaft, the ex- 
haust manifolding and the ignition 
system. 

* * * 
YDRA-MATIC and automatic 
overdrive are available as 

optional equipment. 

The Rambler four-door has the 
Nash-developed Airflex front sus- 
pension. Semi-elliptic springs are 
used on the rear wheels. 

Convertible twin beds and Air- 
liner Reclining seats are offered as 
optional equipment on the Rambler 
four-door. 


* * * 


HE 1954 Ambassador and 

Statesman models feature 
numerous exterior and _ interior 
styling refinements, as well as me- 
| chanical advancements. 

The major mechanical changes 
are: A new Statesman Dual 
Powerflyte engine, featuring dual 
carburetors as standard 
equipment; increased horsepower 
in the Ambassador Super Jetfire 
engine; and added _ optional 
| equipment, including improved 

power steering, power brakes and 

electrically operated window lifts. 

Styling refinements include a new 
|dual die-cast grille, a continental 
|rear-tire mount as standard 
equipment on all Ambassador and 
Statesman Custom four-door and 
Country Club hardtop models; a re- 
| designed dash panel; new exterior 
|color selections, and interior up- 
|holstery and trim combinations. 

} * * + 

ae Dual Powerflyte engine 
features an aluminum cylinder 
| head and two single barrel carbu- 
retors. With a compression ratio of 
| 8.5 to 1, its horsepower has been 
| increased to 110. It is a six-cylinder 
L-head engine. 

Horsepower of the Super Jetfire 
| six-cylinder overhead valve engine 
has been increased to 130, with a 
|compression ratio of 7.6 to 1. 

The LeMans Dual Jetfire 





—~o Sa en 





The instrument panel of the Ambassador and Statesman models is completely 
restyled, with many new comfort and convenience features. Controls are clearly 





engine, named for the famous |station wagon and Country Club include the Greenbrier all-purpose: 
LeMans (France) 24-hour road | hardtop. |sedan and the Suburban. 

race, is offered as optional The continental rear-tire mount mie ae 

equipment on all Ambassador jis standard equipment on the) HE Rambler Custom hardtop 
models. This six-cylinder over- | Rambler convertible and Country| has 18% square feet of glass 


head valve engine is equipped 
with an aluminum cylinder head, 
with a compression ratio of 8 to 
1, It develops 140 horsepower at 
4,000 revolutions per minute. 


Power steering, available as 





Club models. 

The Rambler convertible con- | 
tinues to have two steel side rails, 
which frame the top of the side 
windows, to give overhead safety 
protection. The electrically oper- 


area, 

The Rambler Country Club 
model also is offered in the Super 
series, which includes radio, 
Weather Eye system, and cigar 
lighter as standard equipment, 











marked by transparent illuminated plastic inserts in the chrome moulding for full 
visibility at night. A crash pad of sponge rubber covered with vinyl is standard 
equipment on all Custom and Country Club models. 








optional equipment on both models, ated nylon top, available in black The Rambler Super Flying Scot ( 
employs new engineering princi-| °F tan, travels along built-in | six-cylinder L-head engine, rated 
ples. In addition to providing for) tracks on the top rails. _ |at 85 horsepower, has a com- 
direct hydraulic actuation of the| The Rambler Custom station| pression ratio of 7.25 to 1, and « 
steering linkage, the unit is of|W2g0n features simulated wood/displacement of 184 cubic inches 
simplified design, Doss said. grain on steel side panels. The rear} When Hydra-Matic is used, the I 
ie.) ae seat can be lowered to increase} horsepower is increased to 90 and 
: |the cargo platform to more than|displacement to 195.6. The com- 
OWER steering, according to|six feet in length. Other 1954| pression ratio is stepped up to 7.3 
Nash engineers, takes about 75! Rambler station wagon-type models| to 1. G 
percent of the effort out of steering. | ee ae Ce 
It allows the driver to retain the} 
“feel” of the car at all speeds and 
under all conditions, and it gives 
positive directional control, even 
with hydraulic power off, Doss said. h 
Power brakes are available on | 
both Ambassador and Statesman 
models equipped with Hydra- | i). ———— C 
Matic, The unit consists of a H 
‘ N 
power cylinder, a piston with P 
built-in control valve, and a s 
hydraulic section, including a | 
hydraulic fluid reservoir and a | 
vacuum reservoir, *] 
The optional Power-lift windows 
have a separate electric motor for | 
each window. They are controlled | 
by a switch on each door panel. | ae cial e 
A four-switch unit mounted on the| 
left front door enables the driver) Nash Adds 108-Inch Wheelbase Rambler— 
to control all four windows indi- This four-door Rambler is completely new for 1954. Eight inches longer than the C 
vidually. a ‘ regular Ramblers, it provides more room in the rear seat area and luggage com- C 
r | partment. The factory delivered price includes radio, Weather Eye system, electric D 
Aarts unitized body con-| clock, directional signals, foam cushions and custom upholstery and trim. D 
struction is featured on all 1954) D 
models. Body-to-frame bolts are) F) 
eliminated as the integrated body | F 
and frame are welded together to G) 
form a single unit. In 
All-around visibility is a key | M 
feature of the new models, Doss | R 
said, The hood line is lower than | $1 
the “road guide” front fenders. | Ww 
Door windows are framed with Ww 
aluminum extrusions, reducing | M 
the width of windshield corner | 
posts and center pillars on sedan 
models. Side windows on _ the 
Country Club models are set in | 
stainless steel frames. 
The one-piece curved windshield | | 
and the wrap-around rear window | 
have a combined area of more than | 
2,000 square inches for maximum) 
visibility. on 





The chrome-trimmed air intake D 
of the Nash Weather Eye system Statesman Available in 4 Models— N. 
extends the full width of the hood.| This series is available in two and four-door Super sedans, and Custom four-door 
The entire Weather Eye system and Country Club hardtop models. Its 110-horsepower Dual Powerflyte engine has an 
is thermostatically controlled and/| aluminum cylinder head and dual carburetors. 
is operated by a single control! 
knob. 


ES 


* * * 





| 
| 
| 
| 


7s instrument panel is restyled 
on the 1954 models. Controls are 
marked by transparent illuminated 


plastic inserts in the chrome} 
moulding for full visibility at 
night. 


A crash pad of sponge rubber| ] 
covered with Vinyl is standard_| | 
equipment in all Custom and 
Country Club models. | Fe 

A new steering wheel overtake | 
switch, called Power Pass, will 
be standard on Ambassador and 
Statesman custom models 
equipped with overdrive. The ac- 
celerator pedal overtake also will 
be standard on the same models. 
With the steering wheel over- 
take, the driver can downshift 
without “flooring” the accelera- 
tor pedal, thus permitting a 
smooth return to third gear. The 
accelerator overtake system can 
be used in emergency situations. 

Convertible twin beds and Air- 
liner Reclining seats are available) 
as optional equipment on States-| 
man and Ambassador models. 

Exterior color selections include 
14 solid and 14 two-tone combi- 
nations. 

A wide selection of interior up- 
holstery and trim combinations, in- 
cluding new needlepoint and home- 
spun fabric, are available in the 
new models. Combinations of 
genuine leather and needlepoint up- 
holstery are offered as optional 
equipment. 

Wheelbases are 114% inches on 
the Statesman, 121% on the Am- 
bassador. 





Ree 


Ambassador Country Club Model— 

The hardtop, like other Ambassador and Statesman models, can be equipped with 
| power steering, power brakes and electrical window lifts at added cost. Continental 
| rear-tire mounts are standard equipment on all Ambassador and Statesman Custom 
four-doors and Country Clubs. 








Eyeing the Rambler Country Club— 


The ‘Rambler Custom 100-inch wheelbase hardtop features an all-steel top and 
reverse angle rear windows which provide increased all-around visibility. This Rambler 


z - . series also includes a convertible and three station wagon models. The Rambler 


HE Rambler 100-inch-wheelbase 
series features three distinctive 
models, including convertible, 





Country Club is equipped with a continental rear tire mount as standard equipmer't. 
It also is equipped with radio, Weather Eye conditioned air system, clock, directional 
signals, foam cushions, and other deluxe features at no extra cost. 
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~ Car, Truck Output Estimates 
By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 





As °54 Changeovers Continue... 


Car Output Hits Low for Year 


(Continued from Page 1) 
to 1954-model changeovers at Chev- 


| shutdown of the Metuchen (N.. J.) | 


|plant, caused by a lack of parts. 


| While the factory was to reopen | 


assemblies 
today 


|Thursday (Nov. 19), 
were not scheduled until 
(Nov. 23). 

Pontiac last week joined the 
list of makers turning out 1954 
models, Its changeover will be 
gradual and will not necessitate 
a shutdown. 














Honoring his 35 years with Ford Motor Co., Joseph E. Bayne (left), Lincoln-Mercury 
| general sales manager, presents Chris J. Fournier (center), assistant national service 
| manager of L-M, with a gold watch at a ceremony in Kansas City. Fournier joined | 
| Ford in 1918 as a tool designer. Witnessing the event is Richard E. Krafve, assistant | 
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This leaves Ford division, Olds- 
mobile, Cadillac, Kaiser and Willys 
as the only companies still to 
change to 1954 output. All four will 
| begin making 1954 models in De- 
cember. 
| * + + 
| LAST week’s production, though 
small, was enough to turn 1953 
into the second-best vehicle pro- 
duction year on record, surpassing 
the 6,746,976 cars and trucks built 
in 1951. Built through last Saturday 
were 6,753,300 vehicles. The year 
1950 continues as the No, 1 year, 
with 8,002,433 assemblies. 

The spur to truck output last 
week was provided by Chevrolet, 
which scheduled 8,400 trucks, 
compared with 3,561 in the pre- 
| ceding week. 

It was the first week in five 
months that Chevrolet turned out 
more trucks than Ford. The latter 
firm built an estimated 6,600 last 
| week. 





* * * 


ONE-DAY wildcat strike at 
Chrysler Corp.’s engine plant 
|in Trenton, Mich., caused the loss 
|of seven hours work at the Dodge 
| truck plant. 
| A prolonged strike at the 
| facility would have affected De- 
Soto and Chrysler division car 
operations, An interunion squab- 
ble was blamed for the walkout. 
Plymouth next week will become 
the first auto maker of the year 


| to surpass its peak production year 
—1951, in which it built 621,013 cars. 
| The division now needs less than 














Competition Hits Suppliers 
Talk of Mergers and Realignments in the Air 
As Cost Squeeze Threatens 


(Continued from Page 2) 


company, will place that supplier weaker firms will fail; others with 


more to offer will be absorbed into 
larger, 
other stronger ones will unite on 
|some phases of engineering and 
study, and still others will grow 
stronger and flourish in the com- 


| petitive market.” 


* * * 


Week Week Jan. 1 Jan, 1 
Ended Same Ended Nov., __to __ to rolet, Buick and Mercury. Chevro- 
—— wae a iste Now. i3 Nevise’ | let reached its low point last week 
CHRYSLER 24,340 27,526 23,912 72,866 796,834 1,146,025 face he tn  o yom 
Chrysler 3,050 3,493 2,947 9,074 2a pn changeover and inventory until 
DeSoto 2,890 2,778 2,896 8,658 8 6, | ’ 
Dodge 5,8305 7,342 5,812 17,329 215,535 277,287 month’s end. 
Plymouth 12,570 ¥ 13,913 12,257 37,305 399,156 605,14 i 
FORD 30,100 13,128 38,564 97,659 869,518 1,413,151 cenit ted ae dae acetate 
Ford . 27,850 | 6,740 27,970 82,851 673,810 1,092,684) = 
Lincoln 725 548 240 965 28,089 36,130 | 
Mercury 1,525 5,835 5,354 13,843 167,619 284,337 
GENERAL MOTORS .. 17,669 40,326 28,495 97,789 1,651,498 2,600,587 
Buick aisha 667 7,550 6,668 17,596 296,428 471,979 
Cadillac 2,500 1,403 2,567 7,535 90,756 97,282 
Chevrolet 25 22,610 6,548 33,814 809,665 1,344,792 
Oldsmobile 8,227 ° 5,186 6,946 21,053 210,278 306,364 
Pontiac bi 6,250 3,577 5,766 17,791 244,371 380,170 
KAISER MOTORS .. 350 3,392 357 894 115,939 60,381 | 
Kaiser 350 2,021 357 894 65,344 20,456 
Willys ; 1,371 50,595 40,425 | 
CROSLEY 1,491 | 
RUPEE onccséssssscccsscccoscsees 1,460 1,363 1,273 4,264 68,572 71,818 | 
NASH 2,365 4,456 2,109 6,785 133,666 125,155 | i 
PACKARD 105 1,502 95 200 52,165 73,697 | & 
STUDEBAKER 3,826 , °5,484 3,717 10,696 149,158 173,5744 
Total Cars, U. S. .. 80,215 97,172 93,522 290,653 3,838,841 5,664,888 
*Revised ae = ‘ 7 ae 
COMMERCIAL CARS sii ee 
(U. 8S. PRODUCTION ONLY) Fournier Ends 35 Years with Ford— 
Week Week Jan.1 Jan. 1 
Ended Same Ended Nov., to to 
Nov. 21, Week, Nov. 14. 1953, Nov, 22, Nov. 21, 
1953 1952* 1953* ToDate  1952* 1953* 
CHEVROLET 8,400 9,018 3,561 12,139 290,765 320,829 
CROSLEY ................ 208 ss saeecsoese | general manager of L-M. 
DIAMOND T 140 179 150 451 7,174 7,358 
DIVCO 80 60 36 116 3,919 2,712 
DODGE . 1,850 3,569 2,313 6,239 147,665 94,512 
FEDERAL 65 45 69 206 1,472 2,109 
FORD 6,600 3,710 6,546 19,247 201,941 291,560 
SS ius 720 2,869 471 1,563 104,209 97,929 
INTERNATIONAL 2,255 2,555 2,360 6,544 114,584 111,087 
MACK . 220 206 196 624 9,258 10,608 
REO .... alas 240 272 304 850 15,444 14,412 
STUDEBAKER 1,339 19 52,372 eae | 
; 2 1 214 1 10,943 13, b a 
WILLYS ; ‘ see 3716 1,565 apes 96,823  78,125|in an advantageous position. 
MISCELLANEOUS .. 217 331 212 669 13,386 12,798| The survey found that some of 
the suppliers were are pe ye 
7 4 4 2 ant their product in the light of com- 
et — o> * 23,036, _ 27,190 17,997 | 52,902 1,070,163 1,088,412 cuit merchandising. Four 
o ars, LTUuCKs, main considerations were made— 
U. Ss. coseenee se 103,251 124,362 hi 111,519 _ 343,555 4,909,004 6,753,300 price, quality, availability and 
Total Cars, Trucks, | reputation. 
eee 3,900 8,912 8,940 12,605 344,767 446,534| If mergers and alliances are 
Grand Total Se ere a © fang Pt ; contemplated, all of the phases of 


Cars and Trucks, 

U. S. and Canada .. 
*Revised. 
Drive, Sterling, Nash, etc. 





107,151 133,274 i 
Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


115,459 356,160 5,253,771 7,199,834 





N.B.: All U. S. totals include cars and trucks for military orders. 


CIO Convention Skirts 
Annual-Wage Issue 


(Continued from Page 6) 


paring to replace Willow Run 
powerhouse operators — members 
of Local 142 — with its own oper- 
ators who belong to a different 
local. 

In Milwaukee, Nash workers of 
Local 75 of the UAW empowered 
union officers to call a strike if 
necessary. Issues involved include 
seniority, disciplinary action and 
the number of employes who 
should have received a 20-cent 
hourly pay increase granted skilled 
workers June 1. 

* 


| BUFFALO, pickets of the AFL 
Teamsters Union, Local 375, 
halted a special used-car sale at 
Dave Waite Pontiac, Inc., in a pro- 
test against the firm’s “refusal to 
bargain” with the union, according 
to Al Brown, business agent, after 
NLRB had certified the union as 
representative of Waite’s salesmen. 

Waite spokesmen denied the 
assertion and said the firm has 
submitted a proposal, but had re- 


* x 





Auto Stocks 








Nov. Nov. 1953 

18 10 High Low 
Chrysler 63% 66% 96% 63% 
GM 57% 59 69% 53% 
Hudson 10% 11% #17 91% 
Kaiser 2% 3% 5% 2% 
Nash 17% 17% 25% 16% | 
Packard 4% 4% 6% 4 
Stude. 22% 28% 48% 21% 
Average 25.52 26.5 


Compiled from reports of trading on the 
American and New York Stock Exchanges. 








| have charge of the 
| sales of AP mufflers and pipes and 





ceived no answer from the union. 
It also said that its salesmen no 
longer belong to the union. 

A package settlement between 
Goodyear Tire & Rubber Co. of 
Canada, Ltd., and the CIO United 
Rubber Workers, covering 2,000 
employes at the firm’s Toronto 
plant, was ratified by the employes 
last week. 

The agreement covers hospital 
and medical services, life insurance 
and weekly benefits for sick leave. 





Roeger to Manage 


AP Parts Sales 


TOLEDO.—Appointment of O. A. 
Roeger as sales manager of AP 


Parts Corp., was announced last | 


week by W. E. 
Bullock, execu- 
tive vice - presi- 
dent. 

Roeger replaces 
H. Gail Kreis, 
who has resigned 
for reasons of 
health. 

Roeger has 
been with the 
‘7 sales division of 
3 the company for 
©. A, Reeger 13 years. He has 
served as territory representative, 
territory manager and assistant 
sales manager. 

In his new capacity, Roeger will 
replacement 


the company’s lubricant products, 
Miracle Power and dgf-123. 


good business operation, of course, 
will be placed under scrutiny. 
|Generally, most of the firms felt 


| that financial strength and ability, 


| able management, and age and at- 





the most essential. 
* 


* * 


HE survey included the com- | 


ments from a purchasing ex- 


ecutive of one of the auto manu- | 


|titude of executive personnel were | 


‘Maremont to Buy 


Grizzly Mfg. 


| CHICAGO.—Maremont Automo- 
tive Products Inc., has contracted 
|to purchase the Grizzly Mfg. Co., 
Pauling, O., and Bell, California, 
for approximately $2 million, 
Arnold H. Maremont, president of 





facturers. He agreed with most of | the Chicago firm, announced here 


| the findings of the survey. 

The executive said that his best 
advice to suppliers who contacted 
| him with their problem was to keep 
thoroughly adjustable 
schedules at all times. 
| “Tt is impossible to state at this 
|time,” he said, “just what our 
|market in ’54 will be. I will say, 
| however, 


work | 


that we are trying to} 


last week. The sale was made by 


| Walter Smith, president and owner | 


| of Grizzly. 


| manufacturing company will oper- 

ate as a division of Maremont with 
|no changes in its organization or 
| personnel. 


| Frank Shelton, general manager, 


keep a realistic picture in front of | will continue as head of the Grizzly 


us. 


“I think I speak with a con- ager and Dick Smith is the Pauld- | 


siderable following among the 
other makers when I say that 
we do not want to break our 
suppliers. Such a course would 
be short-sighted and unwise. 

“But we do think that it is 
|necessary for all our suppliers to 
| realize that we will soon be highly 
competitive with our product, and 
|that they must be highly com- 
petitive with theirs. 





Stop False Ads, 
Visor Firm Told 


WASHINGTON.—The Federal 
Trade Commission has ordered Fil- 
terzone Auto Vision Co., 641 Lex- 
ington Ave. Brooklyn, to stop 
“false and misleading” advertising 
of Safe-T-Zone and Filterzone plas- 
tic sun visors for cars. The action 
affirmed an examiner’s initial de- 
cision. 

Filterzone must end claims that 
its visors are tailor-made, that they 
fit more models than is the fact, 
that they protect the eyes like fine 
sun glasses, that they are optically 
accurate, that they afford clear, 
true visibility or that they filter out 
infrared rays. 











| Mfg. Co. Joe Brown is sales man- 


|ing plant manager. 


“I think a great many of the| %@ 


100,000th Diploma— 


higher-volume operations; | 


The 40-year-old brake lining| 





ees cars to top the mark. 


* * * 


| FORD division last week con- 
| tinued to work Saturday, 
| scheduling operations at six plants, 
the same number as in the previous 
| week. 
Kaiser will stop making Henry 
Js at Willow Run around the end 
of the month and then will begin 
making pilot models of 1954 
Kaisers, It is tentatively planned 
that Kaiser will continue making 
cars at Willow Run until Janu- 
ary, when assembly operations 
will be moved to Toledo. The 
future of the Henry J still is 
undecided, it is reported. 
Packard continues to have 
trouble getting back into pro- 
| duction, having turned out only 200 
| Cars in two weeks. Parts shortages 
|}and machine changes are blamed. 
+ + ~ 


TUDEBAKER last week in- 

creased its car output, but for 
| the second week failed to produce 
a truck. 

Decreased operations at 
General Motors caused the Big 
Three share of output to drop to 
89.8 percent, from 92 percent in 
the previous week. 
| Ford took 37.5 percent, against 
35.9; Chrysler garnered 30.3, com- 
pared with 25.6, while GM dropped 
to 22 from 30.5. 


Aiming Higher 
Bill Ford Requests Boost 


In Palsy Goal 


NEW YORK. William Clay 
Ford, general manager of the spe- 
cial product division of Ford Motor 
Co. and national campaign chair- 
man of United Cerebral Palsy for 
1954, requested permission last 
week from the UCP annual conven- 
tion to raise the campaign goal 
from $7% million to $8% million. 

Ford explained that the lower 
goal had been set before he had 
accepted the chairmanship, and 
that as he “read the statistics and 
considered the half-million and 
more men, women and children in 
the nation with cerebral palsy, we 
came to understand the real dimen- 
sions of this problem.” 

Ford spoke after Lansing P. 
Shield, of Paterson, N. J., outgoing 
campaign chairman, had reported 
that 1952-53 campaign results were 
$6,423,000. This compares with $4 


Olai Kjos (left), mechanic for W. W.| Million raised in 1952, $2 million 
Wallwork, Inc. (Ford), Fargo, N. D., re-|in 1951, and $1 million in 1950. 


ceives the 100,000th diploma awarded by| Gov. Theodore R. McKeldin of 
the Ford Service School system under a| Maryland has agreed to serve as 
nationwide training program at the open-| national postmen walk chairman, 
ing of the Ford technical service labora-| Ford also announced. During the 
tory in Livonia, Mich. Carl 1. Doman,} past year, 25,000 letter carriers have 





national service manager for the Ford| volunteered to accept contributions 
division, presents Kjos with a gold plaque.| for UCP. 
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Turbulent Auto Conditions Stir Talk .. . 


FTC Dusting Off 1938 Probe 


(Continued from Page 1) 


that unless the makers moved to 
meet dealer complaints, there 
would be a rash of bills in state 
legislatures to curtail the makers 
when competition got rough. 

* * + 


NADA appears to be warning 
dealers again, at least indirect- 
ly, of the perils in such a course. 
A recent NADA bulletin reprinted 
this statement from “Bankers’ 
Commercial News”: 


“Reviewing a recently enacted 
state law providing for the 
licensing of automobile factories, 
dealers and salesmen, we observed 
with interest that, along with its 
threat to revoke the license of any 
manufacturer who did some things 
that have been almost routine in 
some of their dealings with the 
trade, went a threat to revoke the 
license of any dealer or salesman 
who did any of several things that 
some dealers and some salesmen 
have often done to the consumer. 


“Among the law’s provisions 
was one that makes it possible 
to revoke the license of a dealer 
who ‘resorts to or uses any false 
or misleading advertising in con- 
nection with his business’—and 
does that put the dealer on a 
tightrope! For advertising, like 
beauty, is in the ‘eye of the be- 
holder’—and if the beholder of a 
bit of advertising copy gets an 
impression from it that does not 
check with the results of any 


Ford Sales Office 
In N. Y. Blasts 
Shady Tactics 


NEW YORK. —JIn a special an- 
nouncement sent to all Ford deal- 
ers under its jurisdiction, the Ford 
division’s New York district sales 
office leveled a broadside at fly-by- 
night advertising and questionable 
selling tactics. 


Titled “Distress Advertising,” the 
message said, in part: 


“In the past 60 days, there has 
been an epidemic throughout the 
country of some advertising copy 
that, in our opinion, did not assist 
in further building prestige for our 
product, nor aid our programs for 
sound merchandising practices to 
enable profitable operations for 
dealers. 

“This type of advertising has 
been prevalent on the part of cer- 
tain members of other dealer or- 
ganizations throughout the entire 
year. ; 

“Those who are familiar with the 
results certainly know that it 
neither has enhanced the value of 
the products advertised nor pro- 
duced profitable results for the 
dealers. It is unfortunate that a 
very few of our dealers here in this 
district felt the need to enter into 
an advertising program of this 
nature. 

“It is our opinion and advice that 
dealers should refrain from any 
type of advertising that depreciates 
our products in the minds of the 
public. 

“We again wish to point out to 
many of our dealers that the neces- 
sity of resorting to questionable 
advertising is brought about due to 
the inadequacy of sales power and 
sales management. 

“We solicit your personal coop- 
eration in establishing a sound 
merchandising program that will 
assist us in accomplishing our mu- 
tual objective of sales leadership 
... With a resultant high net profit 
to dealers.” 


Missing Ex-Dealer 
Indicted for Theft 


COLLINSVILLE, Ill.—Allen L. 
Stewart, operator of a Packard 
dealership here before he disap- 
peared, has been indicted by the 
State’s Attorney on two counts of 
violating the Trust Receipts and 
Security Transactions Act. 

Stewart is accused of disposing 
of two 1953 Packards in which 
Commercial Credit Corp. had an 
interest. His franchise was can- 
celed Sept. 23 with the explanation: 
“Dealer has disappeared.” 











transaction that he may enter 
into with the dealer who publish- 
ed it he can get the said dealer 
into one devil of a mess. 


“The lawmakers who enacted 
this bit of legislation may have 
been egged on by dealers who 
wanted protection from factory in- 
justice—but, while they were about 
it, they clearly decided to give the 
public safeguards, too, So _ the 
dealers find themselves, also, con- 
fronted by certain verbotens that 
will make them liable to sudden 
retribution if they do not hereafter 
regulate their own and their em- 
ployes’ methods with gimlet-eyed 
restraint. 


“Which demonstrates two facts 
that every American businessman 
should have continually in mind 
from this time forth—first, that un- 
ethical commercial practices lead, 
sooner or later, to legal regulation 
and, second, that when laws begin 
to be enacted governing your 
business you never can tell how 
far they will go or what trouble 
they may lead to for yourself.” 

* +. * 


geen findings of the commission 
applying to factory-dealer re- 
lations are these: 

Unfair Methods of Motor Vehi- 
cle Manufacturers in Their Re- 
lations With Their Dealers: 


The Commission finds that 
motor vehicle manufacturers, 
and, by reason of their great 
power, especially General Motors 
Corp., Chrysler Corp., and Ford 
Motor Co., have been, and still 
are, imposing on their respective 
dealers unfair and inequitable 
conditions of trade, by requiring 
such dealers to accept, and oper- 
ate under, agreements that in- 
adequately define the rights and 
obligations of the parties and are, 
moreover, objectionable in re- 
spect to defect of mutuality; that 
some dealers, in fact, report that 
they have been subjected to rigid 
inspections of premises and ac- 
counts, and to arbitrary re- 
quirements by their respective 
motor vehicle manufacturers to 
accept for resale, quantities of 
motor vehicles or other goods, 
deemed excessive by the dealer, 
or to make investments in oper- 
ating plants or equipment with- 
out adequate guaranty as to term 
of agreement or even supply of 
merchandise; and that adequate 
provisions are not included for 
an equitable method of liqui- 
dation of such investments, some- 
times made at the insistence of 
the respective motor vehicle 
manufacturer. 


Manufacturers’ 
Dealers: 


In the opinion of the Com- 
mission, this inquiry has demon- 
strated that inequities exist in the 


Ford Lab 


(Continued from Page 2) 


Treatment of 





products for future product plan- 
ning. 

One of the most important 
activities of the division’s service 
department is its reconditioned 
engine specifications and _ in- 
spection programs, which assist 
the 37 authorized Ford recondi- 
tioners. 


More than 200 engineers, tech- 
nicians and mechanics, are em- 
ployed in the laboratory. 


They develop training programs, 
methods and materials for use of 
Ford division’s nationwide system 
of 33 district and service schools 
and 33 mobile units for the training 
of mechanics and other service 
personnel. 


The laboratory has a completely 
equipped model garage with engine 
and chassis dynamometers for test- 
ing performance under various 
stresses and load conditions. 
Engine tolerances can be checked 
to 1/100,000th of an inch and wear 
trends can be measured so closely 
that engine life and parts require- 
ments can be predicted. 


Also some weeks in advance, dis- 
trict service school instructors at- 
tend a thonpugh new-model course 
at the techhhical service laboratory 
to prepareg#hemselves for training 
dealer me@anics. 






a 


terms of dealer agreements, and 
in certain manufacturers’ treat- 
ment of some dealers, calling for 
remedial action. 


It is recommended that pres- 


ent unfair practices be abated 
to the end that dealers have: (a) 
Less restriction upon the 
management of their own enter- 
prises; (b) Quota requirements 
and shipments of cars based upon 
mutual agreement; (c) Equitable 
liquidation in the event of con- 
tract termination by the. manu- 
facturer; (d) Contracts definite 
as to the mutual rights and ob- 


CLASSIFIED WANT AD DEPARTMENT 


ligations of the manufacturers 
and the dealers, including spe- 
cific provision that the contract 
will be continued for a definit2 
term unless terminated by breac): 
of reasonable conditions recited 
therein. 

Following publication of the fin- 
ings on June 5, 1939, auto manu- 
facturers made some changes in 
their selling agreements, bit 
dealer criticism has continued. 


Reaching an estimated 150,000 readers engaged in all branches of the automotive industry from Maine 
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HELP WANTED 


SALESMEN AUTO PARTS. High paying 
permanent position forexperienced 
traveling salesmen. Salary, commission 
and bonus. Opportunities for advance- 
ment to district managerships, Earn $500 
to $800 a month to start. Well known 
manufacturer and national distributor. 
Over 5,000 fast selling repair parts and 
special kits for all makes of cars. 
Established accounts. Protected territo- 
ries open now due to expansion and pro- 
motions. Pay while training in field. Car 
required. Write fully, Box 3056, Cleve- 
land 17, Ohio. 


SERVICE MANAGER—Ford dealer in De- 
troit. Selected applicant must be 
thoroughly capable in all phases of 
service management, aggressive and will- 
ing to put im the necessary time and 
have a good appearance. The man chosen 
will be assured of good earnings plus 
other benefits. Send complete resume and 
photo. Box 3168, c/o Automotive News, 
Detroit 26. 





SALES ENGINEERS 
$7,500 to $25,000 


We have a number of immediate openings 
with tep-rated national concerns for men 
experienced at MANUFACTURING level in 
sales of equipment to the Original and Re- 
placement Automotive Trade. Submit a re- 
sume of your background and interests in 
complete confidence to: Miss Ruth A. Cook, 
Vice President, Executive Sales Division. 


EMPLOYMENT COUNSEL, 
INC. 


Room 500-K, 7 W. Madison, Chicago 2, lil. 





EXPERIENCED automotive parts sales- 


men wanted to call on the Big Three 
new car dealers. Territories available in 
Ohio, Michigan, and Pennsylvania. At 
least 2 years parts, sales experience in 
the field necessary, no other need apply. 
Must be free to travel and have a late 
model car. Drawing account allowed. 
This is an opportunity to earn $8,000 to 
$10,000 a year. Write now, giving com- 
plete sales experience and business refer- 
ences to Lee Rodgers and Company, Box 
182, West Richfield, Ohio. 


BUSINESS MANAGEMENT REPRE- 
SENTATIVES. The Studebaker Corpora- 
tion has excellent opportunities for Busi- 
ness Administration or Accounting majors 
to train for positions in field. Knowledge 
of basic accounting necessary, A good 
salary, opportunity to progress. Travel 
expenses and company car furnished 
when assigned to field. Write Personnel 
Division, South Bend, Indiana. 


BUSINESS MANAGER, Hull-Dobbs experi- 
ence preferably or one who can effect 
daily operating report. Excellent oppor- 
tunity, salary and bonus arranged. Bos- 
ton Motors, 241 Stuart St., Boston, Mass. 


POSITION WANTED 





GENERAL MANAGER, now employed in 
this capacity for several years, 700 car 
size GM dealership in midwest state. 
Excellent history and background for 
past 15 years in automotive field, includ- 
ing experience with factory zone office. 
Am most capable of assuming complete 
charge of a large dealership, Am up to 
date on today’s used car market. In ad- 
dition have unusual knowledge of proper 
shop and parts operation, In early thir- 
ties, married and in best of health. Will 








furnish finest references and welcome | 


any investigation. Prefer GM line and am 
able to accept position in any area. Box 
3218, c/o Automotive News, Detroit 26. 


POSITION WANTED 


GENERAL SALES MANAGER desires con- 
nection with stable new car dealer. Know 
all phases of dealer operation, used car 
prices, wholesale and retail, train sales 
force in prewar tactics. 18 years experi- 
ence in sales, sales management and gen- 
eral management. Large or medium size 
deal, can assume full responsibility. Age 
43, married. Location desired: West- 
chester Courty, lower Connecticut, New 
York City, etc. Best personal, business 
and bank references. Also GM Zone ap- 
proval, Write or phone: Occupant, 209 
Madison Road, Scarsdale, N. Y. Scars- 
dale 3-1966. 








SERVICE SALES MANAGER 


Senior automotive engineer. Has organized 
and managed both large and medium service 
operations. Domestic and foreign cars. Ex- 
pert converting racing cars, good manager 
and organizer. Will manage entire dealership, 
Sales new and used cars or Service De- 
partment. Box 3216, c/o Automotive News, 
Detroit 26. 





EXPERIENCED GM MANAGER has oper- 
ated own successful dealership for seven 
years. College graduate. Sober, healthy, 
family. Desire position as general or 





sales manager with potential above $10,- 
000 in central or northern California. 
Might invest $30,000 in GM or Ford 
dealership. Charlie Caldwell, 210 N. 
Jaye, Porterville, Calif. Phone 1344-J. 


SALES MANAGER, Experienced money 
maker with both factory and retail ex- 
perience who can build a live wire, hard 
hitting, aggressive sales organization 
with a lot of zip and get up and go. 
Years of experience and know how to 
get the job done at a profit. Motors Hold- 
ing dealership experience, Box 3217, c/o 
Automotive News, Detroit 26. 


THIS WRITER, age 49, 15 years experi- 
ence in used car management, two years 
sales management, big four and inde- 
pendents, desires relocate, prefer south- 
west. Very best references, good appear- 
ance, habits, health and personality. 
Money maker, Box 3207, c/o Automotive 
News, Detroit 26. 


GENERAL SALES MANAGER, Ten years 
experience merchandising new and used 
cars. General Motors and Chrysler back- 
ground. Aggressive, successful producer 
of volume business. Presently employed 
but desirous of relocating in Florida. Box 
3208, c/o Automotive News, Detroit 26. 


ACCOUNTANT-BUSINESS MANAGER. 
Sober, married, healthy. Accustomed to 
responsibility, experienced in volume 
operation. Can relieve dealer of details. 
Seeking connection with dealer in mid- 
west. Box 3192, c/o Automotive News, 
Detroit 26. 





| SERVICE MANAGER, 15 years experience 


plus training and experience in organiza- 
tion and management. Now employed by 
one of the largest automotive service 
organizations. Prefer large GM dealership 
with opportunity to build and advance. 
Reputation, character and ability to pro- 
duce unquest’onable. Box 3209, c/o Auto- 
motive News, Detroit 26. 


AVAILABLE—MoPar parts wholesale man- 
ager, trained in administration, procure- 
ment, handling, and merchandising. I 
have resigned so that I would not be 
using an employer’s time to sell myself. 
Summary of qualifications will be sent on 
request. Will move to the job. George 8. 
Gilbert, 17 Glenwood Ave., Buffalo, N. Y. 


MR. SMALL DEALER — Do you need a 
young man you can trust to assist you 
in sales or management? Seven years 
successful management and sales experi- 
ence. Able, energetic, well recommended. 
Deal more important than immediate 
earnings. Ford preferred, southern loca- 
tion. Investment considered. Box 3214, 
c/o Automotive News, Detroit 26, . 


RENTAL MANAGER. Ambitious, young 
man thoroughly experienced in sales, 
financing, rate computation and manage- 
ment of car and truck lease service. Also 
thoroughly experienced in car and truck 
Caily rental operation, Interested in be- 
coming affiliated with established and 
progressive rental organization. Personal 
interview only. Box 3215, c/o Automotive 
News, Detroit 26. 
























COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 


Automotive News will not divuige the 
name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 
number ads, we suggest you send your 
replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser. 



































POSITION WANTED 





| SERVICE MANAGER. Buick-Chev, Sober, 


43 years old, family, 6 years new and 
used car sales. Ten years shop ex- 
perience, Five years body shop manager. 
Excellent promoter. Good references. Box 
3228, c/o Automotive News, Detroit 26. 





| TRUCK SALESMAN experienced in heavy 


duty gas and diesel. If you have a good 
proposition, write me about it. Box 3172, 
c/o Automotive News, Detroit 26. 


WILL TRADE 


WILL TRADE CHINCHILLAS for new car. 
Stein, 1914 Albany Ave., Brooklyn, N. Y. 


DEALERSHIPS AVAILABLE 


DUAL DEALERSHIP FOR SALE: Now 
handling Chevrolet-Pontiac. 100 car po- 
tential. Have full staff of trained me- 
chanics, well up-to-date equipment, very 
good parts business, very good used car 
lot. Will lease buildings if buyer so de- 
sires, 6,500 sq. ft. floor space, Very good 
money maker in good community, excel- 
lent opportunity for anyone who can 
qualify for the franchise, Established 20 
years, reason for selling, poor health. Lo- 
cation, New York State. Box 3219, c/o 
Automotive News, Detroit 26. 


DEALERSHIP AVAILABLE, now handling 
Packard. Midwest city trading area % 
million people. Will sell for inventory 
value of parts and equipment. Not to 
exceed $35,000. Building lease available. 
Reason, health. Box 3226, c/o Automo- 
tive News, Detroit 26. 


AGENCY NOW HANDLING CHEVROLET, 





1,200 units. Excellent location, rented 
realty. Maslen, Bar Building, White 
Plains, N, Y. 





MIAMI, FLORIDA—The newest and most 
up to date automobile building in Miami 
with an outstanding showroom and loca- 
tion, formerly operated as a Studebaker 
dealer. Building and equipment for sale. 
Terms can be arranged. Write R. M. 
Gregg, 4036 El Prado, Miami 33, Fla. 


DEALERSHIP NOW HANDLING Pontiac 
and Cadillac. Town over 6,000 in Mid- 
west. Grossing over $350,000, Will sell or 
lease near new building. Inventories and 
equipment $30,000. Will be sold subject 
to approval of factories. Box 3220, c/o 
Automotive News, Detroit 26. 


LOS ANGELES, CALIFORNIA dealership. 
One of the ‘‘Big 3’’ in the heart of Los 
Angeles. Volume deal, well established. 
New. building — brick construction, lo- 
cated on corner lot 205’ x 150’ at stop 
street. No used cars, accounts receivable 
or blue sky to buy. Terms can be ar- 
ranged. Factory approval required. Box 
3196, c/o Automotive News, Detroit 26. 





WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 


Consult a Specialist 


LEO J. KLEM 


412 Fisher Bidg. Detroit 2, Mich. 





AUTO SALES $30,000 month. Now han- 
dling Kaiser-Packard. Modern equipped 
building with retail stores, 5 rooms. 
Apple Co., Brokers, Cleveland, Ohio. 


FIVE HUNDRED UNIT DEALERSHIP. 
One of Big Three. City of 50,000. Trade 
area, 100,000, Midwestern location, Mod- 
ern well equipped building on lease 
Verification financial responsibility and 
factory approval necessary prior negotia- 
tions, Reason for selling, other interests. 
Box 3225, c/o Automotive News, De- 
troit 26. 


FOR SALE — Well established dealership, 
now handling Nash, 120 car contract. 
Good service business. Desirable lease. 
Small investment required. Located in 
Southwest, good climate all year around. 
Box 3222, c/o Automotive News, De- 
troit 26. 


OWNERS ILLNESS NECESSITATES sale 
of agency handling Cadillac. Located in 
thriving Ohio city. Low rental lease. Ideal 
location. Must pass rigid manufacturers 
investigation. Box 3162, c/o Automotive 
News, Detroit 26. 

AUTO DEALERSHIP NOW AVAILABLE 
handling one of most popular lines. Lig 
Three, 150 car franchise, choice lease, 
low overhead, Sacramento Valley, Calif. 


AUTO AGENCY, BIG 2 


Metropolitan area, close to New York City. 
Volume 1952 over $1,500,000. Outstanding 
showroom and service station. Tremenc us 
used car lot adjoining. Can be purchased 
for net worth. No good-will, 
DAVID JARET CO. 
150 Montague Street, Brooklyn 1, N. ° 
ULster 2-5600 
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DEALERSHIPS AVAILABLE 





LC 
jour Los Angeles City dealers in center 


cf three million population. 1952 sales 
$2,026,541 and 416 new cars. Will sell for 
$32,000 for actual parts inventory and 
depreciated value of equipment—a bar- 
gain. New post war building and adja- 
cent used car lot available on excellent 
ase or purchase. Complete and ready to 
perate without interruption. Box 3200, 
o Automotive News, Detroit 26. 





DEALERSHIP 


Now handling DeSoto-Plymouth, in the fastest 
growing area in S. California. Modern, well 
equipped shop at current cost, less 50%. 
Perts and accessories at dealers net less 
obsolescence. Approximately $30,000 wil! 
handle. Four year lease including large 
customer parking area. Box 3221, c/o Auto- 
motive News, Detroit 26. 
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AVAILABLE— FINE DEALERSHIP 
handling Dodge-Plymouth in excellent 
southwest city of 100,000 population with 
expanding payrolls. Selling from 500 to 
1,000 new units annually. Inventories 
clean, receivables current, facilities good 
and used vehicle stock optional. Factory 
approval necessary. Excellent reason for 


selling. Write Box 3188, c/o Automotive 


News, Detroit 26. 





FOR SALE DEALERSHIP now handling 


DeSoto-Plymouth, house trailer franchises | 


and accessories. Yearly gross business 
averages $400,000. Net profit, 
$30,000. Asking price, $30,000. Real 
estate can be leased or purchased. Lo- 
eated in thriving suburb of Harrisburg, 
Pennsylvania. Box 3210, c/o Automotive 


News, Detroit 26. 


DEALERSHIP HANDLING OLDSMOBILE 
and GMC trucks in very progressive Ken- 
tucky county seat town of 5,500. Dealer- 
ship has body shop, paint shop, generator 
and starter rebuilding department. Last 
year, gross business in excess of $300,- 
000. If purchaser has proper security, 
this business can be handled for very 
little cash. Bad health, reason for selling. 
Box 3211, c/o Automotive News, De- 
troit 26. 





DEALERSHIP FOR SALE now mending 
Chevrolet, good North Missouri town 
farming area, ten months gross $400,000. 
Good building end lot. Box 3212, c/o 
Automotive News, Detroit 26. 


FLORIDA—DEALERSHIP handling Stude- 
baker. Clean setup. $15,000, good terms. 
Cliff Jordan, Box 746, Palatka, Fla. 





DEALERSHIP NOW HANDLING Chrysler- 
Plymouth. Midwestern city of 75,000. 
fame location 20 years. Million Dollar 
volume, 300 car potential. Near 100% 
absorption by service department. $50,000 
will handle. Box 3229, c/o Automotive 
News, Detroit 26. 


DEALERSHIP AVAILABLE handling 
Dodge and Plymouth in central Ohio. 85 
car potential contract. Almost new, 
modern building completely equipped 
service department and body shop. Mod- 
erate stock of parts, used car lot adjoin- 
ing approximately 40’x90’. Reason for 
selling — dissolving partnership. Myers 
and Strain Garage, Mt. Gilead, Ohio. 


DEALERSHIP WANTED 


ANGELES handling Nash. One of only 





$20,000 to | 


BIG THREE DEALERSHIP wanted within | 
75 miles New York City. Hammond, 54 | 
Riverside Dr., New York, N. Y. WAtkins 


4-6754. 








| SARATOGA 7-2300 


WANTED AUTO AGENCIES | 


We have qualified buyers for all size auto | 


agencies throughout the United States. All 


replies held in strictest confidence. 


DAVID JARET CO. 
Established Over 29 Years 
150 Montague St. Brooklyn 2, N. Y 
ULster 2-5600 





WILL TRADE FLORIDA income prcperty, 
5 acres, 6 room house, 4 new duplex 
for auto dealership in Florida. Ex-dealer 
and can assure factory approval. 1350 | 
Wakalla Way, Orlando, Fla. 





idle Capital Wants To Buy 
Ford or GM Dealership 


With 400 or more units. 


Have factory approval. 
This is your chance to sell 
your assets. 

Replies confidential. 

Box 3138, c/o Automotive News, 
Detroit 26. 





CHEVROLET — TOWN 15,000 up. Prefer 


| 
old, established, quality dealership. Reply | 
in strictest confidence. Am qualified indi- | 


vidual with cash. Box 3148, 
motive News, Detroit 26. 


c/o Auto- 


BUSINESS OPPORTUNETIES 
DEALERSHIP FOR SALE, now handling 
Dodge-Plymouth, in mid-western city. 
About 800 unit franchise. Can be bought 
at book value. No real estate to buy. 
Excellent facilities. Plenty of equipment 
that is written down to about zero. 
Parts at a minimum. Used car and used 
truck inventory very small in units and 
value. New inventory practically nil. A 
qualified purchaser can move in on a 
good deal at a very moderate investment. 


| 


Inquire at once as owners wish to dis- 


solve partnership. Box 3227, c/o Automo- 


tive News, Detroit 26. 


ARE YOU A DEALER sii. Buick 
Cadillac, Chevrolet, Ford, Lincoln, Mer- 
eury, Plymouth, Pontiac, or Olds? A 
rationally - advertised fleet leasing com- 
pany 
growing field. Submit factory 
prices and your complete over-invoice 
charge on all models; serviced and ready 
for delivery. Write to Box 3224, c/o 
Automotive News, Detroit 26 





| Full-time experts. 


AUTOMOTIVE NEWS, NOVEMBER 23, 1953 


BUSINESS OPPORTUNITIES 


AUTO 
LEASING 
COMPANIES 


Due to approach of competitive 
markets or retirement, would 





you like to sell your auto leas- 
ing company? National com- 


pany will purchase stock or 
complete assets and take over 
existing contracts. 


Write Box 3080 
c/o Automotive News 
Detroit 26 








DEALER SERVICES 


INVENTORY SERVICE. Parts and acces- 
sories. Top type personnel, organized | 
procedures, up-to-date records. 
year breakdown for Ford, Chevrolet, 


L-M and MoPar dealers. Fast service 


| 
| 


| 


Model, | 


eastern half U.S.A. Talbot's Inventory | 


Service, 124 S. Woodward, Birmingham, 
Mich. Midwest 4-5355 or 4-8460. 





INVENTORY SERVICE 


Parts and Accessories Depts. 

No pickup, part-time help; 
confidential and unbiased. Certified reports. 
Also special buy - sell service. Experienced 
organization — in business since 1939. Free 


booklet on Parts Department operation sent | 


}on request. Call or write for service details. 


Automotive Inventory Service Co. 
| 10040 Freeland Detroit 27, Mich. WE 3-6449 





CARS FOR SALE 


ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excellent Bodies Good Motors 
Upholstery New 


BUY NOW — LOWEST PRICES EVER 
1950 


Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 


54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SHERWOOD 7-1700 





Heaters 








DEALERS SAY 
Our greatest dollar values are at 
CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 
Oldest in the Mid-West 
One of the Nation's Best 
Sale Every Tuesday 
12:30 P. M. 
OPEN ALL NIGHT MONDAY 
Phone E 1254 Phone E 5209 


324 West Main Street, Fort Wayne, Indiana | 


We Guarantee Checks 
Dealers Only 


AUTO AUCTION 


TIM ANSPACH 


“Midway,"’ Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ...12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A. 





SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a nice selection of 


| fleet leased 1952 Chevrolets, Fords and 


Plymouths in all body styles. These cars 
can be delivered to your door regardless 
of location. Phone or write for informa- 
tion: 


Robinson Auto Rental, Inc. 


229 S. Hanson St. Philadelphia, Pa. 


1. E. Spatig, Used Car Manager 
Sherwood 8-1500 








«x | EXCESS SHOP EQUIPMENT ? 


|Why not sell that extra equipment now 


invites you to participate in this | 
invoice | 


| standing idle in your shop? 


An advertisement in this section is the 


answer! 


AUTOMOTIVE NEWS 























| fice $15,000 inventory at 50 cents on the | 
| dollar (wholesale) also $15,000 inventory 





CARS FOR SALE 


VACATION & BUY 
IN FLORIDA 
AT THE SAME TIME! 


5 


Clean, Top-Notch 
Late Model Cars 


THE COUNTRY’S BEST VALUES 
You Buy — We Forward Anywhere 


COUTURE CAR RENTALS 


Exec. Offices 825 Fifth St. 


MIAMI BEACH, FLA. 


Teletype MM 79 Tel. 5-1116 





ATTENTION DEALERS 
200 Fine Cars and Trucks Whole- 
sale, reconditioned and ready for 
sale—Tow Bar Service— Storage 


Phone us for motel reservations 


| N. Northwest Chevrolet Co. 

Woodward at 13 Mile Royal Oak, Mich. 
Lincoln 5-i100 

“Home of Michigan's Finest Automobiles"’ 








PARTS FOR ‘SALE 

| $12,000 WORTH OF GENUINE Kaiser- 

Frazer-Henry J parts, sheet metal and 

accessories. Sacrifice at 50% of list for 

quick sale. Lot or any part 

Kaiser - Frazer dealer, 4391 S. 
Ave., Chicago, Ill. 


Archer | 


| 





BUICK 
WHOLESALE 
PARTS 


ONE OF THE EAST'S 
LARGEST INVENTORIES 


Same Day Service on Mail Orders or 
Phone Calls — All Shipments C.O.D. 


Phone Parts Department 
Circle 5-5910 
521 W. 57th St. 


MONARCH BUICK CO., INC. 
“Buick's Largest Dealership" 
NEW YORK 19, NEW YORK 


GM PARTS 


Shipped Anywhere 
Same Doy 


GMC PARTS | 


Phone—Wire—Write 


FRANKLIN-WEBER PONTIAC 


6101-25 N. Clark St. Chicago 26 
Direct Phone—AM 2-7117 


Attention Dealers 


Former Dodge-Plymouth Dealer will sacri- | 


of shop equipment at 50 cents on the dol- | 
lar. 56 late model parts bins. One outdoor 





neon Dodge-Plymouth electric sign. 


J. R. RICK MOTOR CO. | 


470 East Washington St. New Castle, Po. 








GENUINE 
STUDEBAKER 
PARTS 


® Large Complete Stock 
© Ship Anywhere—Same Day 


NORTHSIDE MOTORS 
4232-42 Natural Bridge 
St. Louis 7, Mo. 
LU. 4860 











Genuine Oldsmobile Parts 


Largest Olds parts wholesalers in the middie 
west. Shipments made promptly. 


GREBE OLDS 


3400 S. Kingshighway 
Flanders 0800 St. Louis 9, Mo. | 





| WRECKER, DEMONSTRATOR, 1953 Ford 


Former | 
|WANT HOLMES WRECKER, Model 525, 





SHOP EQUIPMENT FOR SALE 
DeSOTO- PLYMOUTH SIGN, 31’ long, 36” 


PARTS FOR SALE 
ase = = & 








43 


letters, blinker type, like new, cost $7,500 


se FREE 


GM ILLUSTRATED 
PARTS 
CATALOG! 


Largest Wholesale Stocks 
of GM Parts For 


Co., Inc., 
cago, Ill. 


4430 N. Western Avenue, Chi- 


EXCELLO BOREMATIC No. 218, 
with a fixture to rebore Ford V-8 engine 
blocks; 4 spindle; SN No. 4128; excellent 
condition. Johnson Machinery, 683 Fre- 
linghuysen Ave., Newark, N. J. 





OFFICE EQUIPMENT FOR SALE 





bookkeeping machine. 


new. Price $2,000. Sunnyside Automobile 


set up 


FOR QUICK SALE. Burrough’s sensimatic 
Price reduced for 


quick sale. Box 3183, c/o Automotive 
® Buick | News, Detroit 26, 
* Cadillac MISCELLANEOUS 
® Oldsmobile 
® Pontiac 
© Chevrolet THE SAFEST TOW BAR 


One day service. Special cash allow- 
ance on Phone Orders. All Shipments 
c.0.D. 


GORDON BUICK 


(formerly Robertson Buick) 
1000 S. WABASH AVENUE 


Chicago 5, Illinois WAbash 2-1030 
ae we = = 


YOU CAN BUY 


Automatic BraKkinG 


WITH BRAKE HOOK-UP 


ONLY .. 51% suis 


GUIDE 
CABLES 





Meets 1.C.C. Strength Requirements 





TRUCKS FOR SALE ‘ 


COMPLETE with 


F-350 pickup with Canfield XH-305 exten- 


sion boom wrecker. Less than 3,000 4g 48 
miles, Canfield Tow Bar Co., Inc., 6033 || Guide Cables and 61 
E. McNichols, Detroit 12. 


BRAKE HOOK-UP ........... 

Meets ALL I.C.C. Requirements! 
—SPECIAL— 

Protecto Covers (Tailor Made) .... $6 

Carrying Bags 

SAFETY CHAINS, set of 2, only .... 


FOR SALE AMPHIBIOUS JEEP. Excellent 
for sight-seeing business. Six passenger, 
perfect condition. Phone or write A. J. 
Parsons, 80 W. Maiden St., Washington, 
Pa. Phone Wash. 1795. 


TRUCKS WANTED 








mounted on GMC or Chevrolet chassis, 
sharp condition, 1950 or later. Must be 
good deal. Write or wire Honstead Motor 
Company, Nampa, Idaho. 


NEW LINES WANTED 


$2.50 
QUICK-TOW, Bumper- 


to-Bumper Tow Bar $19.50 


CASE-LOT 6 UNITS, only . . . $17.50 


ont $42.50 


TRI-KING 3-Point Hook- 
(Folding "V"' Type) 








large manufacturer of automobile 
replacement parts desires to ex- 
pand by acquisition of additional 
volume lines either through na- 


Up Intra-State Tow Bar . 


All prices Include 8% Fed. Excise Tax 


TOW BAR SALES CO. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 
40 So. Clinton St., Chicago 6, Ill. 


tional distribution or outright plant 


Box 
De- 


purchase. Describe in detail. 
3213, c/o Automotive News, 
troit 26. 


LOOKING FOR A MANUFACTURER 

TO MAKE AND MARKET YOUR PRODUCT? 
Our client, a large and well-known manu- 
facturer with national distribution, seeks a 
new product, or products, in the automotive 
field; steel, wood or plastic. Please com- 
municate with us. Principals only 

THE ROWE & WYMAN CO., Advertising, 
3800 Reading Road, Cincinnati 29, Ohio. 


Motor Co., Inc., 
Lynchburg, Virginia. 


800 Commerce S&t., 








Our New Model 


TOW BARS 


Cannot Be Matched 
At Any Price 


Write Today For 
Illustrated Catalog 


TRUCK EQUIPMENT FOR SALE 


DO YOU NEED A 
HEAVY-DUTY WRECKER? 


Unused heavy-duty Holmes twin boom 
wrecker crane assembly, Model W45, com- 
plete with all accessories and body ready 
for mounting on chassis. Government sur- 
plus. Today's cost, $2,400—Our offer $950 
f.o.b. Atlanta, Ga. (Does not include 
truck.) 


FULTON AUTO EXCHANGE 
2235 Stewart Ave., S.W Atlanta, Ga. | 
Fairfax 8608 











FACTORY SALES DIVISION 
PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Dept's. 
“Leaders In The Industry” 
Since 1939 





SHOP EQUIPMENT FOR SALE 

FOR QUICK SALE. Clayton chassis dy- | 
namometer, flush floor mcdel. Complete 
with flywheel attachment for testing Hy- 
dra-Matic drives and Allen Motor ana- 
lyzing equipment. This machine is only 
three months oli and is ready for instant 
installation. Best offer over $1,700. Bedell 
Motors, 520 Main St., Port Washington, 
N. ¥ 








New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [|] or Two Years $14 [_] 
for which check is attached [_] or send bill [_] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 
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is the current national advertisement | 
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directing customers and prospects to 


the SERVICE DEPARTMENTS of 


New Car Dealers 
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a) 
fe 
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Trade Mark Reg. U. S. Pat. Off. 
NOW TO PREVENT LOSS OF BEAUTY 


Whether you live in snowland or not, Porcelainize provides 
maximum protection against any kind of weather and insures 
that appearance so necessary for business and social prestige. 


Porcelainize makes a highly acceptable Christmas gift— 
one your relatives and friends can enjoy for months to come. 
Your New Car Dealer can provide Porcelainize Gift Certificates, 





There’s nothing like Porcelainize. It’s the World Standard 
for fine automobile appearance. And it’s not a coating —not an 


Wi Upili : Me J , oil, wax, or glaze to turn dull, wash off, peel off or heat-soften 
VW Ct G UWMHAMUWHG CC and trap surface grime. Porcelainize outlasts the average 


wax or polish job 3 to 4 times. See your New Car Dealer. 


Cn Je * . 
A. "WC Shi WHO Me tA Yylowiane Write for Free Informative Booklet, “The Story of Porcelainize.” 


GREATER BEAUTY LONGER LASTING 


FOUR EXCLUSIVE BENEFITS 


BETTER PROTECTION 









EASIER MAINTENANCE 









In customer satisfaction, policy and program, 


Porcelainize again stands alone in providing a Hae Pa ae a 
never-ending benefits to New Car Dealers... IS OFFICIALLY RECOMMENDED 


exclusive benefits which materially increase and i geal tees Md 

, ; . tested and approved PORCELAINIZE than 
sustain your Winter Season Service Revenue. 
have ever approved any other method 
of automobile appearance maintenance 


ete 


Ab & bl IN 


LORADO 


